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[Sparks 


e of the Nation’s Economy: 
Up 


Business InpeEx—Physical volume 
off business in week ended Dec. 5 
g@vanced to 105.6 from 105.2 the 
preceding week, according to Bar- 
ron’s. A year earlier the index stood 
at 1145 of the 1935-39 base period. 

Truck Carcors — Totaled 54,729,- 
430 tons from July to September 
in intercity trucking of 1,433 Class 
I carriers, or 11.5 percent more 
than in the like period of 1952. 

PLaNT Expansions — Manu- 
facturers’ additions to productive 
facilities in 1953 are expected to 

total $12.4 billion, or $400 million 
more than last year. An outlay 
of $959 million is estimated for 

motor vehicle and equipment 

plants, compared with $896 mil- 
lion in 1952. 

Automotive Output — Estimated 
by Automotive News at 123,394 vehi- 
cles last week, compared with 
105,775 the previous week, an in- 
crease of 17,619 units. 
~ 7 7 


Down 


Stee. Output—Was scheduled last 
week at 85 percent of capacity 
against 86.7 percent the previous 
week. Steel production in Novem- 
ber totaled 8,711,000 tons, compared 
with 9,462,722 in October and 9,- 
440,128 in November, 1952. 


On Strocks—Crude oil stocks on 
Dec. 5 were 280,528,000 barrels, a 
decrease of 2,045,000 for the week. 

Store Sates — Department store 
sales in week ended Dec. 5 were 
3 percent below the like 1952 week, 
according to Federal Reserve 
Board. 

EmpLoyMENT—Factory jobs de- 
clined by almost 300,000 in No- 
vember to 16,711,000, according to 
Bureau of Labor Statistics. Aver- 
age weekly hours declined from 
403 in October to 39.9 in No- 
vember, and weekly earnings 
from $71.73 to $70.28. Farm em- 
ployment dropped from 10,428,000 
in October to 8,147,000 in Novem- 
ber 
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Exports — Volume for October 
was $1,244 million, including $233.5 
million in military aid, compared 
with $1,215 million a year ago. Ex- 
cluding military aid, exports drop- 
ped 3 percent. 


General 
WHo.gEsaLe Prices—Remained un- 
changed in week ended Dec. 8 at 
110.1 of the 1947-49 base period. 


By Bob Lienert 
Staff Writer 
A NEW situation has developed 
in the new-car market, accord- 

ing to reports reaching AUTOMOTIVE 
News. 
December for many dealers is 
showing fewer sales—but profits 
are holding firm or slightly in- 
creasing, it is reported, Deals are 
getting better, salesmen say, as | 
the market settles down and the 
“blitz” sale hysteria fades out. 
Bu are reported growing 


yers 
more “independent,” and are ex- 





Sales Slip, Profits Hold 


New-Car Dealers Work Way to Stronger 
Position; Look to Further Gains 


DETROIT, DECEMBER 21, 1953 


Here Are the First GM Offerings for '54 





Chevrolet Dealers Put 1954 Models on Sale— 


Featuring such optional equipment as power brakes, powered front seats and electric window lifts, Chevrolet's new offerings 
18). Horsepower has been hiked to 125 with Powerglide and te 115 with Synchromesh. Three 


were introduced Friday (Dec. 





;| manager, 
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Ford, Chevrolet 
Set Peak Output 
In First Quarter 


Necessity of Buildup 
For Spring Market 
Is Cited as Reason 


By Pete Wemhoff 
Editor, Automotive News 


N ALL-OUT 1954 sales battle 

between Chevrolet and Ford 
was shaping up last week as the 
two makers revealed ambitious 
plans for first-quarter output. 

T. H. Keating, Chevrolet general 
announced that his 
company is stepping up to two- 
shift production in six more as- 
sembly plants in January. Already 
five other Chevrolet assembly 
plants are working two shifts, and 
Chevrolet’s output rose to 31,700 


=| cars last week. 


models have been added and six dropped. (Line story and photos on Pages 10 and 39.) 
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Chevrolet, Pontiac 
Hold Prices, Hike 


Handling Fee 


By Bob Sheldon 
Associate Editor 


HE first two General Motors di- 

visions to display 1954 models, 
Chevrolet and Pontiac last week 
announced prices that hold to last 
season’s levels. 

Factory retail prices on most 
cars remain unchanged. Both di- 
visions, however, raised their 
suggested dealer delivery and 
handling charge — Chevrolet by 
$10 and Pontiac by $12. 

Both reduced their optional 
power-steering units by $43, re- 
flecting a lower price placed in ef- 
fect by their supplier, the Saginaw 
steering gear division. 


i ADDITION, cence pared the | | 


Prices of its station wagons by 
about $85 
these models in two years. 


Making its bow in the Pontiac) play Friday (Dec. 18). In addition to the four new Star Chief models, 


-cylinde 
series, a new group of four body he Chi 


lineup for 1954 is the Star Chief 
styles priced a notch above other 


models. The eight-cylinder Star | 
Chief cars have a 124-inch wheel- | 


(Continued on Page 46, Col. 1) 


ceedingly firm about getting just 
what they want. 

+ * * 
‘T KEEP 75 to 100 cars in stock,” 

one Detroit dealer said, “but I 
still have to order more than half 
of the cars I sell. The buyer is 
seldom satisfied with the color, 
equipment or model when I tell 
him what I have on hand.” 

The growing independence 
among buyers is rubbing off on 
the dealers, too. That helps to 
explain the improved profit 
picture. The tendency to over- 
allow to the limit — and some- 
times beyond—just to make the 
sale, is no longer so prevalent. 
The drop in used-car prices, 


too, 
has aided dealers in cutting back 
on their offers for tradeins. This 


(Continued on Page 41, Col. 1) 






| 
| 
| 
| 


the second reduction on| Models of New Pontiac Series Are 11 ide 


Longer— 


At Ford’s 1954- model preview 
last week in Dearborn, Ford di- 
vision officials declined to reveal 
their first-quarter production 

(Continued on Page 42, Col. 1) 





The Star Chief series, with a wheelbase of 124 inches, is the top feature of Pontiac's 1954 line, which went on showroom dis- 





Top Cars 


New-car registrations for 10 
months, plus 14 states for No- 


1953 Pos, Make 1952 Pos. 
1—1,171,455 Chev. 1707,762—1 
2— 924,284 Ford 500,648— 2 
3— 513,553 Plym. 360,024— 3 
4— 398,750 Buick 262,290— 4 
5— 336,383 Pont. 223,530— 5 
6— 269,004 Olds. 183,658— 7 
7— 258,976 Dodge 206,2838— 6 
8— 235,520 Merc. 147,926— 8 
9— 142,042 Stude. 131,224— 9 
10— 132,596 Chrys. 94,337—I11 
ll— 124,506 Nash 10 
12— 104,996 DeSoto 175,514—13 
13— 83,518 Cad. 76,752—12 
14— 65,287 Packard 57,014—15 
15— 59,161 Hudson 68,838—14 
16— 38,717 Willys 34,352—17 
1%— 35,506 Lincoln 24,445—19 
18— 21,461 34,377—16 
19— 10,227 HenryJ 26,363—18 
20— 6047 MG 
21— 2,766 Austin 4,275—21 
Total All Makes 
4,948,670 3,454,788 
For further details, see page 
40, today’s issue. 





Pontiac offers nine other models, with choice of eight or 
engines. Pontiac has hiked the horsepower of its eight-cylinder engine and has returned to Hydra-Matic. Shown is 
ief Catalina. (Line story and photos on Page 28.) 





6 Millionth °53 Car Built 
As Output Rebounds 


By Tom Hewitt 
Staff Writer 

Witt Ford division back in pro- 

duction after changeover oper- 
ations, vehicle output last week 
climbed 16.6 percent—and the six- 
millionth car of 1953 was as- 
sembled. 

Beth Ford and Chevrolet, 
meantime, served notice last 
week that they will be producing 
at a heavy rate in the first 
quarter of 1954, 

Chevrolet’s turnout last week 
was a prelude of what is to come. 
The firm scheduled construction of 

31,700 cars, its biggest output in 
16 weeks. Chevrolet’s high for the 
year was 36,010 cars in the week 
ended May 23, 


Bear in U. S. plants last week, 

according to AvutTomotive News 
estimates, were 100,943 cars and 
22,451 trucks, compared with 86,- 


929 cars and 19,846 trucks in the 
preceding week. Car production 
was the highest in five weeks and 
truck output the highest in three 
wetks, 

With the Ford-Chevrolet com- 
petition becoming keener, both 
makers so far this year are tak- 

(Continued on Page 44, Col. 4) 


Dealers Coerced, 
Jobbers Tell FTC 


CHICAGO. — Automotive whole- 
salers from Chicago and other 
cities of northern Illinois, have met 
here with Federal Trade Com- 
mission representatives to discuss 
the difficulties of selling parts and 
accessories to new-car dealers. 

The meeting was sponsored by 


the Motor & Hquipment Whole- 
(See WHOLESALERS, Page 8, Col. 5) 
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Supreme Court Decides Issue .. . 





Justices Rule Dealers 


Are Subject to NLRB 


WASHINGTON. — The Supreme 
Court ruled 7 to 1 last week that 
auto dealers holding franchise 
agreements with car manufactur- 
ers come under the jurisdiction of 
the National Labor Relations 
Board even though their operations 
take place within one state. 

James Moore, NADA general 
counsel, said the decision would 
have little or no effect on the 
nation’s new-car dealers. The 
decision applied specifically to 
Howell. 

The Supreme Court ruling was 


DeSoto Ex-Dealer 
Wins $31,675 in 
Suit Over Quota 


SEATTLE. — A Federal Court 
jury here has awarded Kenneth G. 
Hein, former Bellingham (Wash.) 
auto dealer, $31,675 in a suit against 
Chrysler Corp. charging breach of 
contract. 

Hein charged that he failed to get 
his proper quota of Plymouth and 
DeSoto cars in 1950 and was there- 
by forced to abandon his business. 

A Chrysler spokesman in Detroit 
said only that Chrysler Corp. was 
“aware of the case and studying 
it.’ He said no decision had been 
made on whether to appeal. Chrys- 
ler has until Jan. 5 to take action. 

Hein now lives in San Francisco. 


handed down in a case involving 
Howell Chevrolet Co., Glendale, 
Calif. 

The court held that the NLRB 
had jurisdiction even though How- 
ell bought its cars and parts from 
GM plants in California. 

Howell is under the “sweeping 
control” of GM and therefore in 
interstate commerce and subject to 
Federal labor laws, the court held. 
The court pointed out that How- 
ell’s purchases from GM total more 
than $1 million annually. 

An NLRB spokesman said, “The 
board has taken the position 
since 1950 that all new-car deal- 
ers are covered by the Taft- 
Hartley Act except in cases too 
small to bother with.” 

The AFL International Assn. of 
Machinists had filed a charge of 
unfair labor practices against How- 
ell, alleging that it had violated the 
Taft-Hartley Act by discharging an 
employe for union activities and 
refusing to bargain with a repre- 
sentative designated by the em- 
ployes. 

The court said the question was 
whether, when relief was available 
under Federal laws, “the state, 
through its own courts, may ad- 
judge the same controversy and ex- 
tend its own form of relief.” 

The Supreme Court decision made 
clear that the state may not. 





Mason Wins 25-Year Pin— 


George W. Mason (right), president and chairman of Nash-Kelvinator Corp., receives 
@ lapel pin on the completion of 25 years of service with. the firm. Mason joined 
Kelvinator Corp. in 1928 as president and became president of Nash-Kelvinator after 
the merger in 1937. Presenting the pin is Percy J. Ebbott, a director and president 
of Chase National Bank. 


Auto Makers Must Lead 


Road Efforts, 


CHALLENGE to the auto in- 

dustry to assume leadership in 
the solution of the road problem 
was made by Robert Moses, chair- 
man of the New York City Tri- 
borough Bridge and Tunnel 
Authority, in a speech before the 
Economic Club of Detroit last 
week. 

“The manufacturers of the car,” 
said the winner of General Mo- 
tors’ Better Highways Award 
Contest of last summer, “have 
thus far left the task of highway 
building to others, The time has 
come for us to work together 
to integrate this nation.” 

Moses also took a slap at the 
present handling of the parking 
situation in large cities. 

“The current nationwide defeui- 
ist attitude toward urban street 
congestion,” he said, “is getting 
pathological. It will last and get 


Lowell Obtaining A Site 
For °54 Auto Show 
LO Mass.—James Lowrey, 
resident of the Lowell Automotive 
rchants Assn., is arranging for 
the use of Memorial Auditorium 
for the forthcoming Lowell Auto 


Seating capacity of the audi- 
torilum is 4,000. Proceeds of the 
show will go to charity. 


Moses Says 


worse until people get into the 
mood to let someone lift them out 
of their misery. 

= * + 


aa you think of Detroit, 
Chicago, New York, Los An- 
geles or Miami,” Moses said, “there 
is no city traffic problem which 
cannot be solved, except at extra- 
ordinary peak hours, by simply 
giving adequate power and undevi- 
ating support to one official with 
guts, allowing him two years to do 
it and keeping the critics, selfish 
interests and trembling politicians 
off his neck during this interval.” 
Rejecting the “misconception 
that all states should have an 
identical formula of administra- 
tion and financing” for highway 
building, Moses asserted that 
segregation of all car user rev- 
enues by itself is no cureall. 
“Most anti-diversionists,” he said, 
“say very iittle about expenditures 
out of genera! or other funds for 
ordinary streets, right of way ac- 
quisition, relocation of tenants, 
traffic police and courts, public 
parking facilities, railroad grade 
eliminations and other hidden items 
which in the aggregate would make 
a big dent in user funds if they had 
all to be paid from this one source.” 
= - * 


eas projected $50 billion 10-year 
program for highways was 
(Continued on Page 43, Col. 1) 


Ford Rotunda Clocks Millionth Visitor— 





Four-year-old Bobby Kovacs, son of Mr. and Mrs. Paul Kovacs, Lincoln Park, Mich., 
was the one-millionth visitor to enter the Ford Rotunda in Dearborn. As a reward 
he was given his choice of any toy in Santa’s Workshop, one of several displays 


which make up the Rotunda’s Christmas 


Fantasy. Bobby picked the electric train. 





Farrington Quits NADA 


Association Mum; Legislative Aide Blames 
Disagreement with Bell 
WASHINGTON.—Charles J. Far- | resigned and that his future plans 


rington, who has been NADA legis- were unknown, Walter Kiplinger, 
lative representative on Capitol Hill | NADA public relations director, de- 


for several years, 
resigned that of- 
fice unexpectedly 
Dec. 11. 

The action took 
place, it is under- 
stood, in the clos- 
ing hours of a 
meeting of the 
NADA executive 
committee. 

No information 
could be obtained 
from NADA other 


©. J. Farrington 
than the fact that Farrington had 





Speakers Chosen 
For Truck Clinic 
At NADA Parley 


MIAMI BEACH. — A four-man 
panel has been named for the 
special truck clinic to be presented 
at the 37th annual NADA con- 
vention here Jan, 9-13. 

Alton M. Costley, chairman of 
the convention committee, said the 
truck session will be held Jan. 11, 
in the Miami Beach Auditorium. 

T. A, Williams sr., of North State 
Chevrolet VCo., Greensboro, N. C., 
who will preside, said that the 
clinic has been planned to cover 
selling the new truck, getting the 
used truck ready for sale, and 
servicing the truck after it is sold. 

Appearing on the panel with 
Williams will be R. N. Heintzel- 
man, of Heintzelman, Inc. (Ford), 
Orlando, Fla.; R. J. Carney, of G. 
M. Truck Co., Charlotte, N. C. and 
R. J. Young, of Young Motor Car 
Co, (Dodge - Plymouth), New Or- 
leans. 

Young will explain how good 
management and good control in 
truck merchandising has kept his 
profits up and losses down. Some 
of the topics he will speak on in- 
clude controlled inventory, recondi- 
tioning, solicitation and prospect- 
ing. : 

“Harvesting the Truck Service 
Dollar” will be the theme of 
Carney’s address. He will explain 
how to cover a truck market, how 
to get new business and how to 
keep it. 

Heintzelman will speak on used- 
truck selling and will outline the 
methods employed by his firm to 
keep customers coming and trucks 
going on a profitable basis. 


GM Depot for Canada 


VANCOUVER, B. C—General 
Motors Products of Canada, Ltd., 
is completing plans for a $500,000 
truck sales and service depot at 
Nanaimo and Broadway here. The 
plant is expected to be opened by 
mid-1954. 





clined to make a further statement. 


Farrington said that though 
the end was abrupt, a sharp dif- 
ference of opinion between him- 
self and Frederick Bell, executive 
vice-president, concerning added 
duties had existed for some time. 
The executive committee meeting 
seemed a good time to bring the 
matter to a climax, he said, 

Kiplinger said that other than a 
brief announcement in the associa- 
tion’s official news letter to its 
members, NADA would have no 
statement to make, The member- 
ship bulletin said merely that Far- 
rington had resigned and that “for 
the time being reports on matters 
of legislative interest will be made 
by the office of NADA’s general 
counsel.” 


Farrington succeeded the late 
Bert St. Clair as legislative repre- 
sentative of NADA. Following the 
resignation of Robert Deo as man- 
aging director of the association, 
Farrington was put in charge of 
the Washington office and at one 
time was said to be considered for 
the position Bell now holds. 


At that time, Farrington told 
Automotive News that he wanted 
no other position with NADA 
than as legislative representative. 
“That is the only work I want to 
do,” he said. 

After his resignation, Farrington 
intimated that Bell wanted him to 
take on a number of other duties 
that would have been distasteful to 
him, 

Meanwhile, Bell was not available 
for a statement, Kiplinger was 
tight-lipped and Farrington appar- 
ently good and sore. 





Ford Discloses 
Plan for Car 


Building New Plant 
For Unnamed Auto 


DEARBORN.—Ford Motor Co. is 
definitely planning on the introduc- 
tion of a new car, according to 
an announcement 
last week by Wil- 
liam C. Ford, 
general manager 
of the special 
product division. 


Ford referred to 
the new car in 
announcing divi- 
sion plans to 
build a head- 
quarters building 
in Ecorse Town- Wm. C. Ford 
ship on company property. The new 
building, he said, will house execu- 
tive and administrative offices and 
manufacturing facilities of the di- 
vision, Present plans call for con- 
struction to be completed in the 
spring of 1955, Ford said. 

The division was formed only last 
month, Ford disclosed that it has 
been working in research areas re- 
lated to new automotive products. 
While no introduction dates have 
been set, he said, the division plans 
to have manufacturing facilities 
and a sales organization by the 
time a new car is ready. 

It is not clear what car Ford has 
in mind. 

Reports have been prevalent for 
some time that Ford plans to re- 
store a $10,000 Continental to its 
line of cars, There is also talk 
about a car aimed for the price 
class between Mercury and Lincoln. 


Hufstader Elected 
Director of AMA 


DETROIT.—William F, Huf- 
stader, distribution vice-president 
of General Motors, has been elected 
a director of the 
Automobile Man- 
ufacturers Assn., 
AMA President 
George W. Mason 
announced last 
week, 

Mason, presi- 
dent of Nash-Kel- 
vinator Corp., 
said that Huf- 
stader was elect- 
ed to fill a va- 
W. F. Hufstader cancy created 
when C. E. Wilson resigned as 
president of General Motors Corp. 
to assume the duties of secretary 
of defense. 








Johnstown (Pa.) Dealers 
Vote to Close Sundays 


JOHNSTOWN, Pa.—Members of 
the Johnstown Automobile Dealers 
Assn. have voted to close their 
establishments on Sundays. A. J. 
Luther, association president, said 
the ruling will affect all members. 

Tentative plans also have been 
outlined for the annual automobile 
show in February in Cambria 
County War Memorial Arena. 





Dealer Gets Packard's Washington Branch— 


Dalton-Burrell, Inc., has purchased the 


Washington -~-ch of Packard and will 


operate it as a dealership. Seated (from left), are John ~. Valton jr., president, and 
M. G. Beck, Washington zone manager. Standing: Claude E. Burrell, vice-president 
and treasurer of the firm; Jay Thomas, assistant zone manager, and C. M. Porter, 


city manager. 
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H°” many dealers will remain 
in business? Have territories 
been packed, since the war, with 
too many dealers? How will next 
year’s competitive race affect dealer 
profit possibilities? To what extent 
will production exceed sales po- 
tentials? 

These are questions many dealers 
are considering. What are the 
answers? Well let’s look at the 
present situation with facts and 
figures on dealer population in 
some territories. 


, Let’s select, for example, the 


Iowa Dealers Sign 
Bell, McFarland 
For March Parley 


DES MOINES.—F rederick J. Bell, 
executive vice-president of NADA, 
and Dr. Kenneth McFarland, Gen- 
eral Motors lecturer and consultant, 
have been signed by the Iowa Auto 
Dealers Assn, to speak at its 1954 
convention, set for March 29-30 at 
the Hotel Fort Des Moines. 


A special program for women at- 
tending the parley will be devel- 
oped. 

Don Gell, Red Oak, has been 
named general chairman of the 
convention. 


Chairmen of other committees 
are: Don Pullman, Centerville, gen- 
eral program; James Scherrman, 
Dyersville, entertainment, and Rich- 
ard Hoak, Sioux City, directors’ pro- 
gram, : 

Committee members include 
Frank Mitchell, Grinnell; Harold 
Parsons, Humboldt; R. E. Bickel- 
haupt, Clinton; J. D. Ramsey, Des 
Moines; Vernon Kyhl, Parkers- 
burg; Douglas Wilson, Van Horne; 
Harry Dunlap, Iowa City; Earl 
Jamison, Keokuk, and Robert 
Offen, Audubon. 


Dealers in Dayton 


Elect Officers 


DAYTON, O.— The Montgomery 
County Automotive Dealers Assn. 
has elected Edward E. Stevens 
president. 


Other officers are Donald H. Bat- 
tin, secretary -treasurer; Robert 
Simmons vice-president, and A. D. 
Shellabarger, treasurer. 

G. W. Krieger, retiring president, 
has been named to the board of 
directors. Other members are Ralph 
Miller, Gene Shannon, T. D. Peffley, 
Jack Klyce, R. J. Rodgers jr., and 
William J. Green. 

The dealers will close the day 
after Christmas and New Years. 


Moseley Elected President 


Of Bellingham Dealers 


BELLINGHAM, Wash.—The Bel- 
lingham Auto Dealers Assn. has 
elected new officers. 

R. B. Moseley is president; Tom 
Slipper, vice-president; Bob Sher- 
wood, secretary-treasurer, and Al 
Rygmyr, Ralph Ere and Bill McIn- 
tyre, trustees. 
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Dealers tell me 


By John 0. Munn 
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Washington (D. C.), metropolitan 
area. Washington is supposed to 
be the most prosperous spot in 
the nation. Therefore, conclusions 
drawn from the situation in that 
territory would be o 

The area under survey includes 
the District of Columbia, Prince 
George and Montgomery Counties 
in Maryland and _ Alexandria, 
Arlington and Fairfax County, Vir- 
ginia. 


How Many Dealers? 


| THIS territory 261 dealers sold 
47,035 cars the first nine months 
of this year. I am indebted to Mike 
Murphy, efficient son of a nation- 
ally known father, who is the 
manager of the dealer association, 
for the following listing: 


Num- Num- Average 








Totals .............. 47,0385 261 

With these facts I will leave it 
up to any dealer’s judgment as to 
how many dealers will find it possi- 
ble to make money next year. 

How many will continue is also 
a question of factory administrative 
policy. oe a 


Who Will Survive? 


S WE look to the future, how- 

ever, we can judge from the 
past. In all history and in all lines 
of trade, as the business grew, the 
number of retailers was reduced— 
in spite of the increase in popu- 
lation. In the last decade we have 
seen the food industry gravitate 
to the chains and supermarkets. 
Since the war the appliance 
business has learned its lesson and 
is fast reducing the number of re- 
tail outlets. 

So, judging from the past, even 
though automobile production in- 
creases, the number of dealers will 
contract rather than expand. 


Business is going to gravitate 
to the service operation — the 
automobile dealer who main- 
tains a complete service estab- 
lishment. People are buying the 
use of cars and not automobiles— 
and the dealers who have an es- 
tablishment to meet the custom- 
er’s full needs are the ones that 
will eventually get the business. 


In my opinion, there will be no 

place in the permanent picture for 
the dealers whose principal oper- 
ation is to sell cars. They might 
cause a lot of difficulty for a time, 
but people want more than just a 
car. They want a car protected by 
responsible, well-financed dealers. 
It requires considerable investment 
to erect and maintain such es- 
tablishments. It is definitely certain 
that this investment must sooner 
or later be protected by a bankable 
contract. This type of contract is 
a certainty in the future, Automo- 
bile manufacturers will grant it 
whenever automobile dealers are 
united in the urge for improved 
franchises. 

Automobile retailing is going to 
be bigger and better than ever. 
Automobiles have become too much 
a part of people’s lives to have the 
industry recede. Progress must 
come, and progress will come. It 
will come through improved con- 
tractural relationship between the 
producer and retailer. 


Bell Urges Factories to Promote Loyalty eae 


Challenge to Makers 





PHILADELPHIA. — At a dealer 
dinner honoring Ford and Buick 
here last week, Frederick J. Bell, 
executive vice-president of NADA, 
addressed this challenge to manu- 
facturers: 


“Your immediate task, it seems 
to me, is to build, through your 
own acts, an unswerving, inflexi- 
ble loyalty between your agencies 
of production and your agencies 
of distribution.” 


Praising manufacturers for their 
accomplishments, Bell said: 


“ ,. . it brings a sense of shock 
* * * 





to discover that you have a weak- 
ness.” 

Bell spoke at the 5ist annual 
meeting of the Philadelphia Auto- 
mobile Trade Assn. Citations for 
distinguished service to the auto- 
motive industry were accepted by 
Benson Ford, general manager of 
Lincoln-Mercury, for Ford, and 
Frank V. Bridge, assistant sales 
manager, for Buick. 

Scrolls were given to Eustace 
Wolfington (DeSoto - Plymouth) 


for his long-time services as an 
official of local, state and national 
trade associations, and to William 


* * * 


Benson Ford Guest at Philadelphia— 


At the 51st annual dinner meeting of 


the Philadelphia Automobile Trade Assn., 


Benson Ford (right), vice-president of Ford Motor Co., was one of the representatives 


of the auto industry. At left is Frank B. 


Bridge, assistant sales manager of Buick. 


Second from left is John B. White, president of PATA, and third is Frederick J. Bell, 
executive vice-president of NADA, who was principal speaker at the event. Bridge 
and Ford received citations for their respective companies. 

ae 





Janes Takes Over— 


M. B. Janes (right), new president of 
the Philadelphia Automobile Trade Assn., 
accepts congratulations from John B. 
White, retiring president. 


Avoid Trickery, 
D.C. Association 


Urges Dealers 


WASHINGTON. — The 132 
members of the Automotive Trade 
Assn. of the National Capital Area 
have been asked by the group’s 
board of directors to “refrain from 
the use of unethical, tricky, mis- 
leading or bait-type advertising and 
selling techniques.” 

The request was voted at the 
regular December meeting of the 
association. A motion was adcpted 
to send a letter to the general sales 
managers and regional and zone 
managers of all auto manufactur- 
ers. It read in part: 

“Past history has proved that 
(unethical) merchandising has al- 
ways failed to accomplish its pur- 
pose. If it is continued in the motor 
vehicle industry, it will eventually 
demoralize all dealer operations. 

“We are ... urging our members 
against overstocking of new cars, 
since this poor business practice is 
one of the causes of foolhardy 
merchandising methods, and results 
in sales without profit. 

“We recommend to our members 
that they concentrate on long- 
range and sound fundamental sell- 
ing methods, These methods will, 
we believe, create finer factory- 
dealer relations and build public 
respect for and confidence in our 
great industry.” 

The letter was signed by Maurice 
J. Murphy, executive vice-president 
of the association. 





en 





Virginia to Make 
Registration List 


Available to All 


RICHMOND, Va.—Virginia’s auto 
license registration lists will go on 
sale next year to any person or 
group who wants to pay the price, 
according to C. H. Lamb, acting 
motor vehicle commissioner. 

The information, he said, would 
be printed and made available at 
a price still to be determined. 

A court controversy over the list 
developed this year after Lamb 
awarded exclusive rights to the use 
of the records to the Motor Vehicle 
Statistical Service, which outbid 
the Automobile Trade Assn. of Vir- 
ginia for the right to copy them. 

Motor Vehicle Statistical Service 
is headed by John E. Raine, former 
manager of ATAV. Raine is in the 
process of forming a new dealer 
group, the Virginia Automotive 
Assn, 

ATAV, formerly the sole bidder, 
had demanded access to the list at 
its rival’s price. 

Attorney General J. Lindsay Al- 
mond ruled that Lamb must honor 
Statistical Service’s bid exclusively. 
The ruling was upheld in the court 
test. In the future, however, bids 
= not be accepted on an exclusive 

asis. 


On the House 





Ford’s slogan on trucks is “Even the Score in ’54,” but officials 
believe it may be 1955 before they’ll be able seriously to challenge 
. . Henry Ford II, having finished a 
three-month stint on the U. S. United Nations team, 
told newsmen at the Ford preview last week that 
he enjoyed the diplomatic work greatly but is glad 
to be back in the auto biz again. He’s convinced 
Russia doesn’t want real peace in the world, but 
believes that while there’s life in the U. N., there’s 


Chevrolet’s car leadership . 


still hope... 





Wemhoft 


again: 





Ford’s Cinemascope presentation of 1954 models 
is nifty, a first in the industry ... 
McCuen, GM’s research director, is almost fully 
recovered from the brain concussion he suffered 
couple months ago when the gas-turbine car he 
was driving went over an embankment at GM’s 
proving grounds. The strictly experimental car 
will be shown at GM’s Motorama this year. . 
closing down the day after Christmas and New Year’s . 

Election of Auto Dealer Bob Gillen as president of Buffalo Auto 
Club broke “unwritten law” in club... 
Merry CHrRIstmMAS AND Happy New Year TO ALL. 


L, Greer (Packard), who is re- 
tiring after 12 years as a PATA 
director. 


Elected president of the asso- 
ciation was M. B. Janes (Ford). 
Vice-president is Ray E. Yakes 
(Buick); treasurer, Charles A, Bott 
(Chrysler - Plymouth), and _ secre- 
tary, Raymond E. Millis (Pontiac). 

Directors are William J. Durst 
(Studebaker), Edward C. Swirsding 
(Ford), Janes, Botts and Mills. 


While mentioning the makers’ 
accomplishments, Bell said 

“And, may I add, parentheti- 
cally, that there have been no re- 
cent complaints of your inability 
to produce enough.” 

Ford, at a press conference be- 
fore the dinner, deplored what he 
called “panic talk of recession and 
overbuilding” in the industry. His 
company, he said, plans to sell as 
many cars next year as in this year. 


He predicted that Lincoln-Mer- 
cury dealers would match the 
36-38 percent return he said they 
received on assets in the past few 
years. 

Asked about the 
Ford said: 


“Some of the independents are in 
bad shape now. I feel sorry for 
them, But our business is not to 
protect them —our business is to 
sell as many cars as we can, And 
that is just what we intend to do.” 


Bell said that without man, the 
machine is nothing. And without 
loyalty, trust and faith, man is not 
a complete man. 


“Loyalty, obviously, must be 
earned,” Bell said. “It cannot be 
bought. It is not for hire, Loyalty, 
furthermore, is a fragile thing. It 
must be constantly nurtured and 
tended and fed.” 


He added that the task cannot 
be delegated to an inexperienced 
gardener. 

“Perhaps,” Bell said, “the rocks 
that clutter our field at the moment 
are a composite of misunderstand- 
ing, incomplete knowledge of one 
another’s problems, and fear for 
the future.” 

Bell said the condition can—and 
must—be corrected quickly for the 
good of all. 

“It is a condition that should 
be met in a spirit of tolerance, 
fair play and goodwill,” Bell said, 
“and with the determination that 
we will solve our own problems 
without the aid, assistance or in- 
terference of Government. If 
we're not smart enough to do 
that, we ought to go back to the 
bush leagues.” 

The auto industry will be better 
off if all segments face up to the 
challenge, Bell said. He urged both 
factories and dealers to work un- 
swervingly to earn, and keep, the 
loyalty that is so essential. 

“The challenge is now—no tomor- 
row or next year,” the NADA of- 
ficial said. “We need action now. 
The history of the industry and 
the fact that younger men are tak- 
ing their places in the ranks of 
both factories and dealers, give en- 
couragement to our belief that the 
challenge must be met—now.” 


independents, 

























Charley 


. Lot of dealers are 


Comes that time of year 


—Perre Wemuorr, Editor 
Automotive News 
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OUR PLATFORM: |. Fair and equitable contracts between manufacturers 
and dealers in motor vehicles, parts and accessories. § 2. A fair profit to 
™ the dealers on every used vehicle accepted in partial payment for a new 
a car or truck. § 3. Every dollar of gasoline tax collected by state or federai 
jovernments applied to the building and maintenance of highways. 
i 4. The elimination of government and bureaucratic controls over this 





AUTOMOTIVE 


—— { 5. A return to the precepts of independence and the rewards of 
appli energy and ability, which made America and gave more of her 
citizens more of the better things of life than anywhere else in the world. 
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Yuletide...Goodwill...Integrity 
,..and Discounts 


N THE eve of the Christmas season, thoughts often turn 
to integrity .... and humanity in general . . . mixed in 
with our own private problems and strivings. 


One of the biggest problems auto dealers face involves 
integrity and discount selling. 

You hear so many appeals to the public interest which 
you know are phony. They are designed instead to gain 
for some group or other a special consideration by law 
which the group could not gain competitively. 

You begin to wonder if there is still such a thing as 
integrity in the public interest. Yet, when you stop to 
consider, such integrity is apparent everywhere. 

Take discount selling. Some groups seek to meet this 
problem by price fixing sold under the banner of “fair 
trade.” 

Yet a more effective method of meeting the problem of 
discount selling may be found in any city. In Detroit, for 
instance, there is a huge department store . . . second in the 
nation. Across the street from Hudson’s is a discount house, 
with windows blazoned with price appeals. In back, and 
down a.block, is another discount house. 

If space were available, discount houses would surround 
Hudson’s, for it is the foeal point of shoppers. Yet on many 
days you could shoot a cannon through the discount houses 
without hitting anyone, while Hudson’s is unable to handle 
the crowds who come on foot, and the thousands who call 
by phone. It is building a mammoth new shopping center 
in the suburbs. 


With what does Hudson’s fight discount selling? It’s no 
secret .. . integrity, fair prices, service, courtesy. 
The discount houses have an attraction—but it is usually 


on only a few articles which the buyer knows he is unlikely 
to need service. 


On automobiles, buyers need service. They can be sold on 
the integrity of the auto dealer. 


The best way to assure a 
slack 1954 would be for every- 
one to run for the storm cellar. 
—Enrnest R. Bregscu, executive 
a 7. Motor Co. 


What Abii Security? 


A survey of 2,200 duPont em- 
ployes reveals that fear of war 
and Communism are the No. 1 
concern of workers. Cor- 
ruption in government ranks 
next, followed by high taxes. 

Job worries were placed 11th 
by the polled employes. 

+ 


+ * 


How to Be Enthusiastic 

If every salesman will remem- 
ber that he needs to get into 
action before getting into the 
presence of his prospect, walk 
with a brisk alert step up to his 
prospect, he will find that his 
manner of approach as shown 
by his action has a great deal to 
do with his ability to be in an 
enthusiastic frame of mind.—D. 
C. Beck, managing director, Ex- 
ecutives Selection & Training In- 
stitute, Detroit. 


* ? * 


Broadway has a new hit play, 
“The Solid Gold Cadillac.” That 
we've got to see—the car, not 
the play—Wruuam Rrrt. 


* * * 


Ours Leap, Too 


Railroaders’ hearts leap when 
they see the chances motorists 
take at railroad crossings. The 
alertness of railroad men, rather 
than any skill by the automobile 
driver, has avoided a tremen- 
dous number of tragedies at rail 
crossings. — D. F. Lewis, safety 
— Southern Pacific Raii- 
road 

. * * 


Our Greatest Asset? 
A good reputation is the 
greates 


only 
when we take it very 
heart and keep it 
to the band ther Sere 
Eastman Research 
tion, 

* - 


l?s Westerns 


“Note the change > oa Ste- 
venson’s speeches. He's getting 
more and more bitingly critical 
of the Administration . That 
carefully locked briefcase the 
President's aide carries when he 
travels doesn’t contain state 
papers. It’s full of Westerns.”— 
Newsweek. 

* = + 


“The only idea big enough to 
unite the world is the idea of 
God.”—Gov, Frank CLEMENT of 
Tennessee. 

* a 


a 
les Possible 

Any child, who is physically 
and mentally normal, can be- 
come a goed driver. The average 
girl learns a little more slowly 
than a boy, because she usually 
doesn’t have so much mechan- 
ical background, but, once she 
learns, she ig ugually a better 
driver than he is, because she 


the Institute of Public Safety, 
Pennsylvania State College. 


Oe 


~~ u 


OGGIE LOOKS at 
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“God Bless We Every ue" 


FROM, ALL THE TINY TIMS IN THE WORLD TO ALL THE BIG TIMS— EVERYWHERE 


Letterbox 





‘Coberly’s Sales Record 


This ie an open forum for the discussion of any subject of interest to our 
are welcomed. 


readers, and your letters are 
letters but you may sign your name with the assurance that 
used, if you so request. ‘Address Editor, Automotive News, Detroit 26, Mich. 





"Twas Really 386 

On Nov. 23 you reported that our 
company sold 353 new Lincolns in 
September of this year. On Dec. 7 
you stated in your Letterbox (re- 
plying to a letter from J. V. Bragg) 
that “twas only 197” Lincolns and 
Mercurys combined that we sold 
and that your correspondent had 
been “steered awry.” 

Your editor’s unfortunate choice 
of words and inaccurate informa- 
tion could easily create wrong and 
somewhat harmful impressions. 


Actually, our September sales for 
new cars were as follows: 324 Mer- 
curys; 29 Lincolns; 33 English 
Fords. During another month of 
this year we registered 197 Lincolns 
and Mercurys combined. We sug- 
gest that you check again. 

Mr. Bragg might care to know 
that these 386 new car deliveries 
for September all were made from 
our Los Angeles store to individual 


The Big Story 


Moving to reduce the number of applicants for the steadily dwin- 
dling number of new cars in dealer hands, OPA made salesmen 
ineligible for the new vehicles while it raised from 40,000 to 60,000 
the minimum number of miles an applicant’s car must be driven 


before it can be considered unserviceable . 


General Motors will 


meet the challenge peace will bring with a $500 million master plan 
for reconversion, advancement of present equipment to the latest 
standards of technology and retooling for postwar products, accord- 


ing to Alfred P. Sloan jr., chairman of the board ... 


Dealers are 


flooding OPA and Congress with protests against a new OPA order. 


Dealers claim that the regulatio: 
to turn in his gas-ration book 


requiring the seller of a used car 


lore a new owner can obtain 


gaso- 
line, will not only penalize the new owner but entail considerable red 
tape for dealers at a time when manpower is critical. 


—Frem the Piles of Automotive News. 





. No attention is given to unsigned 
t it will not be 


customers. None were sold to deal- 
ers or employes. 

All were sold without discount- 
type advertising. Sales were fi- 
nanced outside on a non-recourse 
basis. Our used car inventory at 





Coberly Sets Record— 

A recheck of factory sales figures con- 
firms the fact that J. E. Coberly, Inc., Los 
Angeles, in September sold 386 new cars 
—324 Mercurys, 29 Lincolns and 33 Eng- 
lish Fords, a national record. All were sold 
without discount-type advertising and all 
were delivered to individual customers, 
according to Carson E. Boone (right), vice- 
president of the Coberly dealership. At 
left is Benson Ford, general manager of 
Lincoln-Mercury. 

* *¢ 


month-end totaled nine units, In- 
ventory control procedures handi- 
capped sales of “cream-of-the-crop” 
models so that we ended the month 
with a well balanced new-car in- 
ventory. 

Both car department net and 
overall company profit for the 
month were of the best we have 

(Continued on Page 45, Cel. 3) 
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FTC OK’s Evidence on Competitive Effect... 
Rules on Exclusive Dealer Pacts 


WASHINGTON. — The Federal 
Trade Commission ruled last week 
that in the future it will consider 
evidence of “the actual competitive 
effect” of exclusive-dealing con- 
tracts before deciding whether they 
violate Section 3 of the Clayton 
Act. 

The ruling was made by the com- 
mission as it remanded for the tak- 
ing of such evidence a case chal- 
lenging as unlawful the exclusive 
dealing requirements of Maico Co., 
Minneapolis, in connection with the 
sale of hearing aids. 

The commission said the hear- 


Nash Moves Up 
Paxton, Stone 


And Mackey 


DETROIT.—Appointment of a 
new national distribution manager, 
business management manager 


H. G. Paxton G. B. Stone 


and zone manager was announced 
last week by H. C. Doss, sales vice- 
president of Nash. 

H. G. Paxton was named national 
distribution manager; G. B. Stone, 
national business management 
manager, and R. C. Mackey, Okla- 
homa City zone manager. 

Paxton, formerly national busi- 
ness management manager, started 

= with Nash in 1945 
as business man- 
agement manager 
in the Cleveland 
zone, and later 
served as assist- 
ant zone manager 
in Detroit. 

Stone succeeds 
Paxton as nation- 
al business man- 
agement manager 
at the central 

BR. O. Mackey office in Detroit. 
He joined Nash in 1945 as comp- 
troller at the Kansas City zone and 
was appointed Oklahoma City zone 
manager after serving as assistant 
Kansas City zone manager in 1951. 

Mackey, formerly assistant St. 
Louis zone manager, succeeds Stone 
as Oklahoma City zone manager. 
Mackey joined Nash in 1947 as 
district manager in the Memphis 
zone, and later served as a special 
representative. 


PPG Adds Facilities 

PITTSBURGH.—Pittsburgh Plate 
Glass Co. has purchased a four- 
story factory building and seven 
acres of land adjoining its fiber 
glass manufacturing plant at Shel- 
byville, Ind. The building will be 
used for warehousing and shipping 
purposes. 


ing examiner erroneously ex- 
cluded “material evidence neces- 
sary for a proper consideration 
of this matter.” 


Granting Maico’s appeal in part, 
the commission set aside the ex- 
aminer’s initial decision and re- 
manded the case “for reception of 
proper evidence relating to the 
competitive effect of the exclusive 
dealing provisions of respondent’s 
contracts.” It also directed the ex- 
aminer to reconsider, in the light 
of this decision, all rulings on the 
admissibility of evidence. 


The decision was accompanied by 
an opinion prepared by Commis- 
sioner Lowell Mason in which 
Chairman Edward Howrey and 
Commissioner Albert Carretta con- 
curred. 


Mason’s opinion said the ex- 
aminer’s decision “is based upon 
the presumption that there must 
have been lessening of compe- 
tition because respondent is 
either the “fourth, fifth, or sixth” 
largest company in the hearing 
aid field; it has had exclusive 
dealing contracts with its retail 
distributors since 1945 ... and 
during that period of time its 
business has increased greatly.” 
But, the opinion said, the ex- 
aminer excluded evidence which 
might show facts contrary to his 
presumption, 

Mason said the hearing examiner 
rejected evidence offered by Maico 
to show that there has been an in- 
crease in the number of its com- 
petitors; that the volume of busi- 
ness of its competitors has in- 
creased; that its share of the 
market has been decreasing; that 
its dealers constitute a small per- 
centage of the total number of 
hearing aid dealers in the country, 
and other matters relating to effect 
on competition. 

Mason also noted the examiner 
“likewise refused to allow counsel 
supporting the complaint to pre- 
sent testimony by competitors of 


Supreme Court decisions taking 
note of the “expertness” of the © 
commission. It adds: 

“A reading of Section 3 of the 
Clayton Act clearly indicates Con- 
gress intended to outlaw only those 
exclusive dealing agreements which 
are lessening or which if allowed 
to continue will probably lessen 
competition or tend to create a 
monopoly. We believe the structure 
of the Federal Trade Commission 
was specifically designed to make 
decisions involving this type of 
complex economic problem. To re- 
fuse to exercise our talents as an 
administrative tribunal in these 
cases because the courts feel ‘ill 
suited’ to weigh all of the relevant 
factors, would deprive the country 
of the very services which we were 
created to furnish.” 

The opinion concluded: “We can- 
not decide this matter on the 
record before us. To reach a 
reasoned decision we must have 
the facts. Therefore, this matter 
must be remanded to the hearing 
examiner for the development of a 
record sufficient to enable us to 
determine the effect of respondent’s 
practices on competition.” 


North Carolina Lists 


335 ‘Bootleg’ Sales 


RALEIGH, N. C.—A total of 
335 new cars were sold in North 
Carolina during November by 
nonfranchised dealers, according 
to the North Carolina Automobile 
Dealers Assn, 

The association said the “boot- 
leg” sales were as follows: Chev- 
rolet, 187; Ford, 96; Plymouth, 15; 
Buick, 9; Mercury, 8; Oldsmobile, 
6; Pontiac, 6; Lincoln, 3; Dodge, 
2, and Chrysler, Desoto and Stu- 
debaker, 1 each. 

The association said 2,998 cars 
have been “bottlegged” in the 
first 11 months of 1953. 


actual foreclosure of a portion of | ~ 


the market to them as a result of 


respondent’s contracts.” 


Referring to the Standard 
stations case (Standard Oil Co. of 
California v. U. S., 1949, 337 U. S. 
293), Mason pointed out that the 
Supreme Court recognized, in 
that case, the desirability of con- 
sidering the effect of exclusive 
dealing contracts on competition 
but concluded that the courts are 
“ill suited” to make the appraisal 
of the complex economic data 
necessary for such a determina- 
tion. 

However, Mason continued, “It 
is significant that at the same time 
the court pointed out the Federal 
Trade Commission was adequately 
equipped to weigh all relevant 
economic factors.” 

In short, the opinion takes the 
position that the Supreme Court 
has established a minimum 
standard for court cases of this 
kind, but that the commission, as 
a body of experts, should meet the 
need for “specialized consideration 
in matters involving complex eco- 
nomic factors,” as intended by Con- 
gress. 

The opinion goes on to cite 








Cadillac Bridges Plant Areas— 


To facilitate the movement of personnel between the administration and manufac- 


turing areas at the Cadillac plant on Clark Ave., Detroit, this two-fioor aluminum 


panel-and-sash bridge was recently completed. Also remodeled was the main entrance 


to the administration building. 


Used-Car Bulletin from Detroit... 
Latest Auction Prices 


(Copyrighted, 1953, by Automotive News) 
(Aptco Auto Auction. Sales every “a 


Dec. 16 
(Sale very fast but weather 
Ga 100 cme exh et tae entien) 
BUICK—’50 Special 4-dr., $740*, $620, 
, $595; club coupe, $780. ‘49 
Special 4-dr., $410; RM 4-dr., $300*; 
2-dr., $425*, $285. ‘48 Special 4-dr., 


CADILLAO — '53 (62) coupe, $3,600*. 
CHEVROLET — ’52 SL Deluxe 2-dr., 
os _ = 10, $900. '51 SL De- 
‘$730 a a a 
$720", “Seis 3680" '60'SL De- 
luxe 4-dr., $680*, site, “2-dr., $590, 
$475, $310. "49 SL Deluxe 2- dr., $510; 
4-dr., $380, $375. ‘48 FM station 
wagon, $275. 
CHRYSLER —’'51 Windsor (6) 4-dr., 
$815*. '50 Royal (6) 4-dr., $690 

DeSOTO—’51 Deluxe 4-dr., $690, $710*. 

DODGE—’'53 Meadowbrook 4-dr., $1,- 
225, $1,230° ; Coronet (8) 2-dr., $1,- 

. "52 %-ton pickup, $600; ‘Coro- 
net 4-dr. . '51 Coronet 4- dr., 
$770, $670. '50 Meadowbrook 4-dr., 

"49 Deluxe 4-dr., $345, °48 
Deluxe 4-dr., $260. 

FORD — ’53 Custom (6) 2-dr., $1,185. 
"52 Main (6) 2-dr., $860; 
$1,260*; %-ton pickup, $780. 
4-dr., $725*; 2-dr. 

$890 


club coupe, $570; (8) conv., 
(6) 4-dr., $295; 2 
$370, $530; station wagon $500. 
2-dr, ; 60; 4- o ° 
$435, $280. °47 (6) 2-dr., $165. 
HUDSON — ’52 (6) club coupe,” = 
KAISER—’51 4-dr 
MERCURY — 


club coupe, 
$550, $490; 
4-dr., $465; coupe, $315. 


NASH — '52 Rambler station wagon, 
$735. ’51 ene _ dr., $540, 
$500. °50 Statesman 4 $380. 

eee 47 (76) 5 $125. 
ACKARD — ’53 Clipper 4- ar., $1,485. 

PLYMOUTH—’53 Cambridge Suburban, 
$1,180. °52 Cambridge 4-dr., 
Concord Savoy, $840; 
$ 4 2- ‘dr. 


$5: 
"48 coupe, 


*46 (6) 2-dr., $11 

STUDEBARER-—'S1. 2-dr., $550; 4-dr., 
$570. °50 2-dr., $360; conv., $425; 
coups, $455. "47 4-dr., $120. 


(Very bad ame raining 
ookd, Bald 138 eure out af 140 emstes.) 


BUICK — '51 Special coupe ee RM 


LET — ’°52 SL Deluxe 2-dr., 
$810; business coupe, $935 . ‘51 SL 
Deluxe 2-dr., $775, $780*, $730; 4-dr., 
$790°, $755. "6c SL Detuze 2-dr., 
$575*, $555, $550, $530; 4-dr., $690. 
"48 SL Special 2-dr., $335. 

YSLER — °49 Windsor club coupe, 
$515. "47 3 fin club coupe, $190°. 


ain (8) 2-dr., 
Main (6) 4-dr., $1,310. 
2-dr., $1,065, $875°. 
aaa $615; (8) 2-dr., $800, $875, 
Custom Deluxe "(8) = too 
, $930°, $885, $740. '50 Deluxe 
$435, $430; 


2-dr., $540, 
. "49 (6) 2-dr., $410, $385, 
, $225; club coupe, 
; (8) conv., $260. '48 (6) 


4-dr., $225, 
HUDSON —" *51 Hornet 4-dr., $690. °49 
Super (6) 2-dr., $270. 
KAISER—’40 4-dr., $435. 
LINCOLN—’49 club coupe, $215. 
MERCURY — ’52 Custom (8) sport 


PLYMOUTH — ’5 
$655, $625, $605, $610; club coupe, 
— 9000. ‘Deluxe club ocupe, $465; 


PONTIAO —'52 (8) 2-dr., $1,115. ’51 


(8) 2-dr., $1,025°, ’50 (6) club coupe, 
a (6) 2-dr., 


$535*, $530; Co. 
$540*. °49 (6) 2-dr., 


*Indicates automatic transmission or overdrive, and (ps), power steering. 


Other Auction reports are on Pages 37, 38 





Ky. Dealers Postpone Licensing Action 


LOUISVILLE.—Kentucky dealers 
are not “ready” for a dealer li- 
censing law, judging from answers 
to a questionnaire distributed in 
many parts of the state by board 
members of the Kentucky Auto- 
mobile Dealers Assn. 

As a result, KADA has post- 
poned sponsorship of such legis- 
lation until the association’s 


Chrysler Wins 
Trophy for Its 
Speedway Run 


DETROIT.—The Stevens Trophy 
has been awarded to Chrysler for 
breaking all Indianapolis Speedway 
speed and endurance records for 
stock cars by completing a 24-hour 
run with an average speed of 89.89 
miles per hour for 2,157 miles. 


Speedway President Wilbur Shaw 
presented the trophy to E. M. 
Braden, general sales manager of 
Chrysler division. 

The contest board of the Amer- 
ican Automobile Assn., which 
supervised the run, made it official 
when Col. A. W. Herrington, con- 
test board chairman, presented 
Chrysler executives with docu- 
ments certifying the results. 

The record was set by a stock 
1954 Chrysler New Yorker deluxe 
model. Regular grade gasoline and 
stock tires were used. 

The car was driven by Tony Bet- 
tenhausen, Chrysler dealer and 
AAA championship driver; Bill 
Taylor, and Pat O’Connor. 

The Stevens Trophy was donated 
by Samuel Stevens, Rome, N. Y., 
to the Speedway in 1927 to be 
awarded the American stock car 
attaining the highest average speed 
during a 24-hour run on the “500” 
track. 

The last winner of the trophy 
was Cord, which in 1937 completed 
a 24-hour run with a Cord 812 
supercharged model at an average 
speed of 79.577 mph. for 1,909.851 
miles. 





membership displays more inter- 
est in such a law. The KADA 
board has been considering the 
matter for some time. 

The KADA board is also investi- 
gating a bill that would regulate 
interest rates on “conditional” 
sales, 

J. A. Dishman of Louisville was 
appointed chairman of a commit- 
tee which will discuss the bill with 
its sponsors. The committee’s find- 
ings will be reported to the KADA 
board. 

The KADA board also dis- 
cussed a title law and a com- 
pulsory insurance law and fi- 
nally decided not to sponsor 
either piece of legislation. 
However, the board stated that 

it would not oppose such legislation 
emanating from other sources, pro- 
vided the bill was acceptable to 
the KADA. 

The winter meeting of the KADA 





Silencing Exhaust— 


An expanded muffler is the key to 
GMC's new Silent Power exhaust system, 
standard on all 1954 trucks. Below is the 
old-style muffler for the 503-cubic-inch 
engine, while above is the new muffler for 
the same engine, 34 times larger and of 
heavier steel. The weight increase is from 
eight to 28 pounds. 


board, held in Louisville, was de- 
voted entirely to legislation af- 
fecting Kentucky dealers in the 
1954 session of the Legislature, 
scheduled to convene Jan. 5. 


Dems Ask Probes 
Of Auto Stocks, 
GM Tank Deal 


WASHINGTON.—Efforts to make 
political issues of civilian and de- 
fense aspects of the auto industry 
made the news last week. 

In separate actions Democratic 
senators asked investigations of 
dealer charges of overproduction 
and the Defense Department con- 
tract making General Motors 
sole producer of the M-48 Patton 


Senator Douglas, an Illinois 
Democrat, said that he had written 
to the Republican chairman of the 
Senate Committee on Small Busi- 
ness, Senator Thye, to launch an 
investigation of charges by auto- 
mobile dealers who claim manu- 
facturers have forced them to 
overstock. 

Douglas revealed this in a talk 
before a Young Democrats meet- 
ing in Taylorville, Til. 

Senator Thye is out of the 
country and it is doubtful that 
the matter will come to his at- 
tention until after the New Year. 

However, it was learned that the 
Douglas talk brought many letters 
from Illinois auto dealers to the 
office of the committee. Most of the 
letters were said_to oppose a con- 
gressional investigation. 

Here in Washington, Senator Ke- 
fauver called for a senate probe of 
the GM contract. The Tennessee 
Democrat said the contract may 
represent a dangerous departure 
from the principle of maintaining 
a broad defense base. 

Kefauver’s request was directed 
to Senator Saltonstall, Republican 
chairman of the Senate Armed 
Services Committee. 

No action on the request is ex- 
pected for some weeks. 

—Wuuam ULLMAN 
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When Goods Must Be Sold, Sellers 
Get Results from INQUIRER 
Classified Advertising! 


— =. 





“Sold” signs go up. Used cars move. Jobs are filled. 
It happens when they’re advertised in classified 
pages of THE PHILADELPHIA INQUIRER! 


Results have kept classified linage leadership for 
THE INQUIRER through 26 years. In 1952, this 
leadership passed the four-million-line mark. 
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., 7 


Because INQUIRER readers distribute their atten- 


oo www 
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The Philadelphia 


The Voice of Delaware Valley, U.S.A. 






Fear, THE INQUIRER led 
oe 6the second newspaper by 4,000,000 
lines of classified advertising. 


tion throughout the paper, ROP display advertising 
in THE INQUIRER pays off just like classified space! 
(Note INQUIRER national and retail linage 
leadership.) 


Every month, more ad- 
vertisers choose THE 
INQUIRER to roll up 
Delaware Valley sales. 
INQUIRER classified 
leadership shows why 
...and shows the way 
to bigger sales of any 
product! 


Muguirer 


DELAWARE 
VALLEY, U.S.A. 





, Exclusive Advertising Representatives: West Coast Representatives: 

: NEW YORK CHICAGO DETROIT SAN FRANCISCO LOS ANGELES 

i ROBERT T. DEVLIN, JR. EDWARD J. LYNCH GEORGE S. DIX FITZPATRICK & CHAMBERLIN FITZPATRICK & CHAMBERLIN 
A 342 Madison Ave. 20 N. Wacker Drive Penobscot Bidg. 155 Montgomery St. 1127 Wilshire Boulevard 


Murray Hill 2-5838 Andover 3-6270 





Woodward 5-7260 


Garfield 1-7946 


Michigan 0259 
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New Look at Labor Relations Policies Urged . . . 
Pa. Dealers Target of Unions 


By Gerhardt Neumann 
Staff Writer 

A WARNING to dealers in 

Pennsylvania that union activ- 
ity in the state is more prevalent 
now than at any time since World 
War II has been issued by Claude 
S. Klugh, general manager of the 
Pennsylvania Automotive Assn. 

A similar warning had been 
sounded by the Automobile 
Merchants Assn. of New York a 
few weeks ago. 

Klugh urged dealers to call the 
association if they hear rumors of 
union activity in their area, or if 
they are contacted by union organ- 
izers. 

“You have certain legal rights,” 
he told dealers in a bulletin, “and 
there are some things you should 
and should not do.” 

. + s 
TTING a lack of concern on the 
part of “most dealers we talk 
” Klugh added: 

“Just because you have only a 

few mechanics does not eliminate 


you as a prospect or target for the 
union.” 


Stating that “we have no quarrels 

with unions as such,” Klugh 
pointed out that “they have a 
definite place in our American 
economy. 


you (or should be), the boss, 
every day?” 

Klugh suggested that dealers es- 
tablish positive relationships with 
their employes. “All dealers in a 
given area,” he said, “should have 
about the same employe program. 
Check with your fellow dealers. 
Check, too, on customer labor rates. 
You can’t pay benefits without in- 
come. 

“We find that in most cases the 
mechanics have been sold a bill 
of goods by some professional 
organizer,” Klugh concluded. “They 
may be won back to your side; 
however, there must be some loop- 


hole in your employe program or 


If you do any 


of these 


automotive jobs... 


Press shown set ve with special 


i 
| 





fixture for removing and replacing 
timing gear on Ford V-8 camshaft. 


K-R-WILSON 


215 MAIN ST., BUFFALO 3, N.Y. 





they wouldn’t have been ‘sold’ in 
the first place—let’s close the loop- 
holes!” “a 


RECENT NADA booklet on 

dealer-employe relations simi- 
larly suggests a broad program 
with a view toward making unioni- 
zation unnecessary, 

Dealers are advised to get closer 
to their employes, become interest- 
ed in their personal and 
make them feel a part of the 


The employes, NADA says, also 
must be made to realize how much 
it costs the dealer to provide paid 
holidays, vacations, sick leave and 
group insurance. Such fringe bene- 
fits, according to NADA, can cost 
the employer more than $25 per 
month per employe—and he ought 
to get credit for it. ‘ 

> 


INADA lists the following 10 
‘Points ag the basis of a sound 


cam shoft, crank shaft gears 
piston pin bushings 

valve guides 

spindle bolts, bushings 
spring bolt bushings 

hub bolts 


front hubs, drums, 
wheel bearings . 


transmission main shaft 
bearings 


DO THEM 


@ Rigid steel construction. 


Capstan hand wheel 
brings ram to work 
quickly. 


@ First stroke of pump 
handle exerts tons of 
pressure. 


Press has side openings 
to handle long shafts. 


Oil Reservoir and pump 
combined into one unit. 











L-M Sales Approach Via Junior— 


To stimulate interest in the Lincoln-Mercury registered mechanics program introduced 
by the southern region and Atlanta district, a uniform for junior has been devised, 
which consists of the L-M emblem, a flashlight, bow tie and cap. The idea is to have 
the children interest their parents in one of the two cars. Shown (from left), are A. W. 
Luster, Atlanta district assistant manager; R. A. Rudd, district service department; W. 
A. Toms, regional sales manager; W. A. Hanke, regional administrative department 
manager; D. J. Kennerly jr., the junior mechanic; J. C. Gates, regional sales promo- 
tion manager; J. S. Straka, district used-car manager; D. J. Kennerly, regional service 
engineer; W. G. Vining, district administrative manager, and L. B. Newman, district 


business management manager. 


personnel policy: 

1. Job security—layoffs should be 
made in the order of seniority. 

2. Fair and impartial treatment— 
equitable work — among 
qualified employ 

3. Opportunities. for advancement 


straighten camshafts and front axles 
makes special brackets 
body and fender work 


remove and replace: 


transmission drive gear 


bearings 


drive shaft bushings 
universal joint pins 
differential pinion bearings 
water pump shoft, bushings 
water pump impeller 
generator bearings, bushings 
starter bushings 


THIS PRESS WILL 


FASTER 


MORE PROFITABLY ! 


Here’s a new KRW Hydraulic Press especially 
designed for automotive service shops. It’s a 
25-ton hand-operated Hydraulic that will save 
time on at least twenty different jobs. 
priced amazingly low and will pay for itself 
in no time. If you do any amount of volume 
repair work, you need this press! 
specifications and prices to Dep’t. 67. 


It’s 


Write for 


Valve is closed by 
swinging finger lever. 


Capstan hand wheel 
operates ram through 
rack and pinion. Exerts 
up to three tons ram 
pressure. 


Vblocks have machined 
shoulders which slide 
on machined surfaces 
of bed plate. V's are 
machined. 





Designers and Builders of the Right Hydraulic Press to FOES Your Metal- werting Problems! 





—as far as possible, promotions 
should be made from within the 
organization. 

4, Fair pay—each employe should 
be compensated in proportion to 
the contribution he makes. 

5. Grievances—should be heard, 
considered and settled promptly 
without discrimination. 

6. Working conditions—should be 
safe and healthful for all employes. 


7. Paid vacations — should be 
given after one year’s service, with 
the employes having the right to 
choose the period in order of 
seniority and at a time mutually 
agreed upon. 

8. Selection of employes—should 
be made with the greatest of care. 
References should be checked. 

9. Insurance — group insurance 
and_ hospitalization plans should be 
arranged at the lowest possible 
cost to the employes, if they desire 


10. Employe suggestions—should 
be ized and rewarded if they 
prove acceptable and profitable. 

NADA urges all dealers to correct 
their labor policies if they are out 
of line and to make changes im- 
mediately. After union activity 
starts, ae warns, the union will 
take credit ‘or every improvement 


7 UAW-CIO, meanwhile, last 
week termed the layoff of 9,200 
Chrysler Corp. workers “the pro- 
duct of the corporation's reckless 
and irresponstble overscheduling of 
= during the first half of 


(According to Chrysler Corp.. the 
number of employes laid off last 
week totaled only 7,900, including 
5,000 at Dodge, 1,400 at DeSoto and 
1,500 at Chrysler.) 


Wholesalers 


(Continued from Page 1) 

salers Assn., which is planning 
similar sessions in other areas. 

The meeting was held because a 
growing number of jobbers is find- 
ing-that “coercive pressure,” ap- 
plied to new-car dealers by their 
car factory representatives, is cost- 
ing the jobbers a serious loss of 
business, said J. Howard Reed, 
MEWA counsel. 

“Such —, Reed, “has 
been in the of threatening 
cancellation am the dealer’s sales 





cut the new-cear allocation, and 
shipping parts and accessories to 
dealers without prior order or 
authorization. 


“This is the greatest single 
menace to the welfare of all inde- 
pendent automotive wholesalers. 
Manv car dealers are reluctant to 
complain because they are unaware 
that such restrictive pressure is 
legal.” 

Chairman of the meeting was R. 
Winn Miller, of P & M Accessory 
Co., Galesburg, Tl. 

FTC personnel present were 
Donald MacDonald, in charge of 
FTC’s Chicago district office, and 
Franklin Michels. 

MacDonald emphasized that FTC 
is “an impartial agency of fact- 
finding,” and that it must have 
statements giving specific infor- 
mation about any coercive prac- 
tices. The statements would be 
turned over to the Department of 
Justice for action, he said. 
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cF 
Thé customer Christmas cards you addressed this season are a pleasant indication 
of the good will you’ve gained and held in 1953. We’re glad that for thousands of dealers we’ve been 
able to lend a hand in building up that Christmas list. This year, our 35th, you’ve called on us 
for financing that will total over a billion dollars. Last year, too. That’s king-size financing, representing a lot 


of sales and a lot of good will—at Christmas or any other time. If you’re not already 


using them, maybe a timely investigation of Associates’ services would help 


build up your Christmas list next year. 










Everyone at Associates joins 


in extending best wishes of the 





season to you and yours. We hope 






the New Year will bring many 






good things your way. 





Associates Investment Company 
Associates Discount Corporation 


Emmco Insurance Company 
South Bend, Indiana 
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Three Models Added, Six Dropped . . . 
*54 Chevrolets Stress | 
‘Power’ Equipment 


What's New: 
in horsepower .. . 


lifts as optional equipment .. . 
additional Mechanical im- 


provements ... Powerglide available on 


all models. 
* + . 

ON ITS 1954 models, introduced 

by dealers Friday (Dec. 18), 
Chevrolet has added optional 
equipment heretofore found only 
on higher-priced cars. These op- 
tions are power brakes on cars 
equipped with Powerglide, electric 
front seats and electric window 
lifts. 

The new models have increased 
power, mechanical imprevements 
and new colors. Powerglide now 
is available on all models. 

Three models have been added 
and six dropped. Added are the 
Two-Ten, club coupe, called the 
Delray; one-fifty utility sedan, and 


Bel Air station wagon, tagged the 
Townsman. 

Dropped were the One-Fifty club 
coupe and business coupe, and Two- 
Ten club coupe, sport coupe, con- 
vertible and station wagon. 

* * + 


HEVROLET now offers: One- 

fifty line—four-door, two-door, 
utility sedan and _  six-passenger 
station wagon; two-ten line—four- 
door, two-door, club coupe and six- 
passenger station wagon; Bel Air 
line — four-door, two-door, sport 
coupe, convertible and eight-pas- 
senger station wagon. 

Horsepower of the six-cylinder 
Blue Flame engine with Power- 
glide has been hiked from 115 to 
125 horsepower, and from 108 to 
115 with Synchromesh trans- 
mission. 

Other mechanical improvements 
are in the clutch; a longer, deeper- 
toned muffler, and nylon rear 


| 


| 


Chevrolet's Lowest Priced— 
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This two-door is one of the four models in the One-Fifty line. Others are the 
four-door, six-passenger station wagon and the utility sedan, a two-door with no rear 
seat. Powerglide now is available on One-Fifty models. 


* * * 


spring inserts which are said to 
eliminate the necessity for lubri- 
cation. 

The grille, bumpers, bumper 
guards, parking lamps and hood 
ornamentation have been modified. 

* * * 
i THE two-tone interiors, vinyl 
is used extensively. In the Bel 


* * * 


Air series, interior fabrics are 
nylon-faced cloth and vinyls. 

Nine of the 14 solid exterior 
colors are new. The 13 two-tone 
combinations are featured by ivory 
and turquoise and beige and an 
unusual tan. Totaling the number 
of body types and colors, the 
customer has 161 selections from 





SATISFACTION | 








TRADE MARKS FEO. US. PAT. OFF, 





QUAKER STATE 


There are two types of satisfaction connected 
with Quaker State Motor Oil and Superfine 
Lubricants. Most important is the satisfaction 


they bring your customers—because that satis- 
faction brings repeat business. But important 


Remi 


too is the satisfaction that comes to you, in sell- 


ing products that are continually improved to 


keep them unsurpassed in quality. 


business builder! 


Ask about the 
Quaker State 
nd-0-Matic System 
—a proven 


Motor Oil 
and Superfine 
Lubricants 


QUAKER STATE OIL REFINING CORP., OIL CITY, PA. MEMBER PENNSYLVANIA GRADE CRUDE OIL ASSOCIATION 


which to draw when he buys a 
Chevrolet. 

The Powerglide transmission, 
now in service on more than L5 
million Chevrolets, is continued 
with modifications. 

An innovation in the 125-horse- 
power engine is the installation of 
high-lift cams and improvement in 
valve mechanism to make possible 
a freer intake of combustion 
mixtures and a more complete ex- 
pulsion of exhaust gases. The re- 
sult, Chevrolet says, is increased 
breathing efficiency at the same 

compression ratio of (75 to 1, 
+ 


YDRAULIC valve lifters have 

been redesigned for more reli- 
able operation. A composite cam- 
shaft drive gear, having an alumi- 
num alloy ring, a synthetic rubber 
insulator and cast alloy iron hub, 
replaces the bakelite and fabric 
gear with steel hub. XCR alloy 
steel is utilized for exhaust valves 
for greater strength at high tem- 

oo * * 


Two-Tone Interiors— 


Vinyl is widely used in all models. In 
this Bel Air model, interior fabrics are 
nylon-faced cloth with vinyl. Bel Air mod- 
els include this four-door, two-door, sports 
coupe, convertible and eight - passenger 
station wagon. 

* + x 
peratures and resistance to scaling 
and pitting. 

A new cast alloy iron camshaft 
in the “125” is said to have great- 
er resistance to twisting at high- 
er speeds. More strength is built 
into rocker shafts by a reduction 
in the diameter of attachment 

(Continued on Page 39, Col, 2) 


Managerial Shifts 
In Truck Division 


Announced by IH 


CHICAGO.—Changes in person- 
nel of the motor truck division of 
International Harvester Co. have 
been announced by W. K. Perkins, 
manager of motor truck sales. 

R. G. Greer has been appointed 
truck regional manager of the east- 
central region. Prior to his appoint- 
ment in Jan., 1951, as manager of 
the Detroit Military Products 
Office, Greer was truck manager of 
the company’s western region. 
Richard S. Barr has been named 
supervisor of the Detroit office. 

Perkins also announced the 
transfer of B. M. Kaiser from 
southwest to eastern regional man- 
ager, and D. F.. Kuntz from eastern 
to southwest regional manager. 

Other changes in the truck dis- 
trict management are as follows: 
G. B. Healy, assistant manager, 
Salt Lake City district office, was 
transferred to the Los Angeles dis- 
trict office in the same capacity. 

T. L. Davis, assistant manager 
at the Tulsa district, also was 
transferred to the Los Angeles dis- 
trict office as an assistant manager, 
with headquarters at Phoenix, 
Ariz. 

R. C. Battey, assistant manager 
at the Denver office, has resigned 
to enter a Harvester dealership. 


Nu Orm Inaugurates 
Counseling Service 


LOS ANGELES.—An advisory 
and counselor’s service to help deal- 
ers “improve, systematize and ob- 
tain the highest possible efficiency” 
has been inaugurated by Nu Orm 
Plans, Inc., 1015 S. La Cienega 
Blvd., Los Angeles 35, Calif. 

Ruth Ormsby, president of the 
firm, has announced that the new 
service will be under the supervi- 
sion of H. A. Lotz, who has had 
experience in auto parts, service, 
sales and distribution. 
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Sales Conditions in Various Areas... 





Auto Market Reports 


Tacoma, Wash. 


“Up again, down again” trends 
continued through November in 
Pierce County (Tacoma), Wash., on 
new-car sales, but for the second 
consecutive month Ford led Chev- 
rolet, 112 to 74. 

Ford also took first place in 
truck sales for the month, beat- 
ing Chevrolet 23 to 16. 

Other sales of new cars were: 
Plymouth, 57; Dodge, 37; Stude- 
baker, 20; DeSoto, 19; Oldsmobile, 
19; Buick, 18; Mercury, 17; Pontiac, 
11; Nash, 10; Hudson, 8; Chrysler, 
5; Lincoln, 3; Willys, 3; Kaiser, 2; 
Packard, 2; Cadillac, 1, and miscel- 
laneous, 2. 

New-truck sales, aside from Ford 
and Chevrolet, were: International, 
8; Dodge, 3; GMC, 3; Studebaker, 
2; Diamond T, 1, and Willys, 1.— 
(R. E. Sconce.) 

* . s 


Amarillo, Tex. 


New-car sales in Potter County 
(Amarillo) for the week ended Dec. 
5 totaled 109, compared with 68 for 
the previous seven-day period. 

Chevrolet, with 30 sales, replaced 
Ford (26 sales) as volume leader. 
Other sales were: Plymouth, 12; 
Buick, 11; Dodge, 6; Pontiac, 6; 
Studebaker, 4; Oldsmobile, 4; Mer- 
cury, 3; Cadillac, 3; Chrysler, 3, 
and Packard, 1. 

New-truck sales totaled 10, com- | 
pared with 11 the previous week. | 

= * * 


Rhode Island 


New-car registrations in Rhode 
Island during the first 10 months 
continued to run far ahead of 
figures for last year. | 

Statistics compiled by the Rhode 
Island Automobile Dealers Assn. 
list a total of 25,357 new-car regis- 
trations for the 10-month period, 





compared with 15,424 in the same | 
period of 1952. 

The RIADA report for October 
lists 2,652 mnew-car sales, com- 
pared with 1,611 in the same 
month a year ago. 

Chevrolet was highest in Oeto- 
ber, with a total of 567. Ford and 
Plymouth were second and third 
with 491 and 336, respectively. 

Other makes were as follows: 
Buick, 214; Pontiac, 160; Stude-| 
baker, 160; Dodge, 159; Mercury, | 
137; Oldsmobile, 105; DeSoto, 68; | 
Chrysler, 54; Hudson, 42; Cadillac, | 
36; Packard, 23; Lincoln, 11; 
Willys, 9; Kaiser, 8; Henry J, 6, 
and miscellaneous, 22. 

New-truck registrations in Oc-| 
tober totaled 292, bringing to 2,247 | 
the total for the first 10 months | 
of 1953. The total for the same | 
period last year was 1,684.— 
(Thomas L. Forbes.) 


* * * 


Birmingham, Ala. 
Both new and used-car sales have | 
declined in Birmingham. 
New-car sales in November | 
totaled 1,629, a drop of 514 units | 
from the October turnover of 2,143. | 
Used-car lots are full and dealers | 
report that sales are off. 
November sales of new cars by | 
makes were: Ford, 470; Chevrolet, 
335; Buick, 212; Mercury, 130; 
Plymouth, 121; Pontiac, 115; Olds- 
mobile, 63 ;Dodge, 45; Chrysler, 33; 
Studebaker, 22; Nash, 19; Cadillac, 
18; DeSoto, 16; Packard, 8; Willys, 
7; Hudson, 5; Lincoln, 4; Kaiser, 3, 
and miscellaneous, 3.—(Stuart Rid- 
dle.) 


* * * 


Davenport, Ia. 


New-car sales in Davenport are 
definitely slow and have been ad- 
versely affected by a serious drop 
in employment in heavy industries. 

Used-cars are extra slow with 
lots of competition in terms. Inven- 
tories are higher than a year ago, 
but are not abnormal. 

Dealers expect a spring spurt 
when farm implement and tractor 
factories in the area are expected 
to start on new spring orders. 

Repossessions are normal.—(L. H. 
Houck.) 





Pittsburgh 
New-car registrations last week 
Sank to the year’s second - lowest 
level, according to the Bureau of 


sity of Pittsburgh. 
The decline also was noted on 
business in general, the bureau 
said. The business index stood at 
164 percent of the 1935-39 aver- 
age. It had been 179 a month 
earlier and 194 at the beginning 
of October. Steel production was 
77.5 percent of practical capacity. 
The used-car market is reported 
“slow” and “slightly better.”— (Leon 
M. Leffingwell.) 
7 


Connecticut 


Charles F. Kelley, State motor 
vehicles commissioner, has reported 
a 5 percent increase in car regis- 
trations, a 2 percent increase in 
commercial vehicle registrations 
and a 4.5 percent increase in driv- 
ing licenses in Connecticut. 

From March 1, beginning of 

the registration period, to Nov. 

30, there were 687,114 cars regis- 


Business Research of the Be 









Now there ate five ! 


Sensimatic 500 with 19 totals 
Sensimatic 400 with 9 totals 
Sensimatic 300 with 11 totals 
Sensimatic 200 with 5 totals 
Sensimatic 100 with 2 totals 


tered in Connecticut, or 35,919 
more than during the like 1952 
period, Commercial registrations 

this year were 85,524, or 1,750 
more than last year, 

Meanwhile, from the beginning 
of the licensing period on May 1 
to the end of November, 896,483 
licenses were issued this year, com- 
pared with 855,293 last year. 

This means that almost half of 
the state’s estimated 2,097,000 popu- 
lation either drives or owns a 
motor vehicle, especially when 
miscellaneous licenses or regis- 
trations for vehicles such as motor- 
cycles, buses or taxis are added to 
the list, Kelley said. — (Thomas 
Marks.) 


e + 
Washington, D. C. 
November new-car sales in the 
District of Columbia totaled 1,528, 
compared with 1,691 in October and 
1,681 in November a year ago. 


|lowest for any month of 1953. 


Sales by makes were: Chevrolet, 
391; Ford, 287; Plymouth, 230; Pon- 
|tiac, 111; Buick, 91; Dodge, 90; 
| Mercury, 80; Oldsmobile, 72; Chrys- 
|ler, 42; Cadillac, 27; DeSoto, 27; 
| Studebaker, 23; Nash, 14; Packard, 
14; Lincoln, 8; Hudson, 7; Willys, 
6; Henry J, 2, and miscellaneous, 
5.—(William Ullman.) 


* * * 


Toledo 


Deliveries of new cars in Lucas 
County (Toledo) dropped 413 last 
month from October. 


The Toledo Automobile Dealers 
Assn. reported November sales of 
1,641, against 2,054 for October. 
Sales in November a year ago were 
1,369. 

For the first 11 months of this 
year new-car sales were 19,733, a 
gain of 5,854 over 1952. 

Sales of new commercial vehicles 
for November were 126, against 
178 in October and 148 in Novem- 
ber, 1952. Eleven-month figures for 
commercial vehicles were 1,755 this 
year, and 1,514 in 1952. 

Used-car dealers sold 2,020 cars 
and trucks in November, against 
2,188 in October. Figures for the 





The November turnover was the first 11 months were 26,813, com- 
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pared with 26,879 for 1952.—(Dick 
Roberts.) 


Cleveland 


Mild weather and continued high- 
powered promotion drives saw No- 
vember new-car sales in the .Cleve- 
land area spurt to 5,230, as against 
4,445 for the same month a year 
ago. 

Reporting on the monthly sales 
picture, Clerk of Courts Leonard 
Fuerst also recorded used - car 
sales of 6,507, as against 4,707 a 
year ago. 

Sales of new cars for the week 
ended Dec. 5 were 1,213, about 100 
over the period a year ago. Used- 
car sales were somewhat stronger, 
1,333 against 1,145. 

Truck turnover during November 
included 419 new and 364 used units, 
compared with 486 and 309 in No- 
vember, 1952.—(Sanford Markey.) 

* * 


* 


Yakima, Wash. 


New-car buying has slowed down 
in Yakima, with November totaling 
286 sales—33 less than in October. 

Ford was in first place, with 
Chevrolet only two units behind. 

In the first 11 months, 3,459 new 
cars and 817 new trucks were sold 
in the county.—(Homer Hathaway.) 








IT DOES THESE JOBS 


—AND MORE! 


Accounts Receivable Ledgers 


and Statements © New-Car Deposits 


Monthly Financial Statement 
General Ledger ® Payroll 
Accounts Payable @ Age Analysis 


Revenue Distribution 


_ Speed and ease are inseparable in a Sensimatic because high 
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CHANGE JOBS INSTANTLY 


Change jobs with a turn of the 
job selector knob. Any four ac- 
counting operations controlled by 
one sensing panel. Any number of 
panels can be used, so there’s no 
limit to the number of accounting 
jobs a Sensimatic will do. 


productivity is built right into the machine. The sensing panel or 
“mechanical brain” directs the machine swiftly and automatically 


through every figuring 


operation and carriage movement. 


Because of this, there’s less for the operator to learn and to do. 
Every operator function has been simplified to require minimum 


Detroit 32, Michigan. 


WHEREVER THERE'S BUSINESS THERE’S 


effort. Even the insertion and alignment of forms has been 
made so easy that important amounts of time are saved in this 
one part of the work alone. It will be to your advantage to 
see a Sensimatic in action. At the very least, you'll have 

a new basis for judging accounting machine performance. 


A Burroughs representative will be glad to arrange 
a demonstration at your convenience. You'll find 
Burroughs listed in the yellow pages of your 
telephone book, or write Burroughs Corporation, 





Burroughs 





J heard the bells on Christmas Day 


J heard the bells on Christmas Day 
Their old, familiar carols play, 
And wild and sweet 
The words repeat 
Of peace on earth, good-will to men! 


And thought bow, as the day had come, 
The belfries of ‘all Christendom 

‘Had rolled along 

The unbroken song 
Of peace on earth, good-will to men! 


* * * 


And in despair J bowed my head, 
"There is no peace on earth,” J said, 
"For hate is strong, 

And mocks the song 
Of peace on earth, good-will to men!" 


Then pealed the bells more loud and deep: 
"God is not dead, nor doth ‘He sleep: 
The ‘Wrong shall fail, 
The Right prevail, 
With peace on earth, good-will to men” 


DIVISION NASH-KELVINATOR CORPORATION, DETROIT, MICHIGAN 




















By William Ullman 
Washington Correspondent 
Mos? of the nation’s leading highway authorities met in 
Washington last week, under the auspices of the U. S. 
Chamber of Commerce, with their principal objective being 
to develop useful information and ideas for all agencies now 
seriously concerned with the country’s perplexing traffic and 


highway problems. 


The conference devoted 
special attention to the fol- 
lowing questions: 

1. What are the prime street and 
highway needs? 

2. Should Federal automotive ex- 
cise taxes on motor fuel be re- 
pealed leaving these taxes ex- 
clusively to the states? 


3. Should the concentration of 









oe 


Federal funds on interstate and 
primary routes be increased? 

4. How much can be expected of 
toll roads in solving highway 
needs? 

5. From what sources should 
come the major share of additional 
highway revenues? 

The meeting got down to business 
on its first day with a panel dis- 
cussion on street and highway 


1m 


For a COMPLETE bearing line 
---depend on FEDERAL-MOGUL 


You get all of your engine bearing needs, in the 
Federal-Mogul line! Bearings—standard, under- 
size or resizeable, in babbitt or heavy-duty copper- 
lead. «Connecting rod exchange service—rebab- 
bitted or reconditioned for precision inserts. Plus 
all of the shims, bushings, bolts and nuts you need 
to do the complete job. Federal-Mogul Quality, 
Availability and Completeness add up to 
SERVICE for you! > 


Federal-Mogul Service 


Division of Federal-Mogu!l 
13, 


DETROIT 


Corporation 


MICHIGAN 
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AUTOMOTIVE WASHINGTON 
Experts Debate Future 


Of America’s Roads | 


needs. George 
Romney, of Nash, 
was moderator, 
and James Cope, 
of Chrysler, was 
a member of the 
panel along with 
G. Albert Hill, of 
the Connecticut 
State Highway 
Commission; and 
Richard M. Zet- 
tel, University of 
California trans- 
portation and traffic engineering 
economist. 

Principal speakers were Rep. 
J. H. McGregor, Ohio Republican, 
and chairman of the House 
public works subcommittee on 
roads; Gov. Walter Kohler, of 
Wisconsin; and Charles L. Dear- 
ing, deputy undersecretary of 
commerce for transportation. 
Debate at the conference centered 

mainly on the question of whether 
the Federal Government should get 
out of the gasoline tax field and 
leave that source of revenue to the 
States. 





William Ullman 


* * * 


Sentiment Divided 


ENTIMENT was divided sharply | 


on that point, but there was 
general agreement that highway 
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Chicago Dealers Warned 


Of Tire Racketeers 


CHICAGO.—The Chicago Auto- 
mobile Trade Assn. has warned 
dealers to be on the alert for con- 
fidence men who have been work- 
ing a unique tire racket on 
Chicago’s South Side. 


A man comes to the dealership, 
gives the name of a well-known 
commercial account, orders a 
quantity of tires and says the 
truck will be along later to pick 
them up. Then an unmarked 
truck arrives and accomplices 
leisurely load and drive away 
with the order. 





needs are vast and 
rapidly. 

McGregor predicted that Con- 
gtess will continue the Federal 
gasoline tax at 2 cents a gallon 
instead of letting it drop to 1% 
cents April.1 as scheduled. 
Dearing, who is on loan to the 

Government from the Brookings 
Institution, said the success of 
existing toll roads indicates the 
| motorist “will pay a premium price 
| for the modern high-type highway 
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if it is provided when and where 
he wants it.” 

The consensus was that toll roads 
can be a big boost to highway fi- 
nancing, but states and cities must 
search energetically for road funds 


from other sources. 
+ * om 


Kohler Urges New Study 


OHLER declared that a 

thorough re-examination of the 
program of Federal highway aid 
and of Federal highway-user taxes 
is in order. 


“A sensible, revised program of 
highway financing, whereby State 
governments will be afforded the 
means with which to fulfill their 
responsibilities,” he said, “will help 
to guide the entire nation through 
today’s traffic nightmare.” 

Paul L. Troast, chairman of the 
New Jersey Turnpike Authority, 
was a booster for toll roads, but 
he warned that they are “not 
a@ panacea for the nation’s high- 
way ills.” He said toll roads can 
be financed successfully only in 
areas of major traffic density. 

The argument over the repeal of 
the Federal gasoline tax flared 
anew in the closing hours of the 
conference. McGregor said he 
would vote to keep the tax at 2 
cents “if they will apply it to road 
construction and quit sending it to 
foreign countries.” 


While he expressed doubt that 
the gasoline tax would be reduced, 
McGregor declared that Congress 
will permit a decline April 1 in 
excise taxes on automobiles, trucks 
and parts. 

The tax on cars and motorcycles 
is due to drop from 10 to 7 per- 
cent on that date, and the levy on 
trucks and,buses, parts and ac- 
cessories from 8 to 5 percent. 

* * . 


Tax Change Opposed 


eeace stoutly opposed the 
idea of ending the Federal tax 
on gasoline and giving the levy ex- 
clusively to the states. He said it 
would mean the end of the Bureau 
of Public Roads which “guides” 
Federal-aid projects. 


There is no assurance, he said, 


| that states would reenact the 2- 


cent levy on their level, and 
there certainly would be “tre- 
mendous pressure” against it. 


McGregor also said he feared 
that the states could never get to- 
gether on interstate highway plans 
and that under complete local con- 
trol state roads would be built 
where the votes are regardless of 
what the engineers said. 

* * . 


Looking Forward 


aan on the country’s 
street and highway needs, 
Chrysler’s Cope had this to say, 
in part: 

“An attitude that one encoun- 
ters occasionally, is what I might 
call the attitude of retreat before 
the highway problem. It is held 
by people who are apparently 
somewhat frightened by the size 
of the problem itself. They may 
be alarmed by the size of the 
dollar aggregates we talk about 
—or the number of years re- 
quired to catch up with our out- 
dated highway system—or by the 
changes that may be wrought in 
cur way of life by the vast net- 
work of highways, expressways, 
bypasses and so on that will carry 
tomorrow’s cars and tomorrow’s 
citizens. 


“So these people resort to a 
variety of negative suggestions—all 
looking wistfully backward to a 
slower and simpler past: Cars 
should be smaller, slower, less 
powerful, less desirable. The auto- 
mobile should give way in cities 
almost entirely to systems of mass 
transportation. 


“It has even been suggested that 
if we made our cars small enough, 
we could automatically make three 
lanes of traffic where there are now 
only two. Proposals of this kind are 
undoubtedly well meant, but they 
do not fit in the context of the 
American story of progress. One 
cannot turn back the clock in this 
country. 


“One cannot argue the American 
people out of the kinds of moto: 
vehicles they prefer, and are using 
despite the traffic muddle; with 
tremendous success. And one can- 
not indefinitely argue them out o7 
wanting the kinds of road facilities 
that will be adequate to their cars.” 
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GREAT 








All steel and eight feet wide... 
designed for the automotive industry 


Here's the 96-inch strip mill at Great Lakes Steel. It makes a great, 
broad, beautifully smooth sheet that finally finds its way to your garage in 
the body of a sleek sedan. No one makes sheet steel any wider than this. 


And not all steelmakers undertake to make it as wide. The reason Great 
Lakes does it is that Great Lakes set out in the first place, many years ago, 
to be a dependable first source of sheet, strip, and other shapes needed by 
manufacturers, particularly in the making of automobiles. That’s what we 
are today, with an annual capacity that has reached four million ingot 
tons—about 25% of the carmakers’ total needs for steel, and about 40% 
of their appetite for the kinds of steel we supply. 


To put that wide sheet into the hands of automobile men—so that their 
heavy presses can draw the strong one-piece tops that mark today’s 
closed cars—it takes a lot of steelmaking operations. At Great Lakes, we 
do all these operations ourselves. We start with the ore, and work it 
through blast furnaces, bessemers, open hearths, blooming mills, hot and 


cold rolling mills and merchant mills, right down to the finished forms. 
This integration gives us flexibility that lets us do a real job. Add our 
availability—here in the heart of the automotive industry—and you can 
see how we’ve come to qualify as that dependable first source. 


Great Lakes is distinguished among steel suppliers not only as the in- 
dustry’s foremost specialist in flat-rolled products, but also as the developer 
of low-alloy, high-tensile steels now important to manufacturers. Many 
an engineer has been able to work out problems otherwise difficult to 
solve with the help of our N-A-X HIGH-TENSILE steel, whose formability and 
corrosion-resistance, among other advantages, suit it to a number of 
tough jobs. 

You can expect more great things to happen at Great Lakes Steel. For we 
aim to serve well our many customers in many fields, while keeping pace 
with the increasing needs of the mighty automotive industry. Great Lakes 
Steel Corporation, Detroit 29, Michigan. 


Offices also in Chicago, Cleveland, Grand Rapids, Lansing, New York, Philadelphia, St. Louis and Toledo. 


Great Lakes Steel 


yN 
NATIONAL STEEL ee 


THINGS HAPPEN AT GREAT LANRES STEEL 
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NEW YORK.—Manufacturers 
shipped 70,899,522 car tires during 
the 10 months ended Oct. 31, or 
594,621 more tires than were 
shipped during all of 1952, accord- 


Rubber Parts Booklet 
A brochure describing the molded 





Conn. Dealer Supplies Another Training Car— 


Charles Simon (third from left), president of Charles Simon, Inc., Norwich, Conn., rubber design, development, short- 


presents the keys of a 1953 driver-training car to Chairman Baldwin of the Norwich|run and production - run facilities 


i by Spen- 
Free Academy safety council. From left are Gerard Nefus, Conn. Motor Vehicle Dept.; available has been issued 
George Shattuck, principal of the academy; Simon; Baldwin; Donald Turcotte, instruc- | Cer Rubber Products Co., Manches- 
tor; J. F. Branceforte, instructor, and William Drummond, American Automobile Assn. | ter, Conn. It also contains a rubber 
representative. This is the second car presented by the dealership. 


specification chart. 
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cylinder walls. 
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70,899,522 in 10 Months . 
Shipment of Car Tires 
Tops Full Year of ’52 


ing to the Rubber Manufacturers 
Assn. 

However, October shipments of 
6,134,819 tires were down 2.28 per-. 
cent from September’s shipments 
of 6,277,826 tires. Production of 
car tires increased 7.36 percent in 
October to 6,529,241, compared 
with production of 6,081,726 tires 
the previous month. 

Inventories at the end of the 
month were 10,941,065 tires, up 4.26 
percent from the 10,494,158 tires on 


hand Sept. 30. Based on the Octo- 


IN REGULAR OR CHROME SETS 


Count on Hastings for complete coverage—in regular or 
chrome sets for all passenger cars. Every Hastings Set is Motor 
Engineered for each make and type of engine, for each replace- 
ment condition, re-bore, re-ring or re-sleeve. And each set is 
built around the basic Steel-Vent oil control ring, 
the ring that’s tough on oil-pumping, gentle on 











It’s gentle because Steel-Vent’s two 
wall-contacting steel sections have 
rounded edges which provide hair- 
line contact and reduce drag to a 
minimum. 








Motor Engineered for Replacement Service in Cars, Trucks, Buses and Tractors 


It’s gentle because the Steel-Vent 
spacer has extra wide vents that let 
oil flow through freely for extra 
cylinder wall lubrication. 


It’s gentle because Steel-Vent’s 
flexible, low-tension innerspring 
works only against the steel sec- 
tions—holds them on the wall 
with soft pressure. 


Result: maximum life, minimum wear. 








Steel-Vent Piston Rings 
Kegular or Chrome-Faced 





ber shipment rate, this represents 
less than two months’ supply, it 
was said. 

October shipments of truck and 
bus tires totaled 1,438,381 and were 
the highest of the last 12 months, 
showing an increase of 25.49 per- 
cent over September, when 1,146,- 
192 tires were shipped. 

Production was up 6.44 percent 
to 1,135,226 tires as compared with 
1,066,578 tires produced during Sep- 
tember. Inventories of 2,505,363 tires 
were 10.31 percent below Sept. 30, 
when 2,793,238 truck and bus tires 
were on hand. 

Shipments of automotive inner 
tubes in October were 5,960,006 
units, an increase of 4.20 percent 
above September, when 5,719,695 

tubes were shipped. 

Production for October was -up 
1.71 percent to 5,752,422 units, as 
compared with 5,655,651 tubes pro- 
duced in the previous month. 
Month-end inventories of 10,904,188 
units were 3.40 percent below the 
Sept. 30 total of 11,287,881. 


New York Dealer 


* 
Prints Own Paper 
. a 

During Strike 

NEW YORK.—While New York- 
ers were undergoing a newspaper 
famine as a result of the photoen- 
gravers’ strike last week, Seymour 


Chapp, president of Chapp Chevro- 
let, decided to step into the breach. 


Since opening in January, the 
dealership has published a monthly 
newspaper, sent free to customers, 
called the Chapp Chevrolet News, 
which concerns itself solely with 
automotive trends and services. 


However, Chapp decided to pub- 
lish a special issue giving impartial 
coverage of the news of the day. 

In a statement on the front page, 
Chapp said: “As a public service 
we are bringing out this special 
edition of the Chapp Chevrolet 
News to help fill a void created by 
the absence of your favorite news- 
paper this Sunday morning... In 
the limited space at our disposal 
we shall be able to do no more than 
cover briefly the important news. 

The paper had a lead story titled 
“Bermuda Parley Set Stage For 
Big 4 Meeting,” and included such 
other items as “Controversy Over. 
Reds in Government Still Disturbs 
Nation,” “City Remains Without 
Press” and “Reds Continue Stalling 
Methods in Korea,” as well as re- 


views of new plays and movies, 


sports news and a television guide. 

Some 110,000 copies of the paper 
were printed and distributed in the 
Bronx by newsboys. 


Twin City Assn. 
Elects Officers 


BENTON HARBOR, Mich. — 
Stanley Roper, Cadillac-Oldsmobile 
dealer here, has been elected presi- 
dent of the Twin City New Car 
Dealers Assn., succeeding the late 
C. W. Beistle. 

The name of the organization was 
changed from the Twin City Auto- 
mobile Dealers Assn. 

Other officers elected include Ray 
C. Leurenberger (Nash), Benton 
Harbor, vice-president; Mrs. Mary 
Lou Ross (Mercury), Benton Har- 
bor, secretary, and William Wesner 
(Kaiser), St. Joseph. 

New directors are Jack Bender 
(Pontiac) and Robert Ross (Mer- 
cury), both of Benton Harbor. They 
will serve on the board with Roper, 
Leurenberger and Edwin Bartz 
(Dodge-Plymouth), Benton Harbor. 


Ford Progress 
Plants to Get Filmed Report 


From President 


NEW YORK. — Henry Ford II, 
president of Ford Motor Co., is the 
narrator and appears in “Progress 
Report 1953,’ "a four-reel combined 
live-action and animation film be- 
ing readied for showing in January 
to supervisors and foremen of all 
Ford plants. 

Animated Productions, Inc., New 
York, has been commissioned to 
shoot the animated sequences. 

The 40-minute film, designed to 
give supervisory employes an in- 
sight into management’s thinking, 
has Ford explaining company 
policies, plans and economics and 
employs animation to illustrate 
technical passages. 
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"54 “Rocket’’ Saves 28 Gallons 
of Gas in 10,000 Miles 


INDIANAPOLIS, INDIANA .. . A new champion has just 
; finished a grueling run on the famed bricks of the Indianapolis 
Motor Speedway. An Oldsmobile “88’’—equipped with a 
e new, higher-power, 1954 “‘Rocket’”’ Engine, mounted in a 1953 
body—has proved that better economy can go hand-in-hand 
with higher power. During a 10,000-mile comparison run 
with a standard 1953 Oldsmobile, fuel consumption of the 
new “Rocket” Engine, at a constant highway speed, was 
definitely lower—resulting in a savings of 28 gallons of gas! 
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OLDSMOBILE’S 
"54 "ROCKET 










New “Rocket” Sets Record in Rockies 


SALIDA, COLORADO .. . Rocketing past an altitude marker, this 1953 Oldsmobile test 
car is shown on the way to a new world’s record in a performance test at Monarch Pass. 
Equipped with the new, higher-power, higher-compression 1954 ‘“‘Rocket’’ Engine, this 
car amazed the test crew by crossing the finish line—the highest point on the Continental 
Divide—a full thirty seconds ahead of the second car, a standard 1953 Oldsmobile “‘88”’. 





New Record-Breaking 
Rocket’ Performance 
and Economy! 


1953 has been a great “Rocket” year—1954 promises to be even better! And the “Rocket” 
Engine’s exciting new power is only part of the story! There’s breath-taking new beauty . . . in the 
longer, lower, lovelier silhouette . . . in the panoramic sweep and new slant of the windshield... 
in the completely new body styling! Plus new power features...new models...mnew colors! It 
all adds up to the greatest new car ever presented! That’s why Oldsmobile dealers approach 


1954 with more confidence than ever before! They all know: It’s SMART to BE with OLDS! 


'OLDSMOBILE 
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Parade Spells Profit for Horn Motor— 

This Packard Caribbean led the parade for the International Rice Festival which 
featured Betty David as the 1953 rice queen. The car was entered by Horn Motor Co., 
Crowley, La., and sold the day after the parade. 


Auto Personnel 


Lempco Products, Inc., has ap- 
pointed Frank Vasarhely as chief 
tool engineer, and H. B. Van Auken 
as assistant to the chief engineer. 

Vasarhely has been active in the 
tool design field for 30 years, and 
Van Auken has spent nine years 
in tool work, 

* * ? 


Armstrong Cork Reshuffles 


3 Industrial Departments 

The industrial devision of Arm- 
strong Cork, Lancaster, Pa., has 
announced the formation of a new 
department and the consolidation 
of two others, 

A new friction materials depart- 
ment will handle sales of power 


transmission and power braking 
equipment. Ralph M. Hill, former 
department manager for cork and 
rubber products, is in charge. 

The cork and rubber products 
and the cork products departments 
have been merged to form the gas- 
ket and packing department under 
the direction of C. B. Grove, former 
manager for cork products. 

. * + * 


Detroit Harvester Names 


Conway to Executive Post 
Bert Conway, formerly executive 
vice-president of Aerovox Corp., 
New Bedford, Mass., has been ap- 
pointed to a similar position with 


Start Your Customers Right with Casite 


ASSURES NEW CAR OWNERS 
EASY, TROUBLE-FREE BREAK-IN! 


America’s Newest, Finest Upper Cylinder Lubricant! 


Here’s a brand new, easy to use plus-profits item—ideal for both new and old cars and for all 
‘top oilers. Just add Caslube to the gasoline. Retails profitably at only 25¢. Casite Division, 
Hastings Manufacturing Co., Hastings, Michigan (Casite, Caslube, Drout, Hastings Piston 
Rings, Spark Plugs, Oil Filters) 


Detroit Harvester Co., according to 
J. Thomas Smith, president. 

Previous to his Aerovox connec- 
tions, Conway was with the Allison 
and Pontiac divisions of General 
Motors. 

+. + > 

American Steel & Wire Names 


Murray to Detroit Post 

Edward A. Murray has been ap- 
pointed Detroit district sales man- 
ager for the American Steel & Wire 
division of U. 8. 
Steel Corp. it is 
announced by 
John Graham, 
general sales 
manager for the 
division. 

Murray is re- 
turning to Amer- 
ican Steel & Wire 
after two years 
as sales vice-pres- s 
ident of Appleton 
Electric Co., Chi- EB. A. Murray 
cago. He succeeds Maxwell D. Mil- 
lard, who was named assistant gen- 
eral sales manager for American 
Steel & Wire at the division’s head- 
quarters in Cleveland. 

+ * * 


Aluminum Industries Ups 


Tessendorf to Vice-President 

Richard G. Tessendorf has been 
elected a vice-president of Alumi- 
num Industries, Inc., Cincinnati. 

Tessendorf joined the company in 
1933. Since 1952 he has been gen- 
eral works manager of all plant 
operations. 

* © € 


Dunlop Tire Picks Crawford 


As Executive Vice-President 


Dunlop Tire & Rubber Corp., 
Buffalo, has elected Glenn H. Craw- 
ford as executive vice - president 
and treasurer. 

Crawford joined the organization 
in 1927, and since 1946 has served 
as vice-president and comptroller. 

* * * 


American Steel & Wire Names 


Millard to New Sales Post 


Maxwell D. Millard has been 
named to the newly created posi- 
tion of assistant 
general sales man- 
ager at the Amer- 
ican Steel & Wire 
division of U. S. 
Steel Corp. 
Millard, who 
joined the firm in 
1934, will serve as 
assistant to John 
Graham, general 
sales manager at 
_ division head- 
M. D. MMasé quarters in Cleve- 
land. Millard formerly was Detroit 
district sales manager. 
* s * 


Wagner Ups Holtzman 

| Wagner Electric Corp., St. Louis, 
has elected Edward G, Holtzman 
as assistant secretary and assistant 
treasurer, succeeding L, W. 
McBride who has become executive 
vice - president of Paxton & Gal- 
lagher Co., Omaha, Holtzman for- 
merly was labor relations manager 
of the firm. 

* aa ca 


| Firestone Promotes Sharkey 


To Top Manufacturing Post 
J. D. Sharkey has been appointed 
manufacturers sales manager of 
Firestone Tire & 
Rubber Co., 
Akron, according 
to H. M. Taylor, 
vice - president in 
charge of manu- 
facturers sales. 
Sharkey formerly 
was Eastern di- 
vision sales man- 
ager of Firestone. 
Sharkey first 
joined the Fire- 
stone organiza- J. D. Sharkey 
tion in December, 1930, as a sales- 
man, 





a * * 


Dr. Schoenfeld Is Elected 


Goodrich Research Chief 


Dr. Frank K. Schoenfeld, techni- 
| cal vice-president of B. F. Goodrich 
Chemical Co., a division of B. F. 
Goodrich Co., has been elected re- 
search vice-president of the parent 
company, it is announced by John 
L. Collyer, president, 

Schoenfeld, with Goodrich since 
1927, will assume his new duties 
Jan, 1, upon the retirement of Dr. 
Howard E. Fritz, research vice- 
president since 1946. 
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39% of our families have resolved to buy a car in 1954 


New Year’s plans start with a car for 2 out of every 5 American 
Home reader families. Over 1,200,000 of them are actually 
planning to buy a car during the next twelve months. 


And that’s one New Year’s resolution that they really are going 
to keep! For these American Home readers’ whole way of life 
depends on their cars. 


The American Home is the 100% home “how-to” magazine. Its 
3 million plus readers are homemakers all. And nobody needs— 
or uses—a car more than a homemaking family. Whether it’s 
for work or play—for routine errands, excursions or emergencies 
—the homemaker turns to his car. The record shows that these 
American Home reader families are consistently car-minded, too. 


THERE’S NO PLACE LIKE 
THE AMERICAN HOME 


we hdl} 


THE AMERICAN HOME * PENOBSCOT BUILDING © DETROIT, MICH. * WOODWARD 5-9878 


The latest American Home Automotive Survey shows: 
93% of them own cars. That means the incidence of car 
ownership is 43% higher than the national average. 
Almost 25% own two cars. 
87.6% drive cars bought since 1948. 


And note—the other mass-circulation home magazine doesn’t 
reach these homemaking, car-driving families. For The American 
Home audience shows only 11.5% inter-duplication when com- 
bined with its audience. 

Remember—over 1,200,000 American Home families plan to 
buy a new car in the next twelve months. So start the New Year 
off right. Let our Ed Sullivan give you the whole story. 
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GMC Sends Out 30,000th Diesel Coach— 
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Lawsuits Affecting Dealers .. . 


Court Decisions 


By Leo T. Parker 


Attorney at Law 
. ee of Willis Automobile 
Co., San Francisco, poses the 
following problem: 

“If a cashier signs a bank check 
with a rubber stamp, is the 
signature valid? How about con- 
tracts or letters signed with 
initials of the writer? Is the em- 
ployer bound and obligated?” 

It is important to know that | 
an authorized signature made | 
with a rubber stamp, typewriter, 
symbols or initials may be valid. | 

For example, in a leading case| 
White, 53 S. E. 447, the higher court | 
held that an employe may bind his| 


Add U. C. Division 


SAN FRANCISCO. — Addition of 
a used-car division to Cadillac’s 


employer by endorsing the latter’s 
name with a rubber stamp. The 
court said: 


“Where the name has been so! 


placed by one having authority to 


do it and with intent to endorse} 


the instrument, the authorities hold 
that this is a valid endorsement.” 
* ” * 


|Stamped Signature Valid 


LSO, see Carrol v. Mitchell 

Company, 128 S. W. 446. Here 
the testimony showed that an em- 
ploye was authorized to represent 
his employer. He affixed his em- 
ployer’s name with a rubber stamp 
to a note. 

In subsequent litigation, the 
employer contended that the 
obligation was void because the 
note was signed with a rubber 
stamp, and _ the _ pen - written 








|employe intended to complete a 
| valid obligation for his employer. 

| * * o 

Legal Meaning of ‘Writing’ 

N ANOTHER case, 190 S. W 

1045, where the same point o 
the law was involved, a higher 
court said: 

“The word ‘writing’ in law, noi 
only means words traced with a 
pen or stamped, but printed or en- 
graved or made legible by any 
other device.” 

Also, if an employer or his em- 
ploye affix a signature with a type- 
| writer, when intending to make a 
valid contract, the court will hold 
that actually a valid contract was 
|made, See 195 Pac, 316. 

Therefore, it is immaterial 
whether one, or his authorized 
employe, signs a contract by full 
name or initials. If the signer 
intended to make a valid contract 
when the signature was affixed, 
the contract is enforceable. 

Thus, in the case of Meaton v. 
Meyers, 33 Ill. 424, it was shown 
that a dealer signed a contract “H. 


Philip J. Monaghan (left), general manager of the GMC Truck & Coach, and E. P.| San Francisco branch has been an- signature was eunlited Cc. M.” 
h oat i ct the 30, h diesel nounced by M. S. Lester, manager.| * w m ° — Pm; 7 
a eo Sen Sen agaes:cagplaciccveng:agtete: sa The new unit, which is located on However, the court held the em- Later, when litigation developed 


since 1938. Current production is near 3,000 units a year, according to Monaghan. Geary St., near the Cadillac head-| ployer liable on this note because over validity of the contract, the 
GM diesels are in the service of 671 operators, including Greyhoud Corp. and many| quarters, is headed by Donald W.| it was proven that when the rubber court held the dealer liable and 
Davis. |stamp signature was affixed, the | explained that any person may 
es ———e Pt - make a valid obligation by using 





public transit systems throughout the country. 
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At B & B Chevrolet, 3 out of 19 
service men rack up 


45% of labor cales! 





Here’s another case where an up-to-date bump and paint shop 
does more than its share of business. 


Do 16% of your 
service men ac- 
count for 45% of 
your monthly labor 
sales? They do at 
B & B Chevrolet in 
Detroit. Here, three 
men make up the 
bump and paint shop force, and 
each accounts for over $10,000 
per year in labor sales! 


Mr. Earl Pilette, General Man- 
ager of B & B, says DeVilbiss 
spray equipment deserves much 





Earl Pilette 


of the credit for his efficient body 
shop operation. 

“Our average is about 100 
paint jobs a month of all kinds.” 
says Mr. Pilette. “Quality work 
done quickly is a must. DeVilbiss 
guns help us maintain both qual- 
ity and speed by spraying a wet- 
ter, more uniform coat, yet they 
rarely need servicing or repairs. 
DeVilbiss is good equipment and 
we like it.” 

Ask your DeVilbiss jobber to 
integrate your present equipment 


with any additional units you 
may need to form an efficient, 
profitable paint shop, including 
a scientifically lighted and ven- 
tilated spray booth, production- 
type guns, compressor, infrared 
drying panels and ovens, trans- 
formers, hose and connections. 


You'll find the investment in 
DeVilbiss spray equipment is 
surprisingly low; the returns are 
high and steady. Contact your 
DeVilbiss jobber, our branch 
office or factory. 


any form of signature, mark, or 
symbol if the signature was used 
with intentions to make a binding 
contract. 


Ford Transferring 
Huge Parts Stock 
To Teterboro 


TETERBORO, N. J.—Ford Motor 
Co. is moving some 7,750 tons of 
automotive parts and accessories 
from its Edgewater (N. J.) assem- 
bly plant to its new parts depot 
'here, Officials expect the transfer 
to be completed by Dec. 18. 

Value of the cargo, which will re- 
quire the loading and unloading of 
200 freight cars and 550 trucks, is 
estimated at $5 million. Parts range 
'from tiny nuts and bolts to car 
side panels and engines. 

The new depot, which is expected 
to be activated Jan. 4, will fill 
orders for 240 Ford and 96 Lincoln- 
Mercury dealers in New Jersey, 
New York City, most of the re- 
mainder of New York State, 
southern Connecticut, and several 
foreign countries. 
| By Jan. 4, according to L, L. 
Footh, depot manager, employment 
|will have reached 550 to 600 
persons. Nearly all Teterboro em- 
ployes will have been transferred 
from the Edgewater plant, accord- 
ing to Footh. 

When in complete operation, it 
is expected the new depot will ship 
| approximately 125,000 pounds of 
| parts and accessories to Ford and 


| Lincoln-Mercury dealers daily. The 
| building contains 370,000 square 
feet of floor space. 

Receiving facilities include de- 
pressed railroad tracks which pro- 
vide for unloading within the 
| building Outbound shipping in- 
|cludes docks for loading 26 trailer 
| trucks at one time. Truck docks are 
equipped with automatic hydraulic 
levelator platforms, and a subfloor 
|conveyor is used to move stock 
|from one point to another, officials 
said. 

The depot will stock more than 
— types of parts and acces- 
sories for Ford cars and trucks, 
|some dating back to 1928. 


Jail Terms Lifted 
‘For Ark. Dealer 


LITTLE ROCK, Ark.—Two one- 
| year sentences imposed on W. Mon- 
|roe Treadwell, Morrilton (Ark.) 
| Dodge-plymouth dealer, have been 
suspended by Circuit Judge Harry 
C. Robinson. 

Treadwell was convicted on two 
|}counts of obtaining money under 
|false pretenses following trial Oct. 
8. He was one of five persons facing 
similar charges as a result of a 
1952 investigation of Arkansas 
Highway Department contract 
practices. 

| Three of the five defendants were 
iz i LB i SS acquitted and a fourth obtained 
dismissal of the charge before the 
case was tried. 


Hose and 
Connections 


Spray Guns 





Spray Booths 





FOR BETTER SERVICE, BUY 








Painter Cliff Corbit turns out 100 or more jobs each 
month using DeVilbiss Spray Equipment. 


THE DEVILBISS COMPANY, Toledo, Ohioc 
Windsor, Ontario © London, England ¢ Santa Clara, Calif. 


Branch Offices and Distributors in Principal Cities Throughout the United States, Canada and the World. 


The back pages of every issue of AUTO- 
MOTIVE NEWS contain the WANT AD 
Section. Others are profiting from AUTO- 
MOTIVE NEWS WANT ADS! Are you? 
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Don't Pout! 
No Need to cry! 


aS 


2 x Lp Freddy Fidelity 


J — 


ass) sy Tells You Why! 
— 8 7 i; 
SS —f 


YD 


— 








\ “Tis just about time to harness the deer 
: }| And load up my sleigh for a great coming year. . 
,;| With bigger consignments and profits galore 


For dealers and auctions who’ve added the score. 


Like Christmas all year, I’m proud to announce, 
I guarantee titles, and checks when they bounce; 
I help dealers sell and be sure of their dough, 


And their business follows wherever I go. 


I also bring cheer to the fellows who buy, 

Cause titles are good ones where my colors fly; 
I cool off a hot car as quick as a flash . . . 
Soothe all the blisters with the coolness of cash. 


So hang up a stocking by the chimney with care, 

For Ol Freddy Fidelity is galloping there; 

I'll fill up your stocking, and when I get through, 

You'll find bigger consignments . . . more profits, too. 


Drop me a line if you’d like to hear more, 
But now ... MERRY CHRISTMAS, AND A GREAT ’54! 
\ 








FIDELITY 


INSURANCE COMPANY 


OF TENNESSEE 


204 Stahlman Building Nashville, Tenn. 











sina 


Dealer 


Edward B. Fonda has been ap- 
pointed general manager of Fonda 
_|Motor Car Co., 1344 S. Salina, 
Syracuse. The firm has been a 
Packard dealership for 28 years. 

Fonda was the company’s sales 
manager for 15 years and is a di- 
rector of the Syracuse Automobile 
Dealers Assn. 

* * * 


Keiths Sell Firm 


Hugh Wilkinson has purchased 
the Chevrolet dealership in Sheri- 
dan, Ark., from Joe Keith and 
Marvin N. Keith, 


* * * 


Ford Dealer for 11% Months 
Wins Trip to Hawaii 


Dick Stark didn’t have long to 
wait for an all-expense-paid vaca- 








tion after taking over the Orland 
(Calif.) Ford dealership. 


Baseball Trophy for Queen City Team— 
A month and a half after he 


. tan a8 . tataction tascbelt 

Winning team in _ Cincinnati Auto a Soe —— ion - a qos bought out H. O. Holt in the midst 
was that of Queen City Chevrolet. At a victory dinner, Pliny Lattimore (right), captain | 4¢ a Ford car-selling contest, Stark 
of the team and a parts clerk of the firm, presents the championship trophy to Harry | and his wife were in Hawaii with 
Shelby, assistant general manager, while Frank E. Zorniger looks on. |}other prize-winning dealers and 
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Doings 


salesmen. His company sold more 
cars and trucks during September 
and October than any other dealer 
in its group throughout northern 
California, Nevada and southern 
Oregon. 

With them on the tour were Earl 
Carlile, Willows (Calif.) Ford deal- 
er, and his sales manager, Tony 
Marks. They topped another of the 





|nine different classifications of 
| dealers taking part in the contest. 


* * * 


Jones Opens in Augusta 

Bill Jones Motors, 1424 Broad St., 
Augusta, Ga., has held its grand 
opening. The firm formerly was 


|Horne & Jones Motors. 


* * * 


Oldsmobile Dealership 
Established by Coggin 

Luther Coggin sr. has opened a 
new dealership, Luther Coggin 
Oldsmobile Co., at 2012 Avenue E, 
Ensley, Ala. 

His son, Luther jr., is general 
manager. Coggin said his three 








Dulux Vari-Temp Thinner makes enamels 
set fast—even in cold, damp shops 


You can beat the “‘slow-dry”’ problem in your shop this winter by using 
Du Pont DULUX Vari-Temp Thinner with DULUX enamel .. . and 
applying them in lighter coats. 

DULUX Vari-Temp Thinner makes the finish set in a quick, uniform 
manner even on the rawest, most wintry days. And it resists the un- 
even drying that causes ‘“‘wrinkling” in hot humid weather. 
Remember, with every DULUX Thinner you get these valuable qualities: 
SOLVENCY ... the best mixing and spraying qualities 

FLOW ... the film levels easily with higher initial gloss 

UNIFORMITY . . . scientifically controlled manufacturing makes perfect 


balance from batch to batch 


job easier, faster, better. 


E. I. du Pont de Nemours & Co. (inc.) 


So let DULUX Vari-Temp Thinner help you do a 
Refinish Sales, Wilmington 98, Delaware 
RES. U5. Pat. Off 


BETTER THINGS FOR BETTER LIVING... THROUGH CHEMISTRY 


USE DULUX 


TO PUT YOUR “SLOW-SET” 
PROBLEM 


ON ICE 





Du Pont Refinishing Materials 


CHEMICALLY ENGINEERED TO DO THE JOB BETTER 











used-car lots in Birmingham will 
be consolidated into one lot. 


McKenzie Joins Montebello 


Jack Stubbs, formerly with the 
Freeman A. McKenzie dealership 
in Long Beach, Calif. has been 
made sales manager of Montebello 
Ford, Long Beach. 


Coggin New Owner 


Of Dresslar-W hite 

William E. Coggin is the new 
owner of Dresslar-White Co. (Chev- 
rolet), East Nashville, Tenn. 

Coggin was 
formerly general 
manager of 
Southland Chev- 
rolet, Inc., Miami, 
and has held key 
dealership po- 
sitions in Nash- 
ville and Orlando 
and Jacksonville, 
Fla, 

An extensive re- 
modeling pro- 
gram is now in 
progress. The firm has a separate 
building for trucks and a 100-car 
lot. It is located at the foot of 
Nashville’s Woodland St. bridge. 

Dresslar- White had been 
business for more than 31 years. 

* +. * 


Voelker Joins Youree 


Marion Voelker, formerly of 
Rapid City, S. D., has become 
service manager of Youree Motors 
Co. (Oldsmobile-GMC), Twin Falls, 
Id. 

* * 


Valley Cadillac to Build 


$177,000 New Home 


Valley Cadillac, Inc., Roanoke, 
Va., will construct a building on 
S.W. Franklin Rd. at a cost of 
about $177,000. 

J. L. Hill, president, said the 
work should be completed in early 
summer. The firm’s operations then 
will be moved from the present 
location at S.W. 620 Second St. 


12,000th Buick Delivered 


By Monarch Since 1937 

Monarch Buick Co., 1040 N. 
Meridian St., Indianapolis, has 
delivered its 12,000th new Buick 
since opening for business in 
1937. William R. Krafft, president, 
stated it was also the 1,200th new 
Buick delivered by his firm this 
year. 





Wm, E. Coggin 


in 


* * 


* 
Wright’s New Parts Chief 


Larry Wright Motors, Monrovia 
(Calif.) Studebaker dealership, has 
a new parts manager, Roy Harri- 
son, who has more than 30 years’ 
experience with motor parts. 

* . * 


Buick-GMC for McLallin 


Max MclLallin has purchased 
Gem State Motors (Buick -GMC), 
Grangeville, Id., from Billy Gray 
and Marvin Webb. 

= 7 


Plaza Replaces Rep 


The Chrysler-Plymouth franchise 
of Rep Motors, Inc., Struthers, O., 
has been taken over by Plaza 
Motors, with Tony Guirato as 
general manager. 

+. + 


Drinkwalter Gets Deal 


Drinkwalter Motors, Ltd., Lake 
Shore Rd., Clarkson, Ont., has been 
appointed dealer for Chrysler and 
Plymouth cars and Fargo trucks. 

*. s = 


Ind. Chrysler Dealers Pick 


Wallerich for NADA Job 


Carl H. Wallerich, of C. H. 
Wallerich Co. (Chrysler - Plym- 
outh), Indianapolis, has been 
chosen by Chrysler dealers of 
Indiana as their representative 
on the national Chrysler advisory 
committee of NADA. 

= + 


Thompson Back in Deal 


C. E. Boston Motors Co. (Stude- 
baker), 5424 Centre Ave., Pitts- 
burgh, has been taken over by the 
former owner, Kenneth E. Thomp- 
son, following the death of C. E 
Boston. 


* = 


Peters Get Larger Lot 


L. A. Peters, Inc. (DeSoto-Plym- 
outh), has moved its used-car lot 
from 2345 Saw Mill Run Blvd. tc 
a new and larger location at 2435 
Saw Mill Run Blvd., Pittsburgh. 


.| Used-car manager is James Mazon. 
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Affecting Factories and Dealers... 





Auto Advertising 


By Marty Whitmyer 
Staff Writer 

A stronger and more comprehen- 
sive advertising campaign than in 
many years has been launched to 
back up the 1954 Lincoln, according 
to T. Jack Henry, advertising man- 
ager of Lincoln-Mercury. 


A total of 1,361 newspapers in 990 
cities, with a circulation in excess 
of 51,300,000, were used to announce 
the new cars, Henry said. 

The “Toast of the Town” tele- 
vision show was used as the medi- 
um for the first public showing. 
The program, now carried by 
more than 100 stations, has an 
average viewing audience exceed- 
ing nine million and covers 80 
percent of the Lincoln market, 
Henry said. 

The first magazine announcement 
advertisements, all full-color 
spreads, will appear early in Janu- 
ary. Personalized direct-mail litera- 
ture will go to approximately 250,- 
000 owners of late-model cars. 

In addition to division-adminis- 
tered programs, Lincoln - Mercury 
dealer advertising committees 
throughout the country plan sup- 
plementary advertising on a local- 
ized basis. This will be marked by 
and expanded use of newspaper 
space, Henry said. 

Kenyon and Eckhardt, Inc., han- 
dles the Lincoln advertising 


account. 
s = s 


Chevrolet ‘Teaser’ Campaign 

Featuring newspaper, radio, tele- 
vision and transit advertising, 
Campbell-Ewald Co. just completed 
a two-week pre-announcement cam- 
paign for metropolitan dealer or- 
ganizations in Detroit, New York, 
Cleveland, San Francisco, Los An- 
geles, Miami, Baton Rouge, La., and 
other dealer groups in the south- 
east and southwest. 

The campaign, which closed Dec. 
18, was released through the 
agency’s office in Detroit and 
branch offices throughout the 
country. ‘ 

s * 


Crusading for Freedom 


The Advertising Council, 
cooperation with the American 
Heritage Foundation, is planning 
an extensive advertising cam- 
paign to help raise $10 million for 
the Crusade for Freedom. Henry 


in | 


Ford II is the chairman of the | 


1954 campaign. 


A new campaign guide, describ- | 


ing the available advertising ma- 
terials and containing a page of 
questions and answers on Radio 
Free Europe and the Crusade for 
Freedom, has been prepared by 
the agency for distribution to 
20,000 advertisers, agencies and 


media executives. 
* * = 


Goodrich Ups Van Petten 


Harold E. Van Petten has been 
appointed director of advertising 
for B. F. Goodrich Co.’s Industrial 
Products division, it was announced 
by Clyde O. DeLong, division pres- 
ident. Van Petten, who has been 
associated with the advertising field 
in the rubber industry for the past 
26 years, joined Goodrich in 1927 
and in 1929 took over industrial 
products advertising. 

” ~ * 


Direct-Mail Ethics Group 

Lawrence G. Chait, president of 
the Direct Mail Advertising Assn., 
has announced the establishment of 
a committee on public policy and 
ethics. 

Jesse S. Roberts, director of ad- 
vertising for Retail Credit Co., At- 
lanta, is chairman of the new com- 
mittee, and John D. Yeck, of Yeck 


& Yeck, Dayton, O., is co-chairman. | 


Purpose of the group, accord- 
ing to Chait, is to develop a cam- 
paign of public education about 
the DMAA’s code of ethics so 
that those who purchase by mail 
may be acquainted with their 
rights and privileges under es- 
tablished trade practices. 

Other members of the committee 
include: 

S. R. Bernstein, editor of Adver- 
tising Age, Chicago; Elon Borton, 
president of the Advertising Feder- 
ation of America, New York; Hen- 
ry Hoke, publisher of the Reporter 
of Direct Mail Advertising, New 





York; C. B. Larrabee, president of 
Printers’ Ink, Inc., New York; Ed- 
ward N. Mayer jr., president of 
James Gray, Inc., New York; Fred 
R. Michaels, manager of mail-order 
merchandise for Sears, Roebuck & 
Co.; Chicago; James M. Mosely, 
president of Mosely Mail Order List 
Service, Boston; Maxwell Sackheim, 
president of Maxwell Sackheim, 
Inc., New York; W. C. Sproull, di- 
rector of advertising for Burroughs 
Corp., Detroit, and K. B. Wilson, 
president of the National Better 
Business Bureau, New York. 
* * * 


Ford, GM in Yule Shows 


Choral groups from Ford Motor 
Co. and General Motors will ap- 
pear on radio and television during 
the Christmas season. 

Ford’s 60-voice mixed chorus 
will make its national television 
debut Christmas eve on the “Ford 
Theatre” show over the National 


Constan 


is 


Broadcasting System. The show 
begins at 9:30 p.m. (EST). 

The GM chorus will take part in 
a special Christmas Eve broadcast, 
“Christmas Carols Around Ameri- 
ca,” over the American Broadcast- 
ing System. It will take place from 
10:35 to 11:35 p.m. 

+ + * 


Gateway Wrestling Show 
Gateway Chevrolet, 7400 Mission 
St., Daly City, Calif., has signed a 
contract to co-sponsor wrestling on 
our Television Station KPIX, San 
Francisco. The matches are tele- 


vised Tuesday at 9 p.m. 
a7 + + 


Durstine Gets Account 


Denton Massey, president of 
Standard-Triumph Motor Co., Inc., 
of New York and Los Angeles, has 
announced the appointment of Roy 
S. Durstine, Inc., as its advertising 
agency. 

+ * aa 


Names 

Don McAnally, advertising and 
public relations chief for the fiber 
glass division of Libbey-Owens- 
Ford Glass Co., has been elected to 


the publicity committee for rein- 


' Repetition 


Building 


Month 


| Month 


we keep on saying 


ASK tor a brand of 


after 


4 
Year 
after 
Year 


100% Pure 
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Not just a thousand times. . 
times in 1953 your Association has told motorists, “Keep the power you 
bought.” Consistent, hard-hitting advertising like this is 
responsible for the constantly increasing demand for 100% 
Pure Pennsylvania Motor Oil. 





THE PENNSYLVANIA GRADE CRUDE OIL ASSOCIATION 


. not just a million times. . 





Rays of Freedom— 


Chains worn by the enslaved peoples 
behind the iron curtain symbolically melt 
away when the Radio Free Europe micro- 
phone lights up in a rotating light dis- 
play created for the Crusade for Freedom, 


which supports Radio Free Europe. H. 
Glenn Bixby, president of Ex-Cell-O Corp., 
Detroit, views the graphic presentation. 


forced plastics of the Society of the 
Plastics Industry. 


Frank H. Hakewill, Robert E. 


Stracke and James M. Woodman Detroit. 


23 
have been named vice-presidents of 
Roche, Williams & Cleary, Inc., 
Chicago advertising agency. Hake- 
will is in charge of the agency’s 
media department and Stracke 
heads its production division. Wood- 
man is an account executive. 


Walter Bermingham, who has 
been publicist for the International 
Livestock Exposition and Chicago 
Automobile Show since 1901, was 
honored at a luncheon in Chicago 
Dec, 2. The occasion was the un- 
veiling of an oil portrait of Ber- 
mingham., 


R. E. Kaufman, formerly of the 
Trenton (N. J.) Trentonian, has 
been named national advertising 
manager of the Times-Herald, 
Washington, D. C.,, it was an- 
nounced by Sam Hill, Times-Herald 
advertising director. 


Ray Connors has joined the staff 
of Stromberger, LaVene & McKen- 
zie, Los Angeles advertising agency, 
where he will serve in a public re- 
lations capacity for General Petro- 
leum Corp. 

Alexander Wilner has been ap- 


pointed to the board of directors 
of Ruse & Urban Advertising, Inc., 





2, aay ae 
Farmer 


. but 210 million 


Oil City, Pennsylvania 


KEEP 


the power 
you bought! 


Car HARD TO START when 
your engine is cold? If so, there's 
an easy way to help. 


Change your oil now... 
put in a brand of 100% Pure 
Pensisylvania Motor Oil. It’s 
made from Nature's finest crude oil. 


ASK tor a brand of 


CRUDE Oil ASSOCIATION 


















and 









100% Pure 





Oil City, Pennsylvania 
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Power brakes 
for easier stops 


Chevrolet is the first low-priced car to offer 
another great advance in driving ease— 
Power Brakes. Stopping is almost unbe- 
lievably easy and convenient—just a swing 
of the foot from accelerator to brake pedal! 
Optional at extra cost on all models 
equipped with Powerglide, 
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New, automatic window 
and seat controls 


Now, at the touch of a button front win- 
dows are electrically raised or lowered to 
any desired position. Touch another con- 
veniently placed control to move the front 
seat up and forward or down and back. 
Optional on Bel Air and “Two-Ten” 
models at extra cost. 


New styling that will 
stay new 


There’s a new, lower, smarter look about 
this new 1954 Chevrolet. The new front- 
end and rear-end designs are even cleaner 
and more distinctive. Massive new front 
bumpers extend even farther around the 
fenders. All around the car, new styling 
presents Fisher Body at its beautiful best. 






Powered for Performance! Engineered for Economy! 


First tn the Low-Price (told 


with POWER BRAKES, AUTOMATIC WINDOW and SEAT CONTROLS 








New interior 
richness 


Here’s the kind of quality you’d expect to 
find only in high-priced cars. Fine new 
upholstery fabrics with a more liberal use 
of vinyl trim where it adds the mos! t 
good looks and long life. New color 
treatments in harmony with the wide 
choice of brilliant new exterior colors. 
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The Bel Air 4-door sedan. With 3 great series, Chevrolet offers the 
most beautiful choice of models in its field. Powerglide automatic 
transmission now available on all models, optional at extra cost. 





Chevrolet and Chevrolet dealers are headed for another year ahead with 
the most beautiful, most powerful Chevrolet ever built... the new car 
that combines great, new performance with money-saving gas mileage! 








Now Chevrolet dealers look ahead to 1954 with two great 
achievements behind them. 

First, another and a record year of leadership in 1953. 
Second, a new-car announcement just completed in typical 
envy-of-the-industry fashion. 

Public reaction to this new 1954 Chevrolet points to even 
greater leadership opportunities in the year ahead. For here 
—as millions saw on announcement day—are more things 





Thrifty new power 
in all models 


Now Powerglide models offer the most 
powerful Chevrolet passenger car engine 
ever built—the “Blue-Flame 125.” Gear- 
shift models have the advanced, more 
powerful “Blue-Flame 115” engine. Both 
bring quieter, smoother and finer perform- 
ance with important gas savings! 


New, lower price 
on power steering 


Chevrolet Power Steering substantially re- 
duced in price! That’s good news to every- 
one who wants to steer and park with the 
utmost ease and safety. Chevrolet Power 
Steering gives easy, sure control on all 
roads and under all conditions. It’s optional 
on all models at extra cost. 


people want, at lowest cost, than any car ever offered before. 

More beauty. More power and finer performance. More 
comforts and conveniences. And, thanks to advanced Chev- 
rolet engineering, more economy, too. 

With this great new car backed by the industry’s 
greatest retail and most successful selling organization, it’s 
clear that in °54, as in years before, Chevrolet means 
America’s leading franchise . . . America’s leading dealers! 


SYMBOL OF 
SAVINGS 


CHEVROLET 


EMBLEM OF 


eo: Mi 
EXCELLENCE 


In 54 as in years before... 


AMERICA’S LEADING FRANCHISE 
AMERICA’S LEADING DEALERS 


CHEVROLET DIVISION OF GENERAL MOTORS 
DETROIT 2, MICHIGAN 








Xt 








Now: if all the experts in engi- 
neering and their students will 
gather ‘round, free from the silly 
interruptions of “ordinary” adver- 
tising men and the unfounded illu- 
sions of the merchandising “ex- 
perts” and the “survey boys” (in 
fact, free to think straight) I'll talk 
about some feats of engineering. 

Why not go “up in the air” right 
off the bat. 

The other week two things hap- 
pened in the field of transporta- 
tion which shows what engineers 
can now do in the application of 





Wo wondet 7ExA 


modern power to modern trans- 
portation. 


A Douglas DC-7%, now the 
world’s fastest piston-engine air- 
liner, flew coast to coast for 
American Airlines to make the 
first westbound nonstop airliner 
flight in that direction, while an- 
other Douglas roared east before 
the wind at speeds up to 475 
miles an hour to cross the con- 
tinent in six hours 31 minutes, a 


* record for a loaded airliner. 


The difference in the speeds is 
caused by the wind, which is 
usually from west to east. (The 
speed is also regulated by the Civil 
Aeronautics Board and the pilots’ 
union.) However, never before the 
DC-7 could an airliner even theo- 
retically push from the Atlantic to 
the Pacific in less than eight hours. 
Now Los Angeles is within a work- 
ing day’s flight from New York. 

The new Douglas which made 
this flight feasible has been called 
“a DC-6B with muscles.” It is only 
slightly larger than its immediate 
predecessor but much more power- 
ful, with four Wright turbo-com- 
pound engines, developing 3,250 
horsepower each at takeoff, giving 
the plane a no-strain cruising air 
speed of 365 miles an hour and a 
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Householder's Nears 20th Anniversary— 


This is the showroom of Householder’s (Cadillac-Pontiac), Lancaster, O., owned by | 
O. F. Householder. After selling Willys and Graham cars from 1935 through 1938, the 


firm acquired the Pontiac franchise in 1939. 


ship. 


It also holds a U. S. Royal tire distributor- 





power: The exhaust from its 18 
cylinders is diverted through three 
turbines which extract 20 percent 
more power and apply it to the 
propeller shaft. 

. 


* * 


Preview Story 
COLUMNIST, who was a “pub- | 





top speed of 410. Visualize this 


flight, wrote a story which took me 
back to the days when it used to 
take five full days by the fastest 
trains to get from New York to 
Los Angeles. I recall that my com- 
panion on my first cross-country 
flight was Herbert Hoover jr., son 
of the ex-President, who, with me, 


licity guest” on the preview |was picked up by a mail plane in 





result? 





A creat new product built for 
today’s changing conditions 
called for a powerful new ap- 
proach in motor oil advertising. 
The above illustration is spread 
across two magazine pages — in 
one of a series of advertisements 
introducing Advanced Custom- 
Made Havoline. 


This advertising in the big 
national magazines reaches into 
every area of the U.S.A. The 


learning about this motor oil that 
is Made. . 


- and this is how we are telling 


millions of car owners 





about it! 


In advertising, in station dis- 
play and Dealer promotion we 
are telling about this new oil that 
“wear-proofs your engine for the 
life of your car.” Motorists with 
today’s higher-speed, higher-pow- 
ered engines will be buying more 
Havoline than ever. 


Constant product improve- 


Millions of motorists are 


- not Born! example. 


THE TEXAS COMPANY 


CO DEALERS 
are such busy Wealers/ 


ment, plus powerful advertising 
and Dealer sales support, has 
always been our way of keeping 
Texaco Dealers out in front of 
competition. Here is one more 













™ | Kansas City to hasten his flight to 


New York. We talked over every 
wonder of the west we could see 
from the plane but at no such speed 
as the columnist, who wrote: 

“Over the San Bernardinos at 
13,000 feet . . . There’s Hoover 
Dam on the left... the Rio 
Grande, wriggling like a snake 
through the sand hills . . . Pike’s 
Peak, a gentle but dead - white 
hummock ... Eastern Colorado 
and Kansas in well-tilled se- 
quence . . . There’s the Missouri 
. . » Twenty-two minutes later, 
the Mississippi . . . Suddenly we 
were flying away from the sun 
... all dark below . . . Pittsburgh 
at 5:55... At Reading, Pa., the 
captain nosed down at an air 
speed of 425 miles an hour (“Hey 
... don’t forget your parcels”)... 
We're at LaGuardia at 6:42.... 
2,474 miles in six hours thirty-one 
minutes, at an average ground 
| speed of 381 miles an hour... 
and at no time had the engines 
been working at more than 55 
percent of full power.” 

Meanwhile, the International Air 
Transport Assn. announced at its 
meeting in Honolulu, the comple- 
tion of a global air tourist network 
by the addition of a trans-Pacific 
tourist class. Tourist class flights 
over the mid-Atlantic were an- 
nounced Nov. 23. 

* o * 


$2 Billion Business 


To 70 airlines included expect 
to do a $2 billion business in 
1954 due to the enactment of 423 
unanimous resolutions, covering 
more than 30,000 rates and fares. 


They tell me that the travel busi- 
ness is now the biggest business in 
America. Funny, how everyone 
seems to want to be somewhere he 
isn’t. 

However, you ain’t heard nothin’ 
yet. 
| You ain’t heard of the Golden 
Parisian, which now flies from 
Idlewild in New York to Orly 
| Field in Paris in 12 hours 13 
minutes. It’s equipped like the 
most modern decorator would 
| dress up his plane if he were 
| going on a honeymoon with the 
| Queen of Sheba (or Hollywood) 
and includes private compart- 
ments. Champagne and breast of 
pheasant are available. 
| PS.: Just kiddin’. Suppose I was 
| born 50 years too soon. 

Remember old Porkie’s horse 
| called “Lightin’,” who was featured 
lin the races at the county fair? 
Remember walkin’ 20 miles along 
the shores of the Salton Sea, wait- 
|ing for a guy to arrive from Los 
| Angeles with a new Rambler crank- 
|shaft which we had burned out 
while crossing the El Centro Desert, 
breaking the “24-hour” record for 
an automobile from Los Angeles in 
a Rambler Model 34? Remember 
Eddie Rickenbacker going 100 miles 
|an hour on the Indianapolis track? 
| Writing this column in the days 
|when I may be “in the sere and 
| yellow leaf,” maybe I’m just mean 
|enough to live to see the engineers 
win a whole flock of Nobel prizes. 


| Chrysler Shrine 
Auto Leader’s Kansas Home 


To Be Museum 


ELLIS, Kans. — Plans are being 
formulated by the Ellis Chamber of 
|Commerce to open the Walter P. 
| Chrysler’s boyhood home to tourists 
| next spring. 
The chamber will rent the home 
jin January from Joe Herbert, 
Dodge-Plymouth dealer here, who 
recently purchased it. The structure 
will be redecorated, the picket fence 
replaced, and other work done to 
prepare it for public view. 

Plans also call for placing of 
mementoes in the home, turning 
it into a museum. 

Eddie Niernberger, a director of 
the U. S. Highway 40 Assn., said 
that group is planning to send out 
a million copies’ of a_ tourist 
brochure this year that will include 
advertisements of the Chrysler 
home as one of the principal at- 
tractions along the route. 











Feeser Joins Courtright 


Felix Feeser has become general 
manager of Courtright Motors 
(Oldsmobile, Kokomo, Ind. He was 
formerly general manager of Strick- 
land Lincoln-Mercury in Kokomo 
and had been sales manager for 
C. H. Wallerich Co., Indianapolis, 
for the past nine months. 
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Dealer of the Month... 


Safety Work Captures 
Plaque for Stovall 


By Gerhardt Neumann 
Staff Writer 

yy in 1951 Denver was 

awarded first place for traffic 
safety in competition with 19 cities 
in its population 
group, Mayor 
Quigg Newton 
wrote a congratu- 
latory letter to 
Charles O. Voigt, 
president of the 
Denver Safety 
Council, and Rob- 
ert G. Stovall jr., 
vice-president. 

“I feel that 
this is to a very 
large extent the 
result of your organization’s ac- 
tivities in the field of traffic 
safety,” the mayor said. 

For his untiring efforts to make 
his home city and home state a 
safer place to live in, AUTOMOTIVE 
News has chosen Stovall as De- 
cember’s dealer of the month. 

* * * 


G'TOVALL is vice-president of 
Stovall Motor Co. (Ford). In 
1950 he participated in organizing 
the Denver chapter of the National 
Safety Council and then became its 
vice-president. 
In 1952, Stovall was named presi- 
dent of the chapter. 

For the past two years he was 
chairman of the Colorado division 
of the Inter- Industry Highway 
Safety Council, chairman of the 


R. G. Stovall 





Minnesota Dealers 
Vow Cooperation 
In Safety Study 


Herman Miller, past president of 
the Minnesota Automobile Dealers 
Assn., has pledged the association’s 
consideration of the Minnesota 
Highway Study Commission find- 
ings and recommendations. 

The 28-man commission was di- 
rected by the 1953 Legislature to 
study: 

1. The extent to which new con- 
struction and additional mainte- 
nance of highways, roads and 
streets is needed. 

2. Whether highway taxes should | 
be increased; who should pay the | 





additional taxes, if needed; and 
what divisions of government 
(state, counties, townships. or | 


municipalities) should receive more | 
highway-user revenue to build and | 
maintain roads. 

3. How to improve intergovern- 
mental relationships to increase ef- | 
ficiency of administrations, con- 
struction and maintenance. 

4, All other matters pertaining to | 
highways, including use of high- 
ways by trucks and buses. 

Although emphasizing the para- 
mount issue of safety, Miller also 
noted that the average auto in 1946 
was driven 9,942 miles annually; in 
1951, the average was 8,900, a 10 
percent reduction. 

Adequate highways, he stated, 
will tend to reverse this trend, an 
economic factor of great im- 
portance to the car and truck 
dealer. 


Radar Defended 


Device Accurate, Engineers | 
Tell Buffalo Court 


Radar speed checks are accurate, 
two engineers told Buffalo City 
Court, but one of them admitted 
the device may vary two miles an 
hour on either side of the speed 
recorded. | 

The engineers testified as the | 
first test case to determine the 
legality of the speed system opened. 

The engineers are John L. 
Barker,, of Automatic Signal 
Eastern Industries, Inc., East Nor- 
walk, Conn., and L. P. Harris, of 
the Stromberg-Carlson radio di- 
vision, Rochester. 

The action was brought by Mrs. 
Anna K. Offermann, of Eggerts- | 
ville. She was found guilty of 
speeding 41 miles an hour. The 
conviction was reversed by a higher 
court and a new trial ordered. | 


safety committee of the Colorado 
Automobile Dealers Assn., and 
chairman of the safety commit- 
tee of the Denver Automobile 

Dealers Assn. 

The main efforts of the dealer 
groups were directed at modern- 
izing the traffic code. These groups 
joined forces with others to de- 
velop a vehicle inspection law, and 
saw their efforts crowned when the 
State Legislature in its last session 
approved this law. 

2 * aa 
SKED what he considers most 
essential in conducting a safety 


campaign, Stovall names public en- | 


thusiasm as the first requirement. 

Enlistment of the support of 
all public communication media 
also is considered essential by 
Stovall. He seeks coordination of 
all activities with the objectives 
of official bodies and a broad 









educational program to convince 
the public of the necessity of the 
measures proposed. 

| Uniformity of traffic and highway 
| regulations and signs, intensified 
| highway modernization and intensi- 
| fication of vehicle and driver ex- 
| amination, in Stovall’s opinion, 
| would contribute immensely to 
| greater safety. 


| 
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“| would be prohibitive, he said. 


Public Held Cool 
To Safety Belts 


An apathetic reaction of the 
public to safety belts in automo- 
biles, which might save lives in 
traffic accidents, is the main 
stumbling block to their instal- 
lation, according to Canadian auto 
officials. 

Roy Beattie, district manager of 
the Ford and Monarch division of 
Ford Motor Co. of Canada, Ltd., 
Toronto, said he believed the belts 
would have to be built into the 
seats when the autos were as- 
sembled and could not be optional. 

If optional, and put into only a 
limited number of cars, their cost 


In Oshawa, Tom _ Elliott, of 
| General Motors Products of Cana- 
da, Ltd., said GM would not con- 
sider safety belts until there is a 
general demand for them, He 
added that the company is work- 
ing on other safety features, how- 
ever. 





C. R. Gall, general sales man-| 





ager of Hudson Motors of Canada, | 
Ltd., Tilbury, said his company ' 


triple-rich Greater 


trip the trigger! 


de ie 


oe 





Take your choice—it's 
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features safety belts in the sports 
model Italia as standard equipment. 
* * +. 


Braxton Elected 


N. C. Braxton, of Braxton Motor 
Sales, Inc., Whiteville, N. C., was 
elected president of the Columbus 
County Safety Council. He also is 
a member of the five-man safety 
committee of the North Carolina 


Automobile Dealers Assn, 
* * s 


H & S Shorts 


The New Jersey Turnpike Au- 
thority has received initial bids for 
construction work on the Newark 
Bay-Hudson County extension ... 
The Traffic Accident Investigator’s 
Manual, a 285-page textbook, has 
been published by the Traffic 
Institute of Northwestern Univer- 
sity. 

Florida traffic fatalities through 
the end of November totaled 821, 
compared with 792 the previous 
year ... Kentucky State police 

have been experimenting with 
safety belts and probably will 
equip many patrol cars with 
them. 

A record budget of $205,110,000 
for highway construction was 
adopted by the California State 
Highway commission. 





Train your sales sights on the 


Philadelphia Market— 


then let The Evening Bulletin 


In the Greater Philadelphia Market 
The Evening Bulletin is the daily 
newspaper with the largest circulation 


*Sometimes called “Delaware Valley,” 
“The Workshop of the World,” and 
“The New Eastern Industrial Metropolis.” 


still the 


Greater Philadelphia Market and 
The Evening Bulletin is the daily 
newspaper with the largest circulation. 





BULL’S-EYE | 
PHILADELPHIA CITY 


(1 county) 


47%, of population 
51% of retail sales 


40%, of new capital expenditures 


The Evening Bulletin is 


newspaper with the largest 
circulation—read by 72% of families 


BULL’S-EYE #9 


PHILADELPHIA METROPOLITAN AREA 


(8 counties) 


83% of population 
80%, of retail sales 


the daily 


87% of new capital expenditures 


The Evening Bulletin is the daily 
newspaper with the largest 
circulation—read by 62% of families 


BULL’S-EYE #3 


PHILADELPHIA 


(14 counties) 


TRADING AREA 


100% of population 
100% of retail sales 


In Philadelphia nearly everybody reads The Bulletin 


Advertising Offices: Philadelphia, Filbert and Juniper Sts.; New York, 285 Madison Ave.; Chicago, 520 North Michigan Ave. 
Representatives: Sawyer Ferguson Walker Company in Detroit * Atlanta * Los Angeles * San Francisco 


100% of new capital expenditures 


The Evening Bulletin is the daily 
newspaper with the largest 
circulation—read by 55°% of families 
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Horsepower Boosted . . . 
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‘04 Pontiac Line Led 
By Star Chief Series 


What's New: 


Addition of Star Ohief models, which 


models 
electric lifts for front windows. 
* s + 

INTIAC, which introduced its 

1954 models in showrooms Fri- 
day (Dec. 18), has brought out a 
new series, the Star Chief. Four 
models are offered in the new 
series, and all are 11*inches longer 
than other Pontiac models, 

On all 1954 Pontiacs the grilles, 
silver streaks and side mouldings 
have been redesigned. 

With its new models, Pontiac 
returns to Hydra- Matic, after 

+. 


sas 


using Powerglide since shortly 
after the Aug. 12 transmission- 
plant fire. 

The Pontiac straight-eight engine 
with 7.7 to 1 compression ratio 
and Hydra-Matic has been boosted 
from 122 to 127 horsepower, and 
from 118 to 122 with Synchromesh. 
The eight is equipped with a new 
carburetor and intake manifold, a 
new current and voltage regulator, 
and a new spark plug and ignition 
coil mounting. 

+ * * 
= six-cylinder engine has the 
same horsepower as last year, 
118 with Hydra-Matic and 115 with 
Synchromesh, The six has a new 
regulator, new distributor and 
valves with improved durability. 
Wheelbases of the Star Chiefs 
* 


Pontiac's Convertible for '54— 


The Star Chief is the only series which carries a convertible. Exterior colors avail- 
able for this model are green, blue, red and black in combination with ivory as an 
interior trim. Wire-wheel discs are optional. 


Front-Mounted Air Conditioning— 


The air-conditioning system offered as optional equipment on 1954 Pontiacs with 
eight-cylinder engines is front-mounted. The compressor is installed on the top right- 
hand corner of the cylinder block, and the condenser is ahead of the radiator be- 
hind the grille. The evaporator is placed under the top surface of the right fender 
back of the front wheel opening. Outside air enters at the right side of the engine 
through a duct which is divided near its center so that, by movement of the controls 
on the instrument panel, it is possible to mix incoming uncooled air with that cooled 
by the evaporator for a wide range of temperature control. Cooled air enters the 
car through outlets at each end of the instrument panel. 


_— 


From Pontiac's Lowest-Priced Line— 


The Special series includes this four-door sedan, plus a two-door, three-seat station 


wagon and two-seat station wagon. 


More Horsepower on Eight-Cylinder Models— 


Pontiac has stepped up the straight-eight from 122 to 127 with Hydra-Matic, and 
from 118 to 122 with Synchromesh. The six remains at 118 with Hydra-Matic and| bring cars from Flint. 


115 with Synchromesh. 


are 124 inches, compared with 122 
on other Pontiacs. Overall length 
of the Star Chiefs is 213.7 inches. 

The four models available in the 
new series are the Custom Catalina, 
Custom four-door, Deluxe converti- 
ble and Deluxe four-door. All are 
identifiable by three chrome stars 
on the rear fender fin, a chrome 
moulding which blends with large 
tail lights, and a special trunk lid 
moulding. 

The Custom four-door also 
features a chrome plaque behind 
the rear venti-panes and chrome 
mouldings over the side windows. 

Custom models are available in 
Biloxi beige, coral red or maize 
yellow as complete body colors or 
in combination with winter white, 
when the white is used as an upper 
color only. 

+ * 

ARMONIZING color schemes 

are used in the Custom model 
interiors which combine a star 
pattern nylon upholstery material 
with top-grain ivory-colored leather 
or, in the case of the Catalina, all- 
leather upholstery may be obtained 
also. Door trim is augmented by 
chrome mouldings; headlining is 
of light-colored coated fabric on 
the Catalina and of harmonizing 
colored cloth in the Custom four- 
door. The deep-pile carpeting is of 
a complementing shade. 

he Deluxe convertible, only 
convertible available in the Pon- 
tiac line for 1954, is offered in a 
full range of regular Pontiac ex- 
terior colors with an option of 
green, blue, red and black in com- 
bination with ivory as an interior 
trim. Seat cushions and seat-back 

upholstery are of Morrokide, a 

pliable coated fabric with elastic 

properties, 

The Deluxe four-door is also 
available in the full exterior color 
line, with grey, blue or green in- 
teriors of nylon fabric combined 
with harmonizing novelty weave 
cloth. 

e * * 

N ADDITION to the four models 

offered in the Star Chief series, 
Pontiac for ’54 offers nine other 
models in the Custom, Deluxe and 


360 Positions— 

This is the operating mechanism of 
Pontiac's Comfort Control front seat, 
which offers 360 different positions. The 
knob in the center at the bottom of the 
picture controls the backward and forward 
motion of the seat. The two flanking 
levers, combined with body movement, 
control the tilt of the seat and may be 
used to raise and lower it. 

+ * * 


Special series, with eight or six- 
cylinder engines. These include the 
Custom and Deluxe Catalina, two- 
door and four-door sedans and 
station wagons. 

The Custom Catalina will be 
available in the same beige, red 
and yellow colors, combined with 
white if desired, that are offered 
for the Star Chief series Custom 
models. For the others, 10 basic 
colors are available and seven 
two-tone combinations, except for 
the Special Station Wagons, for 
which 13 colors are offered. 


The silver streak on the trunk | 


compartment in these lines is 
narrower and composed of four 
thin chrome strips instead of five, 


as on the Star Chief Series; there | 


is a new rear deck handle, a new 
medallion on the deck lid and on 
the rear fenders. 

Interiors feature patterned nylon 


Golden Anniversary 


Hengesbaugh’s 50-Year Career Dramatized 
At Employe’s Dinner Party 


ELYRIA, O.—Joseph J. Henges- 
baugh was honored for his 50 years 
in the auto industry at the annual 
dinner party of the employes of 
Elco Chevrolet Co. and Economy 
Cadillac-Oldsmobile Co. 

Hengesbaugh, president of Elco 
and vice - president of Economy, 
was presented with a bound vol- 

ume of messages from his friends 
and former associates, A slide 
film and recorded dramatization 
of Hengesbaugh’s career was 
shown at the dinner. 

Born in 1888, Hengesbaugh’s fiirst 
job was at the Olds Motor Works 
in Lansing, where he was a mes- 
senger boy for the chief engine 
tester. He recalls that “each engine 
had to test out at 25 MPH.” 

For a few months in 1907 
Hengesbaugh was a garage me- 
chanic in Cleveland. Later the same 
year he became proprietor of the 
Reliable Auto Co., Ashtabula, O., 
which sold “bicycles, automobiles 
and supplies at New York and 
Chicago prices.” The firm concur- 
rently sold Buicks, Cadillacs, Max- 
wells, Jacksons, Carters, Regals 
and Elmores. 

In 1913 Hengesbaugh became a 
salesman for Willys Overland in 
Cleveland. Three years later he 
and S. Damonkas organized 
Buckeye Motor Sales Co. (Chev- 
rolet) in Cleveland. 

Hengesbaugh, Damonkas and 
Louis Charvoz bought a Chevrolet 
dealership in Cleveland in 1921, 
naming it “Economy Chevrolet 
Sales Co.” 

The next year he opened what is 
believed to be the world’s first auto 
dealers accessories store, carrying 
a $45,000 inventory. 

An active, pensive man, 
Hengesbaugh introduced a num- 
ber of innovations during the 
20s. Among these were: 

1, The plan: “Buy a Chevrolet— 
$5 down.” 

2. A plan whereby customers were 
paid 4 percent interest on money 
deposited toward the purchase of 
a@ new car. 

3. He chartered lake boats to 


4. He hired a company to can- 


vass every home in Cleveland for 
auto prospects. 

In. 1923 he set a national Chev- 
rolet sales record, selling 3,600 
Chevrolets retail and 7,000 whole- 
sale. 

This same year, with Damonkas 
and E. Hawkins, Hengesbaugh or- 
ganized Hawkins Motor Sales 
(Chevrolet) in Lorain, O. This 
three-way partnership continues 
today. 

Between 1927 and 1933 he organ- 
ized or helped to organize Chevro- 
let dealerships in Cleveland, 
Barberton, O., Elyria and Alliance, 
O.; Oldsmobile dealerships in 
Elyria, Lorain and Canton, O.; a 
Pontiac dealership in Cleveland, 
and two Willys Overland dealer- 
ships in Cleveland. 

In the years following he 
liquidated most of his dealerships 
and began working with a num- 
ber of auto makers in the de- 
velopment of policies for sales 
merchandising, service and fac- 
tory-dealer-customer relations. 

Today Hengesbaugh is still active 
in the management of Elco, Econ- 
omy and Hawkins. 
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combined with gabardine for the 
Deluxe sedan models, while the 
Deluxe Catalina uses a patterned 
nylon cloth combined with Morro- 
kide. The Special sedan models 
combine a durable novelty-weave 
cloth and a coated fabric with 
elastic qualities. 
* s * 


a wagons are offered in 
the two-seat Deluxe model, with 
the second seat folding flat for 
maximum carrying capacity, while 
the Special is offered in two (fold- 
ing second seat) and three - seat 
models, Interiors have new styling 
using red or green combined with 
ivory Morrokide on the Deluxe 
station wagon while green and 
beige coated fabric is used on the 
Special station wagon. 


An expanded line of optional 
accessories is offered this year, 
including power brakes, Comfort 
Control front seat with a tilt-or- 
raise feature, automatic electric 
window lifts for front doors, 
instrument panel safety cushion, 
air conditioning for eight-cylinder 
models, power steering, and 

Hydra-Matic. 


Cars in the new Star Chief series 
|are longer than the 1953 Packard 
Clipper (213.1 inches) and _ the 
Chrysler New Yorker (211 inches). 


+ * + 


Mec of the extra length of the 
Star Chief models is given over 
|to increased luggage capacity, as 
much as 41 percent more than in 
the Chieftain models. 


The Star Chief series, with its 
longer wheelbase and longer body, 
|presented some suspension 
| problems to Pontiac engineers. 


Longer rear springs were re- 
quired for the new frame, which 
would give a softer ride but 
which might make the car have 
a tendency to sway on the high- 
way at higher speeds. 

After considerable study, the 
engineers obtained the proper 
| balance between these two factors 
| by installing rear springs which 
are two inches longer than those 
used on the shorter wheelbase Pon- 
tiacs, but which have six leaves 
instead of five for added firmness 
and durability. 

= * a 


IR-CONDITIONING is offered 

for the first time as an optional 

accessory on all eight-cylinder Pon- 
tiacs. 


With the entire unit located near 
or within the engine compartment, 
this new system feeds cooled out- 
side air into the car through dis- 
tributing ducts located forward of 
the front seat. The cooled air is 
not recirculated and is always 
clean. Operation is by a control 
panel located above the heater con- 
trols on the instrument panel. 


Outside air for ventilation and 
cooling is brouhgt in through a 
duct at the front of the car 
which is equipped with a blower 
for forced ventilation if desired. 

Pontiac’s new Comfort Control 
seat, which is offered in the 1954 
lines as an optional accessory, has 
360 different front-seat positions. 
The new seat may be tilted for- 
ward or back, up and down and 
moved fore and aft. There are 36 
tilt combinations which, when com- 
bined with 10 forward and back- 
ward positions, makes possible a 
total of 360 different seat positions. 
The seat is controlled by two addi- 
tional levers, one on each side of 
the conventional seat moving knob. 
| Operation of this new seat, which 
is a factory-installed accessory, is 


entirely mechanical. 
7 > s 








Padded, Quilted Effect Featured— 


Interiors of the Star Chief convertible have seat cushions and seat-back upholstery 
of Morrokide, a pliable coated fabric with elastic properties. 
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Lesson for Dealers Under NADA Big Top... 





Shop Show All Set 


— NADA equipment exposition 


to be held in Miami Jan. 9-14: 


during the annual dealers’ con- 
vention is again a sellout with ap- 


proximately 80 exhibitors taking | 


over every bit of space in the big 
tent that will house the show. 

The tent will be next to the 
Municipal Auditorium, where all 
clinics and dealer meetings will 
be held, as it was four years ago 
when NADA held its convention 
at Miami Beach. 

Service clinics under the di- 
rection of C. P. Williams, noted 
service authority, will be held both 
Saturday and Sunday afternoons, 
Jan. 9 and 10, and will be open to 
anyone in the trade. 

One clinic of special importance 
to dealers is that having to do with 
“making the most of your service 
facilities.” This clinic, to be moder- 
ated by Williams, has on the panel 
a group of outstanding service 
managers including Ray Hammick, 
McCahey Motor Co.; L. Hetch, Un- 
ger Buick Co.; Frank Marshall, 
Nash Miami Motors, and Robert 
Mutz, Sam Henay, Ince. all of 
Miami. 

The other service clinic will be 
composed of dealers from Southern 


MEWA Gets Plea 
For Standards in 
Brake-Drum Jobs 


HICAGO. — A plea for industry | 


standards on brake-drum turn- 
down that will take the decision 
out of the hands of the shop me- 
chanic was made to members at- 
tending the Motor & Equipment 
Wholesalers Assn. meeting here. 
Jack Creamer, president of 
Wheels, Inc., pointed out with 
charts and _ photographs the 
dangers of the present practice 
where the mechanic is virtually 
the sole arbiter of how much 
metal can be taken off from a 
brake drum in truing it before 
the drum is so weakened that it 
becomes dangerous to use. 
Manufacturers of wheel -truing 
equipment admit that there are no 
standards set by the Society of 
Automotive Engineers or any other 
all-industry body, and that they 
can only publish suggested limits 
(See BRAKE-DRUM, Page 36, Col. 5) 
aa a am 





Thin Drums Perilous— 


Brake drums that are machined down to 
unsafe limits in the operation of removing 
score marks are potential killers, claim 
wheel and rim authorities. This drum shows 
the result of taking too much metal off in 


the truing operation. Industry standards 
are being asked to take the guesswork out 
of this shop practice. 


California, New York City, Minne- 
sota and Texas. 
* a . 


‘eo theme of the equipment ex- 
hibition will be how the dealer 
can get the greatest use and profit 
|from the shop equipment and tools 
he now has. 

It is felt that many dealers 
could increase their service 
profits, as well as their sale of 
parts and other “over-counter” 
items, if they would fully utilize 
facilities they now have. 

H. Bertram Lewis, who “master- 
minds” for a group of bankers on 
automotive problems, recently said, 


“If.I were a dealer in 1954 I would 
realize that before the year ends, 
the men and the boys in the auto- 
mobile business will probably be 
completely separated, with the men 
still operating profitable dealer- 
ships and the boys taking work 
when they can find it.” 


He continues, “If I were a dealer 
in 1954 I would put my shop in a 
position to earn every penny of 
gross profit that good layout, up- 
to- the - minute equipment, expert 
management, skillful, loyal person- 
nel and unremitting sales pro- 
motion can produce. I would as- 

(Continued on Page 33, Col. 1) 





12-Point Voltage System 
Seen Proving Mettle 


— its first year of operation;system, but at the present time, 
in the industry, it appears that | they are not universally necessary. 


the 12-volt ignition system is here 
to stay. 


A check with factory service | 


managers found that the higher 
voltage system is doing the job 
for which it was designed, and 
is offering the dealer little service 
trouble, 
At the 
cars equipped with 12-volt systems 
had been produced this year. This 
represents 11.85 percent of total 
car production in the 10 months. 
* x * 
OUR makers have “gone 12-volt” 
this year. Cadillac and Oldsmo- 
bile have equipped their entire pro- 
duction with the hotter spark, 


its Crown Imperial models with 12- 
volt ignitions. 

Only one of the four service 
managers contacted had a word 
of caution to dealership service 
managers and customers. 


Elmer Kohl, Oldsmobile service 
manager, pointed out that it is 





* * * 


i IS_ possible, 


of charge that the battery water 
can freeze, and yet start the 
engine without apparent difficulty. 


With a six-volt system, Kohl 
said, a battery will fail to start 
the engine long before it is run 
down enough to freeze. He 
pointed out that this hardly con- 
stituted a criticism of the 12-volt 
system, but that it was some- 
thing for customers and dealers 
alike to watch carefully. 


However, Kohl said he is pleased | 


with the results of using the hotter 


necessary to keep careful check on | 
battery charge during the winter. |; 


he said, for a| 
battery to be in such a low state! 


spark system, as did George Otto) 
at Cadillac, E. J. Krause at Buick, | 


and E. E. Huddleston at Chrysler. 


* * * 


io SHOULD be pointed out, auto} 
engineers state, that the 12-volt | 
|department revenues as the auto 
necessarily improves the perform-| sales market becomes more com- 
ance of any car. They are careful petitive, and are making studies 
to add that as yet, some cars do on profits from shop equipment to 
| determine whether they are receiv- 


system is not an accessory that 


not require a 12-volt system. 


Primarily, the 12-volt system is 
advantageous to cars that are 
carrying a heavy load of elec- 
trical accessories and which 
therefore need the reserve capac- 
ity, and for the higher com- 
pression engines, when the hotter 
spark aids in igniting the more 
highly compressed gases. 


| 
| 


end of October, 638,000; 


Buick has so equipped all its V-8) 
models, and Chrysler- has provided | 





x * 


ELCO-REMY division of Gener- 

al Motors is the producer of 
the 12-volt systems for Oldsmobile, 
|Cadillac and Buick. In a recent 
|address to the Society of Automo- 
(Continued on Page 36, Col. 3) 








Dave G. Gannon (seated, left), service 


| president of the Assn. of Southern California Parts and Service Managers. 
| Tipton (seated, right) was named secretary- -treasurer. 


{mericas Motor Vehicles 
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_ bearings in the squirrel 
cages, which we in automotive 
reporting fraternity have to tread 
these days, are smoking hot. The 
bearings in mine, I know, are about 
to freeze and would throw me on 
my face, I am sure, if it wasn’t that 


up and will give them a chance to 
cool off a little before the NADA 
convention. 

Added to the heavier than usual 
round of previews, dinners and 
announeement meetings of all 
types, a new version of ASI was 
thrown at us earlier this month. 
This year the three associations 
had booth conferences, but instead 
of holding them in hotel rooms 
around the loop in Chicago, they 
took over the north wing at the 
Navy Pier and filled the place. 

While covering the booth deal 
did not seem to be as tiring as 
when ASI has one of its regular 
product shows, the floor of the 
Pier is just as hard, and the half- 
mile stretch out into Lake Michi- 
gan doesn’t get any shorter. 

We had heard rumblings that this 
“enmasse” conference deal was not 








| Southern Calif. Parts Men Elect— 


manager of Casade Cadillac, is the new 
Clyde 
Servicemen of Cadillac's Los 


| Angeles branch elected to the group's advisory committee were (from left) W. E. 


|Keane, general service manager; S$. L. Quisenberry, wholesale parts and service 


manager, and T. L. Tucker, parts manager. Willard W. Comstock, service manager 


| of Rubidoux Motor Co., became sergeant- 


-at- -arms. 


| the Christmas holidays are coming | 


| looked upon with favor, even by a 
number of the firms who had taken 
space for the two-day affair. 

+ + oa 


Once Every Three? 


UT a check among the exhibi- 

tors, or space holders, late in 
the afternoon of the first day indi- 
cated that every one was agreeably 
surprised at the attendance and the 
amount of “business-talking” that 
had been accomplished. The ma- 
jority of the booth holders that I 
talked to were emphatic in their 
belief that this type of conference 





‘Send Us Salesmen,’' 


Santa's Asked 
Dear Santa: 


If you have any of the pre- 
war models of salesmen left 
over, please send us a few. 

The new ones don’t work so 
well. 

When you wind the new ones 
up to get them started, they 
seem to travel in circles. 

They don’t stay going long. 

The little recording device in- 
side seems to be broken, It 
doesn’t sound very real; it keeps 
saying that business has gone 
to hell, Santa, and something 
about competition being tough. 

The old ones, Santa, really 
kept going when you wound 
them up. They marched off in 
a gay and friendly manner. 
Their task of toiling seemed to 
be a light one. Everyone en- 
joyed them, 

We could listen to them talk 
and share the confident message 
that they told. They surely were 
nice to have around, and folks 
would say nice things about 
them all the time. 

Please, Santa, if you have a 
few left over, send us some, 
’cause we sure could use them 
in 1954 and for years to come. 

Yours, 
Automotive Industry 

With apologies to Automotive 

& Marine Products Co. 





might well be the answer to the 
by-annual “headache” product 
show. 

I really don’t ever expect to 
see that happen, however, for 
there is no substitute for showing 
the actual merchandise, especially 
when a firm is announcing a new 
product. But I well can visualize 

(Continued on Page 31, Col. 1) 


Shop Facilities Face Challenge 


By Sam Sampson 
Staff Writer 
| | greek dealers are beginning to 
take a closer look at service 


ing a reasonable return on their 
investment. 


Service absorption is becoming 
increasingly important, and alert 
service managers have moved out 
boldly with new programs to in- 
crease both size and quality of 
service operations. 


An Avtomotive News check of 


There may be a time in the near|such operators found that a sur- 


future, 


engineers say, when all| prisingly large number of the serv- 
cars will benefit from the hotter|ice managers were willing to pass 


along their experiences so far, stat- 
ing that better quality service is 
the healthiest movement that the 
industry can foster at the present 
time. 

They report that there is seem- 
ingly no end to the potential for 
good service today, and that order 
| writers are making a genuine con- 
| tribution to the customer and the 
dealer when they point out addi- 
tional repair items needing atten- 
| tion. 

. = . 


Au of the service managers con- 


tacted said they felt that qual- | 


New Products 


Page 32 








ity work was the key to getting in 
line for competitive operations. 

A service manager for one of 
the larger Detroit Ford dealer- 
ships said that, according to 
figures developed from the com- 
pany’s own operations, it cost $16 
to bring a new service customer 
into the shop. 

But this cost is saved, he pointed 
| out, when a return customer is 
| created, Customers will return 
without price inducements if they 
receive satisfactory service the first 
time they’ call. 

* * > 
MAN UFACTURERS and jobbers 
are also faced with a problem 
of training mechanics in dealer 
shops to operate equipment and 
(Continued on Page 30, Col. 1) 
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Profits Hing e on Full Use of Equipment rt 


Shop Facilities Face Challenge 


(Centinued from Page 29) 


tools properly. Most manufacturers 
are realizing that the dealer is in- 
terested in the equipment only as 
it is able to produce profits for 
him, If the machine or tool is in- 
operative, or not used by the me- 
chanics for some reason, the 
original investment is being wasted, 
and the dealer is losing potential 
profits, 

Some of the equipment manu- 
facturers have introduced mer- 
chandising plans where the job- 
ber is paid only one-half of his 
sales commission until he pro- 
vides an affidavit stating that he 
has instructed at least one mem- 
ber of the shop in the proper use 
of the machine, 

Other manufacturers are endeav- 
oring to do a better job with serv- 
ice and operation manuals which 
explain the workings of the equip- 
ment to anyone capable of reading 
and looking at pictures. It is felt 


in many quarters, however, that 



















FOR FULL FLOW 
FILTRATION 


POROSITE 


Aspecially treated, 


trant im- 
proved filtering 
characteristics 


a high flow-rate. 
POROSITE more 
than meets engine 
manufacturers’ 


the surface has only been scratched 
in providing adequate operation 
manuals, 
+ + * 

OBBERS reply to the manufac- 

turer that it is not enough that 
they train only one man in the 
shop to operate the equipment. 





Michigan U. C. Dealers 


Stage Benefit Party 


DETROIT.—Approximately 700 
persons attended the sixth annual 
Christmas party of the Michigan 
Used Car Dealers Assn. at De- 
troit’s Latin Quarter. Herb Cal- 
fin, of C & M Motor Sales, is 
president of the organization. 

Part of the party’s proceeds 
were used to purchase 200 boxes 
of candy, which were distributed 
to polio-stricken and tubercular 
children at Herman Kiefer Hospi- 
tal by Betty Maye Allen, a singer 
at the party. 
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They contend that with the present 
high turnover of mechanics, it is 
easily possible that the trained man 
may leave the dealer and they once 
again are called on to train another 
man. 


They claim that the cost of pro- 
viding instructors in the field eats 
away a high percentage of the 
| profits gained in selling the 
| equipment, They also say they 
feel they cannot charge the 
dealer for training the second 
man, 

Many observers in the field state 
that dealers might better pay the 
jobber for training a second man 
rather than leave the equipment 
| inoperative. They believe that it is 
the dealer’s responsibility to pay 
for the training of the second man 
inasmuch as the equipment is of 
no value to him if it is not produc- 
ing revenue. 

It is generally thought that deal- 
ers would not object to paying the 

jobber a reasonable fee for train- 





ratory proof! 


G fe again WIX Oil Filter Cartridges prove 
their superior performance with — 
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| 
|ing and service facilities if these 
could be provided quickly. Such an 
arrangement would iron out one of 
the chief problems of jobber-dealer 
relations, it is felt. 
* * + 


bas immediate problem of the 
dealer, however, is to utilize 
each piece of equipment in the 
shop so that it will produce a rea- 
sonable profit return on his invest- 
| ment. 

During recent talks with sev- 
eral service managers who are 
doing an outstanding job in this 
phase of service operations, at 
least three ideas for equipment 
utilization were suggested that 
would apply to almost any size 
dealership. In each case, the ideas 
were connected with some other 
goal for service operations and 
the two worked out together. 

In one instance, Hodges Auto 
Sales (Dodge-Plymouth), Ferndale, 
Mich., is interested in attracting 
new customers as well as getting 
fuller profit potential from shop 


equipment. 


ROM the service records, volume 
for all equipment is determined. 
The piece of equipment that is 
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being used least is considered rip¢ 
for a “service special.” 


the 
potential of the equipment, such 
a “special” often makes the 
order writer conscious of the 
item and he will continue to pro- 
mote it for several weeks after- 
ward, 


George Mason, general manager 
of Hodges, said that this approach 
is working out quite satisfactorily. 
He said that one of the dealer 
service aims should be to push each 
service item during its “unseasonal” 
period as well as strictly seasona! 
promotions. 

* > s 


OE BOYER, service manager of 

Grand River Chevrolet, Detroit, 
said that the firm occasionally 
carried on special incentive pro- 
grams for its order writers to push 
a specific item. 


This method, Boyer said, is de- 
signed to keep a balanced flow of 
traffic through the larger service 
departments. When profits from 
one or more of the facilities in the 
shop begin to slip, a premium sys- 
tem for the order writers is put 
into effect until the operation has 
again reached a satisfactory level. 


Lester Mann, general manager of 
Al Long, Inc, (Ford), has a plan 
based on the belief that customers 
are not searching for cut-rate serv- 
ice, _ but for quality, dependable 
service. 

* so * 


“We ARE opposed to “specials” 
because we think that giving 
away any part of our potential 
profit is not good business,” Mann 
declared. 


He said that if a piece of shop 
equipment was found to be lagging 
in volume, customer contact men 
were told of the condition, and 
they watched more carefully for 
cars entering the shop that needed 
this special item. 

“We find,” he said, “that many 
of our customers depend on us 
to keep their car in proper op- 
erating condition, and if this is 
done, customer volume is suffici- 
ent to make a well-balanced shop 
maintain itself profitably without 
large-scale promotions and price- 
conscious advertising.” 

Mann said that he thought the 
industry was approaching a condi- 
tion where the customer is “dollar- 
conscious,” but not “dollar-tight.” 

He said that in his experience so 
far, he had found that customers 
were ready to spend money in 
maintaining their car if they could 
be sure that service would be satis- 
factorily done, and prove beneficial 
to them. 

2 2 a 


Most of the auto manufacturers 
are conscious of the problems 
facing dealer service departments. 
As miodern cars become more com- 
plex, service problems grow in pro- 
portion. 

At the same time, dealers are 
having greater difficulty in find- 
ing experienced and efficient me- 
chanics, Equipment and tools to 
aid the mechanic in getting his 
job done faster and better are be- 
coming increasingly important. 

It is felt by those close to the 
auto service industry that now is 
the time when the dealer must take 
a more active role in the manage- 
ment of his service department. No 
longer can everything be left up 
to the service manager, for there 
are factors that only the dealer 
can control. 


Today, many dealers and service 
managers are demanding higher 
quality work from their service 
personnel, but attitude and effici- 
ency of the mechanics must now be 
placed in the category of dealer 
control, for the service manager 
has a multitude of other problems 
which keep him busy. 





Titanium Locknuts 

Go Into Production 
UNION, N. J.—Elastic Stop Nut 

Corp. of America has announced 

that it is beginning production of 


the first commercially available 
titanium locknuts. 


The firm said the locknuts will 
meet AN tensile strength require- 
ments for steel nuts of the same 
thread size, but will weigh less than 
half as much. First production will 
; be of double-hex nuts, with nylon 
collars, in sizes from 5/16 to %. 
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Dealers Get Small End 





by Jack Weed 


(Continued from Page 29) 


that perhaps the three associa- 
tions might soon converge on 
similar booth deals for two years 
and a product show the third. 

Of course, as these booth deals 
were held, they no doubt would 
increase in importance as more 
and more manufacturers saw and 
heard what was accomplished by 
the “valiant few” who pioneered the 
first one—if you can call nearly 
300 firms a “valiant few.” 

The same thing has happened 
with the NADA Shop Equipment 
Exposition. That started out with 
a comparatively few semi-skeptics 
either taking space in the show 
that was held in the Chicago’s ol’ 
Stevens hotel, or had their jobbers 
take space. 


- * s 
All-Industry ‘Disease’ 
x. the NADA Shop Equipment 
show seems to be pretty well 
set among the manufacturers, who 
are serious about doing business 
with the franchised vehicle dealers. 

The same thing may happen with 
the Truck Equipment show that 
NADA is starting at Miami this 
year. The number of exhibitors at 
the first one may not be too large, 
but I'll bet that it’ll increase. 

Two things of paramount inter- 
est seemed to be on the minds of 
those exhibiting on the Pier. The 
first was trying to find some 
method of pricing so that the 
jobbers wouldn’t give away a 
part of their profits in this highly 
competitive market, and the other 
had to do with “who is going to 
merge or buy out who next.” 

Both questions seem to have a 
familiar ring in my ears. It just 
seems to me that somewhere, some 
time, I have heard the same things 
worried over by those who furnish 
the car and truck dealer with their 
vehicles and equipment. 

So maybe this spirit of being 
generous with profits is not con- 
fined to you vehicle dealers after 
all, and is a disease that has spread 
throughout the industry with the 
return of keen competition that so 
relatively few know how to handle. 

* * + 


Kyes Cites Savings 
ORE of the shindigs that kept 
me away from home every 
night for three solid weeks during 
this present squirrel cage spin, saw 
my friend, Roger Kyes, come out 
to Detroit Adcraft to speak on the 
Old Timers’ night banquet. 

While our dynamic deputy de- 
fense secretary took his hair down 
with his “home folks” and threw 
out a number of figures that illus- 
trated savings already made to the 
taxpayers since he and C. E. Wilson 
have been on the hot seat in Wash- 
ington, it wasn’t until I was talk- 
ing to him after the dinner that 
he made one statement that I be- 
lieved would have electrified his 
audience, if he had included it in 
his talk. 

I made the statement that the 
team of Kyes and Wilson must 
have saved the public around a 
billion dollars if I had added up 
correctly, and if my guesses at 
the savings not enumerated were 
anywhere near correct. He said I 
was very close, the actual known 
in savings to date by the “Mili- 
tary-civilian team” is just a little 
over one billion, one hundred and 
ten million dollars, To me that 
is just one H--- of a lot of 
money to save in 10 months by 
putting business methods of con- 
trol and systemizing into even 
the biggest spending end of gov- 
ernment. 

But that is the way this same 
Kyes showed a net profit in GMC 
truck’s operation the first year he 
was there as chief. He showed a 
very substantial profit by merely 
cutting out waste, 

- 


More Work to Do 


AND like GMC truck, the savings 
will keep on being made every 
year as long as the same amount 
of “business” is being done and the 
new systems are kept in operation. 
Of course, if we should have a 
change of administration and “grab- 
bag” politics again get in control, 
it might well happen that the first 
thing the “slap happy” boys would 
do would be to throw the close 
controls out of the window again. 
The job that Kyes and Wilson 
went to Washington to do is far 





from being done. When Kyes 

went to Washington he told me 

he thought he would only be 
there about a year. The other 
night I reminded him of that. 

His reply was, “Even a ham 
actor has to take an encore on 
occasion.” 

To me that only means that he 
doesn’t feel that the job is done, 
or even far enough along, so that 
he and Wilson feel confident that 
the “civilian-military” 
carry on with squeezing the slack 
out of the operational expense of 
running the military establishment. 
Neither he nor C. E. like to give 
up on a job until they are con- 
vinced that they have it thoroughly 
licked. 


+ x * 


Fournier Feted 
NOTHER one of the “rassels” I 
attended during the _ recent 
“squirrel cage” run was a dinner 
thrown to commemorate 35 years 


team can | 


Fournier, presently assistant 
service manager of the Lincoln- 
Mercury division. 

When I first knew Chris, he had 
just been jumped into the thank- 
less job of being assistant to Irving 
| Pierce, then service and parts man- 
ager of Ford Motor Co. I say 
“thankless” because at that period 
in Ford history, engineering and 
factory brass were in the throes 
of one of the most elaborate “buck 
passing” programs that the vehicle 
manufacturing end of the business 
ever witnessed. 

If anything went wrong in the 
field and service went to manage- 
ment to get the fault corrected, 
engineering would claim the de- 
sign was all right but the part 
wasn’t being installed right in as- 
sembly, and of course the factory 
would claim that if the part was 
properly designed there wouldn’t 
be any trouble in assembly. 

Chris rode the fence, accumu- 
lating piles of data on things that 
were costing Ford Motor Co. 
thousands of dollars to fix in the 





field, and which should have been 
corrected in production as soon as 
the trouble began to develop. 

The boys who dreamed up the 
deal for Chris had a good angle. 





of service with Ford by Chris 


They put on a “This Is Your Life” 
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Percent of Total Sales 





Auto Supply Store 
Car Dealer 
Tire Service Shop 


Mail Order 
Other 
Don’t Know 


Oll Filter 


The above figures, obtained in a recent survey by duPont, indicate 
that dealers are letting an over-whelming percentage of at least three 
good profit items drift from their shops to other types of retail sup- 


pliers. 


Inasmuch as a very large percentage of this business can be had 
by asking the motorist for the business, when the replacement need 
is apparent, the survey points up a real need for better selling on the 


part of the dealer contact men. 


program and really dug up the 
“dirt” on the world’s’ greatest 
singer of “Alouette” from the time 
he turned a string of box cars loose 
in his home town of Ludington, 
Mich., until the present. Even Fred 
Jones, of Oklahoma City, came in 
to add his bit of embarrassing his- 
tory to the recounting. 

I had to do a “double take” one 


meee) ate 
Pe MNS UMN Helle 
Certified Air Service”’ 


Center Ave. and Eighth St., Moorhead, Minn. says: 


“It’s the same idea as showing the oil dipstick. We show 
the actual gauge reading of a tire to our customers, ex- 
plain how our Certified Air Service helps them save tires 
and money, makes a car ride and steer easier. This way 


7” 


we turn ‘hoppers’ into ‘steadies’. 


Increase your business with good Air Service. Certify 
your Air Service by using the 8106B Trutest Special to 
check all gauging equipment weekly. Use and sell finest 
quality Schrader Products, and you will notice the dif- 
ference in your customers’ interest in all your services. 
Order the Replacement Valves, Valve Caps and Cores, 
Gauges and Airline Parts you need today! 


A. SCHRADER’S SON 
Division of Scovill Manufacturing Company, Incorporated 
470 Vanderbilt Avenue, Brooklyn 38, N. Y. 


REG, U.S, PAT. CFF 





This is what Nathaniel H. Walton, owner-operator of Walton’s Service Station, 


FIRST NAME 







7750T Handy pencil- 
type Tire Gauge 
for—"‘dipstick 
approach”. 


Complete sets of 5 
Replacement Cores 
and Caps. Display and 
sell them to motorists 
for the best protection 
of air in tires. 


IN TIRE VALVES 





night in order to add my bit to the 
appreciation dinner thrown by Roy 
Freuhauf to Walter Carey for do- 
ing such an outstanding job of 
presidenting ATA and MTA 
through some of their most trying 
years. Roy threw the party for 
Walt the same night that Roger 
Kyes spoke at Adcraft. 


5050 easy-to-read, 
accurate glove com- 
partment Tire Gauges. 
Sell ‘em to smart mo- 
torists. 


FOR ORIGINAL EQUIPMENT AND REPLACEMENT 
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PARTS WASHER—This unit replaces the 
pan-and-brush style washing used by the 
average mechanic. Its idler coolant pump 
delivers a continuous flow of heavy or 
light coolant fluids. Adjustable valve per- 
mits any desired flow, according to G & S 
Mfg. Co., 2824 E. Washington St., Phoe- 
nix, Ariz. 





WHEEL RINGS—These chromium wheel 
rings will go on sale Jan. 15. Model T-15 
fits most 15-inch wheels, and T-16 most 16- 
inch wheels. The rings feature triple plate 
and positive locking, says Calnevar Co., 
1124 S. Beverly Drive, los Angeles 5, 
Calif. 





WHEEL ALIGNMENT — The Dyn-A-Lyzer 
is said to facilitate wheel alignment by a 
new rear-wheel instrument bar which 
clamps directly to the rim for positioning 
of the rear-wheel mirror and target. Man- 
bee Equipment Division, 185 N. Wabash 


Ave., Chicago 1, Ill. 
* * ® 





FOREIGN-CAR PLAQUE—This British 
Union Jack plaque is designed to dress up 
imported cars. Its background is red and 
blue, and it is made of rustproof zinc 
alloy. It features dual-purpose mounting 
brackets for hood or license-plate installa- 
tion. Woodberry, P. O. Box 1012, Coral 
Gables, Fia. 


Gar Wood Hoists Permit 
70-Degree Dump Angles 


Two new arm-type hydraulic 
truck hoists, which permit 70-de- 
gree dump angles, haye been intro- 
duced by Gar Wood Industries, 
Inc., Wayne, Mich. The firm’s divi- 
sions in Wayne, Mich., and Rich- 





mond, Calif., will manufacture the 
new models. 

The new hoists, suitable for 25 
and 30-ton payload capacities, have 
Clevite-type bushings on all pivot 
points and cylinders that open at 
both ends, assuring maximum serv- 
iceability and long, trouble-free per- 
formance, the company says. 

* * . 


DATA ON REFUSE BODY —A catalog, 
“How to Slash Refuse Collection Costs with 
the St. Paul Pox-all,” explains the oper- 
ations of the unit. St. Paul Hydraulic Hoist, 
Customer Service Department, Wayne, 
Mich. 

*s ¢ 6 
Pull Clamps for Porto-Power 


Offered by Blackhawk 

New pull clamp attachments 
which provide lighter, faster, more 
compact pulling assemblies for auto 


body.repair and reconditioning 3 


with Porto-Power have been an- 
nounced by Blackhawk Mfg. Co., 
Milwaukee 46, Wis. 

A pull clamp with forged jaws 
gives a positive grip for pulling out 
damage in sheet metal panels. 
Chains are eliminated. The clamp 
has adjustable jaws that reach over 
beaded edges or fender moldings. 
With other Porto-Power attach- 
ments they can be used for pulling 
over a high crown or concave sur- 
faced body panels. 

a * 
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Abend 


NEUTRALIZING DRAIN PLUG—The Mag- 
na Power anti-acid plug is a crank-case 
drain plug fitted with a rod of magnesium 
alloy. Acids, as they are formed, attack 
this alloy in preference to other metal 
parts and are themselves neutralized in 
the process, according to Johns Mfg. Co., 
Dunellen, N. J. 
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HOT-SPRAY HEATER — The Powermastic 
is the newest addition to the Spee-Flo line 
of protective finish heaters. Heavy asphalt- 
um and mastic materials, the maker says, 
may be sprayed smoothly, unaffected by 
cold weather. The material is pumped 
through the heater, reaching the gun at 
low viscosity. The viscosity reduction per- 
mits application with lowered air pressure, 
which eliminates gun blast and overspray 
and produces a smoother, more uniform 
finish, according to Spee-Flo Co., 720 Polk 
Ave., Houston, Tex. 


PORTABLE AIR COOLER—The Idler auto 
air conditioner operates on power takeoff 
from the fan belt. It is mounted on the 
front floor over the “hump.” It has ad- 
justable legs to fit various sizes of cars. 
Top efficiency can be obtained by regu- 
lating a fresh air flow from the regular 
fresh-air controls and opening the back 
window vents from two to four inches. 
This will give a fast turnover of cool air 
throughout the car, according to G & S$ 
Mfg. Co., 2824 E. Washington St., Phoe- 
nix, Ariz. 
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Firm Claims Alternator 
Handles Quick Charges 


Speedier, simpler handling of car- 
starting service calls is claimed for 
the Leece-Neville alternator sys- 
tem, described and diagrammed in 
Bulletin Sheet 100-Q, available free 

* e e 





HUBBARD WRECKER—Designed for two-ton and larger truck chassis, Model RH 
wrecker features a 10-ton power winch and heavy-duty lifting boom to raise 18 tons 
up to 10 feet. Another feature is the Anchor or stiff leg, raised and lowered by 
hydraulic cylinders. Towing is made easier by the special spacing bar, spring hitch 
and double sling chain, according to Hubbard Mfg. Co., Inc., Farmland, Ind. 


from Leece-Neville Co., 5109 Hamil- 
ton Ave., Cleveland 14, O. 

The company says that with the 
alternator in place of the conven- 
tional DC generator, a service truck 
not only gains extra reliability in 
its own ignition system, but in ef- 
fect has a built-in battery charger 
for on-the-spot service. 

* a > 





OIL RING—Piston containing the ‘‘uni- 
tized” oil ring is placed in the cylinder of 
a test engine. The unit enables a multi- 
piece oil ring to be handled as a single 
unit for production line assembly. The idea 
was concieved by Muskegon Piston Ring 
Co., while the problem of finding a solu- 
ble adhesive suitable for joining two steel 
rails to a corrugated steel spacer was 
solved by the Adhesives & Coatings Divi- 
sion, Minnesota Mining & Mfg. Co., 423 
Piquette Ave., Detroit 2, Mich. 


* * * 
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TIRE SERVICE KIT—This shock-resistant 
molded RuGlyde kit has a capacity of 1% 
quarts and is handy to carry from job to 
job. Its triple purpose is to clean and 
dress up rubber, to be a tire and tube 
lubricant and to remove rubber squeaks. 
The kit comes with both a brush for 
cleaning and dressing up all colors of 
rubber in used-car reconditioning, and an 
applicator for tire and tube lubrication. 
American Grease Stick Co., 1146 Hoyt St., 
Muskegon, Mich. 

* x tr 


Remington Rand Issues 


Book on Shelf Filing 


Shelf filing, which is said to save 
75 percent of the cost of drawer 
files and 50 percent of floor space, 
is the subject of a business aid 
published by Remington Rand Inc. 

Booklet LVB 626 is available 
from Remington Rand Inc., 315 


Fourth Ave., New York 10, N. Y. 
& * * 





AIR REDUCTION TORCH —Two new 
models, Styles 300 and 400, are now 
available. Airco 400 is designed for light 
welding and brazing operations. Airco 300 
is designed for oxyacetylene burning or 
welding of lead products. Both torches 
have ball-type oxygen and acetylene 
valves which are positioned for thumb ad- 
justment. Air Reduction Sales Co., 60 E. 
Forty-Second St., New York 17, N. Y. 





HOME BATTERY CHARGER — To help 
keep 12-volt batteries fully charged, car 
owners can give them a booster charge 
with this unit. The charger is hung on 
the garage wall and plugged into any 
outlet. A completely rundown battery, the 
maker states, can be recharged in 12 to 
16 hours. Acme Electric Corp., Cuba, N. Y. 

* * * 





AIR COUPLER—This 4'%-ounce detach- 
able unit is said to offer 35 percent 
greater air flow, and to couple or un- 
couple instantly. An automatic air check 
valve shuts off flow of air when coupler is 
detached from nipple. Lincoln Engineering 
Co., 5701 Natural Bridge Ave., St. Louis 
20, Mo. 

. & & 


Vehicle-Washing Material 


Developed by Oakite 

Development of Oakite Composi- 
tion No. 72, a new material for ve- 
hicle body washing, has been an- 
nounced by Oakite Products, Inc., 
157 Rector St.. New York 6, N. Y. 

The new material, according to 
the manufacturer, is a mild alka- 
line cleaner that dissolves readily 
in hot or cold water, and rinses 
freely. Said to possess exceptional 
wetting-out ability, it may be heated 
to 145 degrees. 





MOISTURE SEPARATOR—Model 1022 is 
said to eliminate manual draining of air 
brake systems by blasting water, oil and 
sludge in the bottom of the receiving 
tank out a drain before contaminants 
reach vital parts. Wilkerson Corp., 1611 
W. Girard Ave., Englewood, Colo. 

* ¢ @ 


Idler Arm Silencer Offered 
By Jibo for Chevrolets 


A Sta-Tite idler arm silencer and 
adjuster for reducing road shock 
and front end noises in all center- 
point-steering Chevrolets is now 
being marketed by Jibo Tool Co., 
507 Bitting Bldg., Wichita 2, Kans. 

This tension adjuster solves the 
idler arm problem for the life of 
the car, the manufacturer claims. 
As the idler arm wears, tension on 
the adjuster increases automati- 
cally so that constant drag is main- 
tained, it is said. 
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Lesson for Dealers Under Big Top... 


Service Show All Set 
At NADA Convention 


(Continued from Page 29) 


sume that before the year is over 
I might have to lean heavily on 
service for survival.” 
+ * + 
VERY indication in the current 
market tends to support that 
kind of thinking and to point up 
the need for the franchised dealer 
to make himself a “four de- 
partment” manager if he is going 
to enjoy comfortable gross profits 
on his operation during a highly 
competitive period. 

Good, efficient, profitable 
service operation aids greatly in 
improving new-car sales, used- 
car merchandising: and parts 
sales. While most dealers clearly 
recognize the after-effect of in- 
creased service sales on the sales 
of replacement parts and ac- 
cessories, many still seem to 
overlook the value that “custom- 
er building” service has in its 
relation to the profitable sale of 
new and used vehicles. 


A recent service survey shows | 


that while body service has taken 
a sharp downswing, undercoating, 
painting and major motor work 
has increased during the past five 
months. 

While the reason for this trend 





is not known authentically, it is | 
possible that more and more car | 
owners are thinking that they will | 


pass up buying a new car next 
spring and instead, prepare their 
car for another year’s use. 

* * = 


TE’XPERTS claim that too many} 


dealers have left the manage- 
ment of their service operations far 
too completely 


in the hands of | 


employes who, while willing and | 
conscientious workmen and good | 
mechanics, have never had the op- 
portunity to be trained in good | 


management. 


These managers are doing the | 


best they know how but could 
be much more effective—and the 
service operation made more 


profitable and of more value to | 
the overall dealership operation— | 


if they were given more direction 
and aid. 

One of the most outstanding 
dealers in the central states area, 
who has an outstanding gross 
profit record for the type of car 
sold, watches the use of equipment 
in his shop with an eagle eye. 


He knows that it is easy, and 


even habitual, for the service man- | 


ager and order writers to neglect 
the sale of some types of service 


that would not only bring a fair | 
return on the investment in the | 


shop tools and equipment, but 
would create much greater respect 
and confidence in the dealer’s 
service if these services were sold 
to owners whose vehicles need the 
correction or repair. 

x cs *~ 


HROUGH lack*of proper super- 

vision by the dealer, the ma- 
jority of franchised-dealer service 
shops are missing millions of 
dollars worth of accessory sales 
every year and letting the corner 
filling stations not only reap the 
profit but the goodwill which 
usually goes along with the supply- 
ing of an item the owner needs. 

A recent study by duPont 
showed that filling stations sell 
44 percent of all batteries, 55 
percent of all oil filter cartridges 
and 43 percent of all tires while 
the franchised dealers got but 
1.8 percent of battery, 3.9 percent 
of oil filter and 18 percent of 
the tire replacement sales. 


The reason for the poor showing 
of the average car dealer on the 
sale of these most profitable items 
is that the average owner only 
buys these items when a failure 
occurs or someone suggests the 
need to the owner. 

It is obvious that the average 
franchised dealer has made little 
or no effort to sell his customers 
on the quality of the tires, batteries 
and oil filters which he handles, to 
the end that the owner would come 
back to the dealer for replacement 
when a failure occurs. Nor have 
his mechanics and order writers 





taken the time to check these items 
when the car was in the dealer’s 
shop for service. 
* 7. a 
HIS seems unbelievable at a 
time when dealers are fighting 
for every shred of gross profit they 
can wring from their sales, to off- 
set the ravages of keen competition. 
Yet the condition exists, and 
unfortunately will continue to 
exist in far too many dealerships, 
even while competitive conditions 
continue to shrink dealer gross 
to the near-vanishing point. 

Far too many dealers, still living 
in the era of postwar high profits 
that come in big chunks, just can’t 
adjust their thinking to the need 
of capturing the “nickel and dime” 
clean profits from owners who con- 
tinue to drive out of their shop be- 








Chevrolet Dealers Honor Sales Aides— 


Officers and members of the Metropolitian Sales Managers Forum in Los Angeles 
were honored by 27 local Chevrolet dealers at a banquet. Standing (from left) are 
John Meyers, secretary-treasurer of the forum; O. L. Gregory, president; Bill Reece, 
vice-president, and Chet Marshall, zone sales promotion manager. 





cause of the lack of good manage- 
ment and good selling. 

For that reason, by far the 
greatest emphasis in sales pro- 
motion and sales training programs 
of major suppliers has been di- 
rected at the employes of filling 
stations, rather than at the 





franchised car and truck dealer 
outlets. 

Even though they are getting a 
larger percentage of the “quick 
stop” business, the major oil 
companies know that a much 
larger volume of this type of profit- 
able business is to be had and are 
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The oil companies recognize the 
need for training their “customer 
contact” men. ‘ 
* * * 
to shop equipment exhibition 
provides a spot for the dealers 
attending this year’s convention to 
meet the men who make their shop 
equipment, It provides an oppor- 
tunity to get from them many 
sound selling ideas which dealers 
can incorporate in their own 
service promotional and manage- 
ment programs. 

In addition to a _ truck 
equipment showing planned to 
run ajoining the shop equipment 
show tent, the program also in- 
cludes a clinic of utmost value 
to those dealers having a truck 
franchise, 

The truck clinic which will be 
moderated by T. A. Williams sr., 
North State Chevrolet Co., Greens- 
boro, N. C. and will have as panel 
members: E, J. Carney, GM Truck 
Co., Charlotte, N. C.; Robert N. 
Heintzelman, Inc. (Ford), Orlando, 
Fla., and Robert J, Young, Young 
Motor Car Co., Inc, (Dodge-Plym- 
outh), New Orleans. 

The subjects expected to be 
covered by this panel will be new- 
truck sales, used-truck sales and 


co-operating with the suppliers. ! truck service. 


DODGE-PLYMOUTH dealer says 


mechanics save 37% in time 
on each job using GLOBE HOISTS! 


The Three Luhring Brothers (Luhring Motor 
Company, Inc.) of Norfolk, Virginia, pride them- 
selves on the quality of the work they do for their 
customers. They have built the finest of buildings 
and installed the most up-to-date equipment— 
including 32 GLOBE two-post Hoists! 


This is the largest installation of 2-post Hoists in 
a single car-dealership. Lester L. Luhring, Vice- 
president, said in a recent letter: 


‘**As a result of these Hoists we have very definitely 
increased our service volume, and have found it 
easier to get and hold the highest type of mechanics. 
The Hoists save them about 37% in time on each 
job. To us, Globe two-post Hoists have meant greater 
efficiency and greater volume ...and greater profit.” 





Aerial view of the modern buildings of Luhring Motor Company, Inc. 
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Here’s how Luhring Motor Company uses Globe Hoists for 
important services like lube jobs and washing. They recognize 
the merchandising value of their Globe Hoists, and feature 
them in advertising to bring in more business. Their repu- 
tation for excellent work helps them keep the business. 





The Luhring truck service department is 
Globe Hoists of 20,000 pounds capacity, an 


of 8,000 pounds capacity. 


uipped with four 
six Globe Hoists 





Three of the 22 Globe Hoists in the passenger car service 
department of Luhring Motor Company, Inc. They are used 
for the complete cycle of maintenance from periodical inspec- 


tions to major repairs. 


Globe Hoist Company 
1000 E. Mermaid Lane 
Philadelphia 18, Pa. 


truck Hoists. 


1 want to know all about Globe automobile and 


Globe Hoist Company, 1000 E. Mermaid Lane, Phila. 18, Pa. Factories at Des Moines, lowa and Phila., Pa. 





Ridings Heads Chest— 


H. E. Ridings jr. (left), president of a 
Cadillac dealership in Long Beach, Calif., 
and newly elected president of the Long 
Beach Community Chest, confers with 
television producer Desi Arnaz at the 
drive's kickoff. 


Nuse Gets Nash Deal 
Nuse Motors, Inc., has opened a 
Nash oy at 1440 N. Broad 
St., Hi Hillside, N. J 


7 COLOR... Any QUANTITY. .Any TIME! 


with Ditzler’s Exact-Weight Color-Mixing Service 


DITZLER’S new compact Moto-Mix is 
an electric motor-driven device for 
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Roundup from State Capitals... 


ok egisla tion AMfecting EAads Sndustry 


By Bethune Jones 
Legislative Correspondent 


ooo competition for the automotive market will 
bring with it spreading pressure for new state and local 
licensing and other regulatory legislation affecting mer- 
chandising and distribution practices. 

With the threat of production in excess of retail demand 


reappearing for the first time 
since prewar days, dealers in 


other states will increasingly 
look into the controversial poten- 
tialities of dealer-producer licens- 
ing laws along the lines of those 
enacted this year in Oklahoma and 
previously in Florida, Nebraska, 
Rhode Island, South Dakota, Vir- 
ginia and Wisconsin. 

One of several indications of this 
trend comes from Missouri, where 
the Missouri Automobile Dealers 
Assn. has announced that a dealer- 


pared for intro- 
duction in the 
1955 Legislature to 
curb “unfair, co- 
ercive and un- 
realistic prac- 
tices’’ of auto 
manufacturers. 
A resolution 
adopted by the 
directors of the 
association, in 
support of such a 


——— proposal, accused | 


producer licensing bill will be pre- manufacturers of refusing to re- 


duce wholesale prices of excess 
inventories; producing vehicles in 
quantities “far in excess of the 
number which can be orderly and 
efficiently” retailed; and adhering 
to the “unrealistic attitude” that 
present sales volume “can be main- 
tained without recognition of the 
financial losses sustained by 
dealers.” 
* +. + 


Maker-Dealer Relations 


H°w much steam may build up 
behind proposals for new state 
laws regulating factory-dealer re- 
lationships will, of course, depend 
in large measure on future eco- 
nomic developments. 


Another example was the Illinois 
State Legislative Council’s referral 
to its research staff of a proposal 
to study legislation with regard to 
relationships between | motor vehicle 


HERE’S NO NEED to wait for paint deliveries when you have 
Ditzler’s Exact-Weight Color-Mixing Service. You can 
mix in a few minutes the amount you wish of any of the 
3400 active automotive colors in lacquer or enamel. There’s 
no guesswork . . . no over-orders .. . no half-filled cans on 


your shelves. 


Included in this service is an extremely accurate scale which 
will weigh as little as 1/4500ths of a gallon of paint. This 
method of measuring color by weight, pioneered and per- 
fected by Ditzler, is much more simple and correct than other 
devices which measure by volume. You control the amount 
accurately because you watch the scale while pouring with- 
out shifting your gaze. 


You can make substantial savings by mixing your own colors 
with Ditzler’s Exact-Weight Service . . . savings that range 


stirring a quart or a gallon of paint. It 


eliminates the drudgery of hand stir- 


ring, saving time and work. It is de- 
signed especially for use with the agi- 


tating and pouring lids furnished with 
the base colors of the Ditzler Exact- 
Weight Color-Mixing Service. 


Detroit 4, Michigan 


DITZ 


as high as 50 per cent of factory-standard colors. We’ll be glad 
to furnish you additional information on this service. 


DITZLER COLOR DIVISION, PITTSBURGH PLATE GLASS COMPANY 


R 


PAINTS © GLASS « CHEMICALS e BRUSHES « PLASTICS « FIBER GLASS 


es SS ae ee es, es 


IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITED 





manufacturers and their distrib:.- 


tors. The study findings there may 
become a 1955 legislative issue. 

The stiffening competitive situa- 
tion also will lead to increase | 
demands for new state and local 
licensing and regulatory laws of 
types designed mainly to protect 
both the public and ethical new and 
used-car dealers from unethical, 
fly-by-night operators. 

A bill on its way to enactment 
in the Georgia Legislature would 
require all Fulton County used- 
car dealers to post $5,000 bonds 
and obtain operating permits 
from municipal and county au- 
thorities. 

That more stringent enforcement 
of existing licensing laws will be 
sought was indicated when Gov. 
Frank Lausche recently directed 
the Ohio State Motor Vehicle Deal- 
ers and Salesmen’s Licensing Board 
to intensify its efforts to protect 
the public from what he termed 
“shady practices” by some licensed 
dealers. 

* > * 


Fair-Trade Issue 


—EE aspect of the com- 
petitive situation will be greater 
interest among automotive parts 
and accessories retailers in the fu- 
ture of fair-trade laws, which 
moved into a stronger position 
through the U. S. Supreme Court’s 
recent refusal to review a Louisiana 
decision which upheld the validity 
(Continued on Page 35, Col. 1) 


Do You Need A 
Heavy Duty Wrecker? 
GMC 6x6 
All Wheel Drive 


10 wheeler equipped with a heavy 
duty Holmes Twin boom wrecker, crane 
assembly, built for heavy duty work 
12,200 


infor- 


—exceptionally clean truck. 


actual miles. For additional 


mation call, write, or wire. 


Fulton Auto Exchange 


2235 Stewart Ave. S. W. 
Atlanta, Ga. 
FA. 8606 


Cnelair 
Motor Dil 
$0 GOOD 
ITS GUARANTEED! 


GUARANTEED to keep engines in 
top operating condition for 100,000 
miles, provided the oil is changed 
regularly as recommended by the 
cor manufacturer. 


CUTS OIL CONSUMPTION IN HALF dur- 
ing the life of an engine in good 
working condition. 


ENDS HYDRAULIC VALVE-LIFTER 
TROUBLE 


NATIONALLY-ADVERTISED in Life, 
Look, Saturday Evening Post and 
Collier's, in hundreds of newspoa- 
pers, on radio and television. 


For complete details, phone or write 


SINCLAIR REFINING COMPANY 
600 Fifth Ave., New York 20, WN. Y. 
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Legislative Roundup 
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(Continued from Page 34) 


of the Federal Government’s 1952 
McGuire Act, 


The latter law, implementing 
state fair-trade acts, permits a 
manufacturer in interstate com- 
merce to fix the retail prices at 
which his products may be sold in 
a state that has a fair-trade law, 
and makes those prices binding 
upon all retailers if a single dealer 
signs a pricing agreement. 

A bill to reenact Georgia’s fair- 
trade law has been passed by the 
Legislature. The Georgia Su- 
preme Court had ruled earlier 
that the State’s present fair-trade 
act was unconstitutional because 
it was inconsistent with Federal 
laws in effect at the time of its 
enactment in 1937. The court held 
that a void statute can be made 
effective only through reenact- 
ment. 

Future legislative action also will 
be sought in Michigan to make 
fair trade binding on nonsigners. 
Observers see the possibility that 
court action in other states may 
create similar situations requiring 
corrective legislative action to as- 
sure the effectiveness of state fair- 
trade laws. Missouri, Texas and 
Vermont are the only states with- 


out fair-trade statutes. 
* + * 


Safety Enforcement 


i! THE field of highway safety 
developments, Gov. Frank Clem- 
ent refused to call a Tennessee 
special legislative session to deal 
with safety problems, as had been 
suggested by his emergency traffic 
safety committee, but said he 
would put nearly all of the com- 
mittee’s major recommendations 
into effect through administrative 
action. 

The Tennessee governor said that 
an intensified safety drive would 
include a $100,000 expansion of the 
State Highway Safety Patrol and 
the establishment of additional 
speed limits by zones as warranted. 
Other steps will include tighter 
comtrol of driver’s licenses and 
registration certificates, and co- 
ordination of all official highway 
safety activities. 

In Washington, Gov. Arthur 
Langlie announced that the traf- 
fic safety program currently in 
progress there would be “the 
most rigid enforcement program 
ever instituted anywhere in the 
union.” 

Interest in proposals for com- 
pulsory vehicle inspection laws is 
reported from several states. Such 
a measure is included in a program 
scheduled for submission to the 
1955 Indiana Legislature. 

A committee of the Kansas State 
Legislative Council is planning to 
draw up legislation for compulsory 
vehicle inspections at state-licensed 
private garages. 

A new inspection law also may 
be sought in Maryland. Meanwhile, 
Maryland Motor Vehicles Commis- 
sioner Thomas B. R. Mudd de- 
clared that statutory authority now 
exists for reestablishment of in- 
spections but that he feels such 


the cases in which the decision was 
handed down had unsuccessfully 
contended that his sales of used 
cars to an out-of-state dealer should 
have been subject to the State’s 
wholesale sales tax rate of 1/20th 
of 1 percent instead of the 3 per- 
cent retail rate. 


A proposal headed for introduc- 
tion in the 1954 Colorado Legisla- 
ture would put the state income tax 
on a withholding basis as a means 
of obtaining between $2 and $3 mil- 
lion in additional annual revenue. 
An increase in the tax itself also 
may be sought. 


Gov. Lawrence Wetherby ex- 
pects to ask the Kentucky Legis- 
lature to provide additional tax 
revenues, but hasn’t yet indicated 
what type of measures he will 
advocate. 


New Mexico’s Motor Vehicle Ad- 
visory Board is seeking more ef- 
fective enforcement of the state 
use tax law on persons purchasing 
motor vehicles outside the state. 

Highway-user taxes will be issues 








Tom Hutton 


Al Schneller 


in several legislative sessions. A 
proposal for the imposition of $3,- 
650,000 in additional annual taxes 
on the trucking industry will be in- 
troduced in Colorado. 

A 2-cent gasoline tax boost and 
highway bonds are expected to be 
proposed in New York. 

A i-cent gasoline tax increase 
will be sought: in Virginia, while 
Mississippi may consider a bond 
issue for secondary roads, 

A special session of the Ohio leg- 
islature will convene in January 
to implement the half-billion-dollar 
highway bond issue approved at the 
November election. 

o , x 


Road-Building Projects 


UTHORIZATION for another 
survey of Michigan highway 
needs will be sought during the 1954 
session. An earlier Michigan high- 
way study resulted in the enact- 
ment of 1951 legislation increasing 
the gasoline tax by 1% cents a gal- 
lon and boosting weight taxes paid 
by trucks and buses. 
Increased highway-user tax pro- 
posals may become ballot issues in 
some states during 1954. 


An initiated proposal to raise ad- 









A carpenter from Estherville, 
Ia., built a pitched, shingled roof 
on his old-fashioned car when the 
cloth top wore out. 





ditional highway construction rev- 
enue is expected to be placed on 
the primary election ballot in North 
Dakota next June. It will seek a 
1-cent additional non - refundable 
gasoline tax; earmarking for high- 
way purposes the receipts from 


“LUBRICATION IS ONE OF OUR 
MOST IMPORTANT SERVICES... 


that’s why we chose 


Linco/r Lubricating Equipment” 


Reports: Al Schneller, Service Manager 


CHUCK HUTTON DODGE AND PLYMOUTH DEALER 


Memphis, Tennessee 


“I am convinced that the lubricating department is one of the 
most important departments in any dealer’s shop. That's why, 
when it came time to equip our new building, we chose 
dependable, efficient Lincoln equipment. I have found that the 
ceiling Lubreels speed up work, allow more space around 


the lifts and make clean-up easier. 


35 
sales taxes on automobiles, parts 


f.AMM-| and services, and a 5-mill general 


property tax levy for highway con- 
struction. 

Labor relations issues also will 
be brought up or will be the sub- 
ject of interim studies. 

A so-called “right-to-work” law, 
out-lawing the closed shop and 
other forms of compulsory union- 
ism, will be sought in Kentucky. 
Such a measure is being studied in 
Kansas for possible 1955 action. 

In advocating complete revision 
of Pennsylvania’s labor arbitration 
laws, a special research committee 
created by Gov. John Fine in 1952 
has proposed legislation which 
would provide that findings of any 
arbitrator should be binding and 
irrevocable, The committee recom- 
mended that the law also should 
set up rules for enforcement of the 
arbitration by a quick court pro- 
cedure. 

Emphasizing that “the skill and 
judgment of the arbitrator should 
be the final word on the dispute,” 
the Pennsylvania study group added 
that appeals from the orders should 
be allowed only in cases of fraud 
or corruption involving the arbitra- 
tor or where there is “an obvious 
and undeniable error in making the 
award.” 


ways 
to add 
to your Profits 


Check these points on 


every car you service: 


© Check the Fan Belt 


@ Check the Air Cleaner 
@ Check the Oil Filter 


@ Check the Spark Plugs 

@ Check the Battery and Cables 

@ Check Radiator Hoses 

@ Check Radiator Fiuid 

@ Check the Muffler and Tail Pipe 
@ Check all Lights 


@ Check the Tires 
@ Check the Windshield Wiper 


“Also, I have found that the clean, good-looking Lincoln equipment and Washer 


@ Replace lost or damaged 
Grease Fittings with Lincoin 
BULLNECK* Fittings . . . the 
modern fitting with the 

ball-in-the-top. Seals dirt 

out... grease in. 


a move would be unsatisfactory 
der th law. ‘ ~ , ‘ 
ee Re pe ee makes a business-building impression on our customers.” 


Problems of Financing 
| A TAX ruling of concern to 
auto dealers, the North Carolina 
¥ Supreme Court upheld provisions of 
State tax laws requiring merchants 
to charge 3 percent retail sales tax 
on all goods sold to out-of-state per- 
sons, even if it is a wholesale pur- 
chase. 
An auto dealer involved in one of 


Imports Get Spot 
In L. A. Show 


LOS ANGELES.—AIl domestic 
and most imported makes of cars 
will be on display at the Los An- 
geles International Automobile 
show Jan. 15-24 at the Pan Pacific 
Auditorium here, according to 
Burch E. Greene, show chairman. 

Charles H. Elmendorf, show man- 
ager, said a name band and enter- 
tainers will perform afternoons and 
evenings. 

On the show committee are 
Greene, Elmendorf, Ray D. Wilson, 
Dan R. Ashcraft, Hamlin W. 
Nerney, Irvin Kaiser, Phil Hall and 
Ted Wessen. 


(signed) Al Schneller 





*Tradename Registered 


Linco/n the most trustworthy name in Lubricating Equipment 


MODERNIZE 











Asheville Dealers Elect Officers— 

Mason Rankin (left), is the new president of the Asheville (N. C.) Automobile 
Dealers Assn. Harry Blomberg (center), was elected vice-president, and Holly Keller, 
secretary-treasurer. 


Wondering how new-car and truck production and sales are making out? AUTOMO- 
TIVE NEWS gives you the entire story every ‘veek throughout the year. 





Pick up extra money ... build customer 
good will... with Purolator 


December, January, February and March are 
EXxTRA-MoNEY Montus for dealers throughout 
most of the United States. 


Then ... cars need special money-making 
cold-weather care. 
Then . . . with winter’s stop-and-go driving, 


when engines never get fully warmed up, the oil 
gets contaminated, sludge forms more quickly. 
Then .. . filters by-pass the oil, and minute 
abrasive particles begin to do their ‘‘dirty work.’’ 
Change oil—Change oil filters—first sign of 
sludge! Whatever make of filter, if it’s beginning 


PurOlator 


Volk nest O18 FILTER 


PUROLATOR PRODUCTS, INC. Rahway, New Jersey and Toronto, Ontario, Canada 


Advantages Listed . . . 
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12-Volt System Seen 
Proving Its Mettle 


(Continued from Page 29) 


tive Testers at Chicago, Herman 
L. Hartzell, assistant chief engi- 
neer of Delco-Remy, said the 12- 
volt system “is the most practical 
and lowest cost way to supply the 
increased electrical needs and give 


Willett Truck Leasing 
Files for Incorporation 


CHICAGO.—Papers of incorpora- 
tion have been filed by Willett 
Truck Leasing Co., with capital 
stock totaling $1% million, accord- 
ing to Howard L. Willett jr., presi- 
dent. 

The firm was formed and capital- 
ized at $36,000 in 1934. Today, Will- 
ett said, its rolling stock numbers 
approximately 500 vehicles, ranging 
from giant tractor trailers to home 
delivery trucks. 





ee 








car owners a new level of per- 
formance.” 

Hartzell said he is not advo- 
cating the use of 12-volt systems 
in all 1958 cars. Many makes and 
models, he said, have passable 
ignition reserve with the 
standard six-volt system, but that 
if increasing electrical loads kept 
tapping electrical reserves, and 
the industry continued to pro- 
duce high-compression engines, 
the 12-volt system was an excel- 
lent answer to the problem. 

In reviewing the advantages of 
the larger systems, Hartzell sum- 
med them up in this way: 

1. Better ignition performance, 
with simple, single-coil and single- 
breaker combination. 

2. Higher output and better low- 


to load up with sludge, install new Purolator 
Micronic* Oil Filter ...the filter found on more 
makes of cars . . . made to fit alJ makes of cars 


- - . best by every test... 
more dirt, finer dirt, faster! 


engineered to trap 


Purolator First! Purolator originated the oil filter, 
the Micronic element and the Micronic full-flow 
system—set standards of design and manufacture 
for the entire filter industry. Widely imitated, be- 
cause of great popularity, Purolator’s superior per- 
formance has never been equalled! 


REMEMBER: With every Purolator* you sell, 
there’s a chance to sell an extra quart of oil! 


*Reg. U.S. Pat. Off. 





— 


speed performance of the genera- 
tor. 


3. Higher speed, 
cranking motor. 


4. Improved 
bution system. 

5. Better-performing auxiliary 
motors. 


6. Extended 
life. 
7. Longer radio-vibrator life. 


* * * 


— Auto-Lite is the pro- 
ducer of the 12-volt system for 
Chrysler. While the system ap- 
pears only on the Crown Imperiais, 
where the electrical load is high, 
Chrysler engineers agree that it is 
an excellent method of meeting the 
need. 

For the most part, Chrysler 
said, the Delco-Remy and Auto- 
Lite systems are much alike. 
However, Chrysler uses a rede- 
signed armature on the Crown 
Imperial so that the “starting 
performance is as good as it 
always was with the _ six-volt 
system.” 

As to cost of producing the 12- 
volt ignition, it was estimated that 
there is perhaps a 10 percent 
penalty to get started in pro- 
duction, but that this figure aver- 
ages out as production increases. 
Some parts are cheaper to manu- 
facture—wiring, for instance, which 
may be smaller sized. 

One of the considerations of the 
change as far as the dealer is 
concerned is the switch from six 
to 12-volt testing equipment. 

+ * af 


lighter-weight 


eleetrical - distri- 


regulator - contact 


OWEVER, this factor has not 

been the difficulty that it 
threatened to be, dealers say. 
Electrical testing - equipment 
makers have met the challenge by 
offering plans to suit the pocket- 
book of the dealer and still have 
the rudimentary tools for keeping 
the customer on the road. 


Conversion kits are offered to 
transform  six-volt system 
equipment into 12-volt testers. 
Most equipment makers have of- 
fered varied plans from “tem- 
porary expedients” to outright 
purchases of dual equipment, 
which range from $60 to $600. 
Dealers say that the biggest ex- 
pense has been in getting a 12-volt 
parts inventory. For used-car oper- 
ations and for customer return 
service, it is necessary to have six- 
volt parts on hand, and to repair 
1953 models, 12-volt parts must be 
stocked. 
—Sam Sampson 


Brake-Drum 


(Contirued from Page 29) 
that are given them by all car 
manufacturers with the exception 
of Studebaker. 
+ s s 


T° AID in gaining adherence to 
these suggested dimensions, the 
National Wheel & Rim Assn. is 
making a low-cost drum check 
gage available to all service shops. 


“The current method of oper- 
ation is pretty much a hit or 
miss system of maintaining ef- 
ficient brake service,” Creamer 
said. “High legal speed limits and 
the introduction of power brakes 
make it imperative that there be 
@ more exacting method of con- 
trolling brake drum service.” 


Most brake engineers and manu- 
facturers of brake lining, drums 
amd assemblies are substantially in 
agreement that car brake drums 
worn on machined more than .030 
inches on the inside radius or .060 
inches on the inside diameter 
should be disqualified for further 
use. 

7. oe a 

the thought of developing 

a standard procedure for brake 
maintenance, the association is 
conducting a series of conferences 
with manufacturers of vehicles, 
brake drums, brake assemblies, 
brake lining and brake equipment. 


In advance of its proposed 
standards, the association has 
introduced its gage for distri- 
bution to brake mechanics on a 
nonprofit basis at the manu- 
facturer’s cost of 52 cents, plus 
postage. 


The gage may be obtained from 
the National Wheel & Rim Assn., 
208 W. St. Clair Ave., Cleveland 13, 
O.; local wheel and rim distri- 
butors or local automotive jobbers 
and wholesalers. 
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Used-Car Auction Prices 
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Market Trend 


Wiping out a $4 gain registered the previous week, the overall aver- 
age wholesale price of used cars dropped $12 last week to $722, a new 
low, according to Automotive News’ index. 

The average price is now $33 lower than the November figure and 


$81 below the October level. 


The price retreat was led by ’53 models, which lost $39. Other drops 
were: ’52s, down $12; ’47s, down $12; '49s, down $11; ’50s, down $10; 
51, down $7; ’46s, down $2, and ’48s, down $1. 

It was the first time since Oct. 12 that prices of all models had 


declined. 


Compared to the previous week, auction activity was a bit sluggish. 
Sales totaled 1,173 of the 1,981 units offered at nine representative 
auctions, for a sales ratio of 59 percent. A week earlier, at 10 auctions, 
the sales ratio was 66 percent, with 1,600 offerings and 1,059 sales. 
Prices marked with an * indicate a unit equipped with an automatic 

transmission or overdrive, and (ps) indicates power steering. 


DENVER 


(Denver Auto Auction, Sale every Tues- 
day. Prices are for sale of Dec. 8.) 

(Fewer cars consigned, very good per- 
centage of sales. Prices down due to 
weather conditions. 79 cars sold out of 
141 offerings.) 
BUICK—’52 Special Riviera 2-dr., $1,180. 
CADILLAC—’53 (62) 4-dr., $4,120*, $3,- 


525* (ps). "52 (62) coupe, $2,795*. °49 
(61) 4-dr., $1,245*. 
CHEVROLET — '53 Bel Air sport coupe, 


$1,950*; Special, $1,710; %-ton pickup, 
$1,060. '52 SL Deluxe 2-dr., $1,075*. ’51 
SL Deluxe 4-dr., $865*; coupe, $615; 
FL Deluxe 2-dr., $505. '50 4-dr., $630. 
48 FL 4-dr., $430. 

CHRYSLER — ‘53 NY 4-dr., $2,050°. '51 
Saratoga 4-dr., $1,245; Windsor 4-dr., 
$970*. ‘50 Windsor 4-dr., $605. 

DODGE — '53 Coronet 4-dr., $1,610. ’51 
Coronet 4-dr., $845. °48 Custom club 
coupe, $355. 

FORD—’53 Custom (8) 2-dr., $1,555. °52 
Custom (8) 2-dr., $1,115; Main 4-dr., 
$1,000; %-ton pickup, $695. ’51 (8) 4- 
dr., $685; 2-dr., $640; conv., $555. °49 
Deluxe (8) 2-dr., $450; Custom (8), $390; 


4-dr., $380. 

HUDSON—’51 club coupe, $330. '47 club 
coupe, $120. '46 Super (6) 4-dr., $125. 

KAISER—’48 4-dr., $100. 

LINCOLN—’54 Capri 4-dr., $3,925*. °53 
Cosmopolitan 4-dr., $2,555*. 

MERCURY—’53 Monterey 4-dr., $2,350°*; 
Custom sport coupe, $2,275. ‘52 conv., 
$1,295. °51 4-dr., $1,075*, $900. ‘50 
club coupe, $675, $640. 

OLDSMOBILE—’53 (88) conv., $2,750*. '51 
(98) 4-dr., $1,195; (88), $1,105, °50 (88) 
4-dr., $965. °49 (76) club sedan, $485°*. 
’48 (88) 4-dr., $285; conv., $280*. 

PLYMOUTH—’54 Belvedere 4-dr., $2,075; 
Savoy 2-dr., $1,875; 4-dr., $1,850, $1,- 
805. ’50 Deluxe 2-dr., $575. °48 Special 
Deluxe 4-dr., $265. 

PONTIAC—’53 Catalina (8) 4-dr., $2,535° 
(ps). °52 Chieftain (8) 4-dr., $1,115*. '51 
(6) 2-dr., $870, '50 (6) 2-dr., $585. °48 
Silver Streak 4-dr., $270. 

STUDEBAKER—’50 Champion 4-dr., $545, 
$475. 


FT. WAYNE, IND. 


(Carl Marker’s Auto Auction. Sale every 
Tuesday. Prices are for sale of Dec. 8.) 
(Although market prices were about 
same, consigno’ e 
However, sales percentage 
cars sold out of 155 offerings.) 
BUICK—’52 Super 4-dr., $1,435*. °51 Super 


4-dr., $945; 2-dr., $1,075*; Special 
Riviera 4-dr., $975*. ‘50 RM Riviera 
2-dr., $860*. °49 Super 4-dr., $570°; 
sedanet, $500*. 

CADILLAC—’53 (62) conv., $3,875*. ’51 


(62) 4-dr., $2,200*. '50 (61) coupe, $1,- 
550. '49 (62) sedanet, $1,275*. 
CHEVROLET—’53 Bel Air 2-dr., $1,430, 
$1,420. '51 SL Deluxe 2-dr., $800, $775, 
$750, °50 SL Deluxe 2-dr., $565*. °49 
SL Deluxe club coupe, $575, $485. °48 
FM 4-dr., $300, $175. '47 SM 2-dr., $180. 
'46 FM 4-dr., \ 
CHRYSLER—’53 NY Deluxe 4-dr., $2,125. 
DeSOTO—’51 Custom 4-dr., $950. 


DODGE — '51 Coronet 4-dr., $800; club 
coupe, $810. °49 4-dr., $395. °'48 4-dr., 
$305. '47 Custom 4-dr., $220. 


FORD—’53 Victoria 2-dr., $1,810, ’52 Vic- 


toria 2-dr., $1,325. ’51 Victoria 2-dr., 
$1,000, $865; Custom (8) 4-dr., $800, 
$765; (6) 2-dr., $600. °50 Custom (8) 


4-dr., $580, $540, $535; Deluxe 4-dr., 
$545; Custom (6) 2-dr., $500, $455. °46 
Deluxe club coupe, $230, $190. 
KAISER—’51 Traveler, $400; Deluxe 4-dr., 
$660; Henry J, $320. '47 4-dr., $165. 
MERCURY—’51 Deluxe 2-dr., $855. ‘50 


— 4-dr., $705. °49 Deluxe 4-dr., 

10. 

NASH—’51 Ambassador 4-dr., $85. '47 (6) 
4-dr., $100. 


OLDSMOBILE—’51 (98) conv., $895*. ‘50 
(88) club coupe, $725*. °47 (76) sedanet, 
$210*. °46 (76) sedanet, $155. 

PACKARD—’49 4-dr., $355. 

PLYMOUTH — '51 Cranbrook 2-dr., $700. 
*50 Special Deluxe conv., $560. °48 De- 
luxe 4-dr., $325*; Special Deluxe 4-dr., 
$135. '47 Special Deluxe 4-dr., . 

PONTIAC—'51 Chieftain (8) 4-dr., $1,100*; 
$1,025*; 2-dr., $1,005*, $1,020*. 
s¢r., $750*, 2-dr., $775*. '47 (8) 4-dr., 

5. 


STUDEBAKER—’51 Champion 4-dr., $525, 
$520. °48 Champion 4-dr., $250. ‘'47 
Commander 4-dr., $225. 


N. PLAINFIELD, N. J. 


(Lebanon Auto Auction. Sale every 
Wednesday. Prices are for sale of Dec. 9.) 
(Heavier buying in late models with 
action brisk on all cars indicating steady- 
ing of market. Sold 74 cars out of 108 


offerings.) 
BUICK — '50 Super sedan, $660; conv., 
$760. °49 Super sedan, $450, $325. °47 


RM sedan, $285; Super station wagon, 
$225. '46 sedan, $325, $290. 

CADILLAC—’53 (62) conv., $4,100*. °52 
(62) sedan, $2,750*. 50 (62) sedan, $1,- 
960, $1,810. 

CHEVROLET—’52 Bel Air, $1,150°. °51 
SL, Deluxe sedan, $855, $835. '50 SL 
Special sedan, $560. '49 FL Deluxe sedan, 
$530, $500; FL Special sedan, $320, $285. 


'48 FM sedan, $290. '47 sedan, $270, 
$185, $160. "46 SM sedan, $270. 
CHR 62 Windsor sedan, $1,490°. 


‘50 Windsor sedan, $815. '47 NY sedan, 
DeSOTO — ‘51 Deluxe sedan, $970, °47 


Custom sedan, $325. ‘46 Custom sedan, 
$200. 

DODGE — ’51 Coronet sedan, $815. °49 
Cororet sedan, $450. °48 Custom sedan, 
$410. '46 Custom sedan, $195. 

FORD—’52 Custom. (8) Victoria, $1,460*; 
sedan, $1,100, $1,045. °51 Custom (8) 
sedan, $825, $800. '50 Custom (8) se- 
dan, $690, $665; Deluxe (6) sedan, 

. '49 Custom (6) sedan, $335, $300. 

KAISER—’50 sedan, $415. 

LINCOLN—’53 Capri, $2,350*. 





OLDSMOBILE—'51 (88) sedan, $1,290. '49 
(98) sedan, $335. °48 (98) sedan, $425, 
$355. '46 (76) sedan, $220. 

PACKARD—’51 sedan, $780. 


"51 

. "50 Special De- 

, $590. '49 Special Deluxe se- 
dan, $510, $450, $400. '47 Deluxe sedan, 
$320, $275. 

PONTIAC — '51 Chieftain (8) Catalina, 
$1,275*; sedan, $1,070*, $1,045*, $1,010. 
‘60 Chieftain (8) Catalina, . a 
Streamliner (6) sedan, $320, 


DANVILLE, VA. 


(Danville Auto Auction. Sale every 
Wednesday. Prices are for sale of Dec. 9.) 


(Noted increase in activity this sale. 
Sold 65 out of 114 offerings.) 
BUICK—'53 Special 2-dr., $1,767. 
CHEVROLET—’52 SL Deluxe 4-dr., $1,115. 

'S1 SL Deluxe 2-dr. $1,050, $1,005; FL 
Deluxe, $850, $820. '50 SL Deluxe 4-dr., 
$570; Bel Afr 2-dr., $740; Deluxe 4-ar., 
$750, $710, $705. °49 Special 2-dr., $465. 
48 FM 4-dr.. $290; 2-dr., $305. '47 FM 
2-dr., $475, $305; FL, $440, 
DODGE—’53 Meadowbrook 2-dr.. $1,110. 
FORD—'53 Custom (8) 2-dr., $1,310. ‘52 
Main (8) 4-dr., $935; Crest (8) 2-ar., 
$1,155. °51 Custom (8) 4-dr., $1,075, 
$1,015; 2-dr., $835, $805. '50 Custom (8) 
2-dr., $705, '$670, $570, $450, $405. °49 
Custom (8) 2-dr., $525, $450, $425, $400, 
$310; Deluxe (6) 4-dr., $310. 47 Special 
Deluxe (8) 2-dr., $370, $295, $260, $165, 
$145; (8) 4-dr., $410. '46 Special Deluxe 


(8) 2-dr., $300. '41 (8) 2-dr., $120. °40 
(8) 2-dr., $115. 
HUDSON—’51 2-dr., $570, $400. 





MERCURY—’53 Monterey sedan, $2,325*. BILE—” mA 3635; 2- 
$000 oa ‘eotan, 9408, 1,230°. "51° sedan, $1,008 49 (Te) 2d esiipaese 
NASEE_~'49 1600)" ooden, $400. Pigsed, 9030; Detune, p000” Deluxe 2-dr., 
8reat}y ~2bor 2 
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proven to be the biggest profit maker of 
any piece of equipment in o i 
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We have had the Kent—Moore *'Head-0On" 
Carbon Blast in operation = 
of eight months and within 
have increased our customer 


machines 


Orbie Woods, 


eT aad Company, 


Bob Massip, Service Manager 
Krieger Motor Company, Lodi, Califernia 
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Average Used-Car Prices 


(Compiled by Automotive News) 


Nov. 

1953 
$1,937 
1,181 
876 
679 
512 
351 
274 
231 


$ 755 


Dee, 1953 
To Date 
$1,871 

1,184 
838 
647 
4719 
321 
271 
218 


Oct. 
1953 
$1,934 


Average.... $ 722 


(The above figures are averages of used-car auction prices, all makes 
and models, carried regularly in Automotive News.) 


PONTIAC—'50 (8) 2-dr., $1,005; 
(6) 4-dr., $210. 
STUDEBAKER—’52 Champion 2-dr., $710. 


$630; 


’51 Champion 4-dr., $510. 


WILLYS—’49 station wagon, $305. 


(Cliff Soderberg Auto Auction. Sale every 
Monday. Prices are for sale of Dec. 7.) 
(Market very good on clean cars. Sold 


OMAHA 


60 cars out of 109 offerings.) 


BUICK—’53 RM 4-dr., $2,325*. '52 Riviera 


2-dr., $1,300*. 51 Riviera 4-dr., $1,050; 


4-dr., 


2-dr., $975. '49 Super Sedanet, $515. 


CADILLA 


© — ’53 (62) coupe deVille, $3,- 


970*. "51 (62) 4-dr., $2,190. 
CHEVROLET 


$1,665°; 


- Rtg 


> We have two of your 


machine. 


—'53 Bel Air sport coupe, 
8L 


(210) 4-dr., $1,565°. 


Sas 


Blasters in our service 
d to take a cus 
the ca 


Fred Brown, Service Manager 


O'Daniel Ranes, Inc., Evansville, Ind. 


oy 





Deluxe 2-dr., $855. '49 SL Deluxe 2-dr., 
‘47 Aerosedan, $325. 

OCHRYSLER—’51 Windsor Deluxe (6) 4-dr., 
$1,040, °49 Windsor 4-dr., $575. 

DeSOTO—’51 Custom 4-dr., $955. 

= eee: Deluxe 4-dr., $360; 2-dr., 

5. 

FORD—’53 Victoria, $2,100*, $2,020*; Cus- 
tom (8) 4-dr., $1,635, $1,485. 52 Custom 
(8) 2-dr., $1,100; Victoria, $1,185*. °51 
Custom (8) 4-dr., $1,015, $805, $575. °50 
Custom (8) 2-dr., $800, $525. ’°49 Custom 
(6) 2-dr.. $470, $400. °48 Deluxe (6) 
2-dr., $435, 3330, $215. 

FRAZER—'48 Manhattan, $155. 

HUDSON—’48 Super (6) 4-dr., $270. 

MERCURY — '51 4-dr., $960; 2-dr., $910; 
Monterey (6 pass.) coupe, $900. 

(Continued on Page 38, Col. 1) 


—e—V7_EOr ONS 


"Head-On" Carbon 
department. 
tomer out in his 
rbon with this 
nice profit, and 


I am 









Kent-Moore 
We PYG en itct 





The machine ha 
the work, 
wi 
, pay envelopes 


T. H. Pee, Shop 
Triangle Motors, 


and 


aid oO 
th the considera 


We us 
tomers 


days 


s cut 0 


Mechanic 
oor a of we 


are 


Feremon 
Dallas, Texas 


4 Kent-Moore Organization, Inc. | 

j 5105 General Motors Bidg., Detroit 2, Michigan ; 
Avaitebie to all Carbon Blaster owners . . . a complete promotional 

: te sell Carbon Blast Tune- 

| Free Pan Boa =e. Tere 
1 name | 

| compan | 
| city ZONE___._ | 
ee | 


r 


ed 
Machine 


thuseg & 


ur man h 
Qur customers ar 


machine, 
bly higher ° 


ours on each 











Baie belepacionsioae 
















ai 





eee aa ne eee ee ne ce 


AUTOMOTIVE NEWS. DECEMBER 21, 1953 


‘52 Cranbrook sedan, $905, $850, $845; Custom (6) sedan, $665. '47 Deluxe se- (8) conv., $400; sedan, $420; (6) con\ , 
Suburban wagon, $1,115; Concord sedan, dan, $345, $325. $230. °47° (6) ——, "$230; (8) sedan, 


@ e ’ , 
p $675, ‘51 Cranbrook sedan, $630. ’50| FORD—'53 Main (6) sedan, $1,260; (8)| $215. '46 (8) sedan, 2 at $270. 
Used-Car Auction rices eo sedan, $1,200, 52 Main (8) sedan, $1,-| STUDEBAKER—'52 Commander (8) seda, 
PONTIAC—’52 Chieftain (8) sedan, 4 025; Custom (8) sedan, $1,170, $1,0£5. $950. ‘51 Commander (8) conv., $85). 
"61 Chieftain (8) sedan, 2 at $1,130, z 51 %-ton pickup, $625; Custom (8) ’49 Champion (6) sedan, $420. '48 Cor- 
Chieftain (8) sedan, $580, $515, $495. 48 conv., $810, $970, $805; %-ton pickup, mander (6) sedan, $290. '47 sedan, $309. 
(Continued from Page 37) Streamliner (8) sedan, 2 at $340*. '47 $725; ” Victoria, $1,310*, $1,205*, $1,145°, | wILLYS—’49 Jeepster sedan, $365 
Streamliner (8) sedan, $175. $1,110, ’50 Custom (8) sedan, $680, 2 at . om ; 
NASH—’52 Statesman Custom 4-dr., $915. sedan, $530, $490, $475, $455, $450, | STUDEBAKER — ‘52 Champion sedan, $670, $565,. $550, $560; conv., $675; %-| MISCELLANEOUS — ‘51 MG Roadster, 
ay on, tie $415. °47 FL sedan, $175, $150. ie oo gaits bash a = ton pickup, $500, $485. °49 Custom (8) $950, 
(98) 4-dr., , en ) 4-dr., :- | CHRYSLER — '53 Windsor sedan, $1,575* ampion sedan, : , bio sedan, $520, $475, $445, $420, $400; 
065*, $945. '50 (98) 4-dr., $875, $833. (ps). 61 Saratoga coupe, $1, 155°; Wind- Champion sedan, $285. °'48 Champion station wagon, $555; conv. $535, $415. JESSUP, MD. 
"49 (98) 4-dr. 48530. '48 (78) 4-dr., $340. sor, $1,065. ’50 Windsor sedan, $525*. "49 sedan, $290, $155. °47 Champion sedan, 48 (8) sedan, $300, $275. "47 (8) conv., : d 
PLYMOUTH — ‘52 Cranbrook 4-dr., $885.| Royal coupe, $345. $200, $155. $275; sedan, $250;'(6) sedan, $200, 46] (Colie’s Auto Auction. Sale every Wed- 
"50 Deluxe 3-pass, coupe, $405. °47 Spe- DesoTo ‘54 (6) sedan, $2,440°, 46 | WELLYS—'52 Aero Wing sedan, $695. '50| (8) sedan, $210, $200, $145. nesday. Prices are for sale of Dec, 9.) 
cial Deluxe club coupe, P3260; 4-dr., $250. Custom "eedani $165 ° , y %-ton pickup, $450. ‘48 Jeep, $400. '46 HUDSON—’50 sedan, $385. '49 “Super se- (Bidding sharp. Prices up. Sold 25 
POL 160, $1. Sea tee caspoae Onteine “$i: | DODGE — '52' Coronet sedan, $970°;| 7eeP wagon, $220. dan, $530, $360. 9 nS we ee) 
, om Catalina, $1,- pt , ; , . ; we : 
520, $1,465. '51 (8) 2-dr., $1,000; (6)| Meadowbrook, genes. 47 Custom sedan, OAKLAND. CALIF KAISER—'51 sedan, $705. '49 sedan, $200. | BURCH 0 RM sedan, $745. “41 Special 
2-dr., $850. '46 sedan coupe, $230. FORD. 53 , iu ain (6) sedan, $1,060; 9 ° LINCOLN — '53 Cosmopolitan sedan, $2, ° 7 
STUDEBAKER — ’51 Commander 4 - dr., Cu om 8), $1,345. '52 Main (8) sedan, (Pollock’s Used Car Auction. Sale every 695*. °49 sedan, $305. CADILLAC—'48 (61) sedan, $680. 
=o ) » | Wednesday, Prices are for sale of Dec. 9.) | weRcURY—'52 conv., $1,625*; sedan, $1,- | CHEVROLET — 53 (210) sedan, $1,250°. 


$800; -ton picku 750, °51 Custom » , 
a eo stb $700, $570; Vic- | BUICK—'51 Special Sport coupe, $1,050. | 595%, $1,500*, $1,430*, $1,070*. ‘51 sedan, 51 Deluxe panel truck, $460. ‘48 SM 


(8) sedan ; , 
DYER, IND. toria coupe, $880. 50 Custom (8) sedan, | 50 Special sedan, $840, $800, $725, $615. | $1,135*,' $1,080%, $1,070°, $1,010, '50| $0dan,. $400; FM conv., ‘$425. "46 sedan, 
(Dyer Auto Auction, Sale every Friday. $565, $530, $515, $505, $495, '49 a oe peed — ry 47 se-| sedan, $910, $885, $610. '49 sedan, $570, : 
Prices are for sale of Dec. 4.) Custom a sedan, $470, $375, $345, $310, an, $305. uper sedan, $150. $530, $320. DODGE — 50 Meadowbrook sedan, $480. 
$300, $275, $240; conv., $295. '46 Super | CADILLAC—’50 (62) sedan, $1,765*. '49 | NASH—’52 Rambler station wagon, $930. 47 Deluxe 4-dr., $300. 
(Sold 173 cars out of 306 offerings.) Deluxe (8), $280, $195. (62) conv., $1,365*; sedan, $1,325*,| ‘51 Rambler sedan, $870; Statesman se- | FORD—'47 station wagon, $195. "46 (6) 
BUICK—’53 Super pa coupe, $2,150*. | FRAZER—'51 sedan, $475. $1,180*; (61) sedan, $1, 240%) '48 (62) $536, rd 4 50 Statesman sedan, Deluxe sedan, $175. 
» Bl 520 Super Riviera | HUDSON—’52 Wasp sedan, $800, sedan, $950, $900. '46 (62) sedan, $600. ots On _ . | MERCURY —’50 sedan, $675. ’49 sedan, 
c 51 Special sedan, $100*, | KAISER—'49 sedan, $150. 46 (62) sedan, $600. LDS ILE — ’52 (88) sedan, $1,675*. $420. ’48 conv., $255. 46 sedan, $140 
$810; RM sedan, $1,025*, $985*. °50| LINCOLN—’50 Cosmopolitan coupe, $555*. CHEVROLET—’53 Bel Air sedan, $1,805*. "51 (98) conv., $1,210*; sedan, $1,255. ° a . ° . 
Super Riviera, $990*; Special sedan, | MEROURY—'52 sedan, $1,300°. '5i sedan, | +59 st, special sedan, $1,095, 2 at $1,075, | '50 (88) conv., "$1,095; (98) sedan, $895. | OLDSMOBILE—'49 sedan, $450. 
ee $770*, $655. °49 Super conv., ote 9130, "$388, Seat, Terns aon nee 51 SL Deluxe sedan, "$925, $780; SL 902s a og gine sedan, “a Gas Seen = gomee 
. - ' . * . ; } b e 
CADILLAC—'52 (62) sedan, $2,840°, $2,- | NASH’—'52 Statesinan sedan, $1,175* "51 | Special sedan, $810. 50 FI. Special se: | paCKARD —'47 sedan, $199. sedan, $300. 
690* (ps), $2,530*. ’50 (62) coupe deVille Rambler station wagon, $630. '60 States- ‘club coupe, $465. ’48 station wagon, | PLiMOUTH — ‘54 Plaza station wagon, | pontsac—’49 (6) sed $520 
, "49 (62) sedan, $1,500*; (60), man sedan, $380. '49 (600) sedan, $305, $525; SM sedan * $320; FL Aerosedan, ise nc —— —_ i - ’ . 
$270, $250. x of , 7 ° . ranbroo an, : ; 
— 53 (210) sedan, $1,300, | OLDSMOBILE—’52 (88) sedan, $1,240¢. ee ce ee "50 ‘Deluxe sedan, $560. "49 Dobie ge- ALBANY 
a a $890, "7 ms », * ! i an . juxe n 
Bel ie one vise 51 Sa (ae) codon 3 at "$308 ‘gene’ Siro 49 | CHRYSLER—'50 Windsor sedan, $805; NY | PONTIAC —’52 (3) conv., $1,610*; ‘onan (Tim Anspach Auto Auction. Sale every 
coupe, $960°, $875°; SL we. $840°,| (76) sedan, $550°. '48'(76) sedan, $315*, | Sedan, $810. '46 Windsor sedan, $200. $1,335*. ‘51 (8) sedan, $1,105*, $975: or P ea Sor sale of ae ) 
$785°*, $730°; %-ton pickup, $585, $500. $250*. DeSOTO—’47 sedan, $185. $885; Catalina, $1,410. *50 Chieftain (8) market closed # shade lower 
"50 SL sedan, $650, $585, $565*, $540*, | PACKARD — '49 (135) sedan, $260, $165. | DODGE—’53 Coronet (8) sedan, $1,695*.| sedan, $950; SL (8) sedan, $920, $700,| under the top of last week’s prices. 105 
$460; Bel Air: coupe, $730*, ‘49 FL! PLYMOUTH—’53 Cranbrook coupe, $1,110. "50 Coronet (6) sedan, $655, $645. '49| $875. ’49 Chieftain (8) sedan, $615. ’48| cars sold out of 133 offerings.) 
nen ; a ———= - BUICK — ’50 Super Riviera, $860*; RM 
sedan, $690*; Special sedan, $810*, ‘49 
Super sedan, $570*. 


CADILLAC—’46 (61) sedan, $550. 


CHEVROLET—’53 Bel Air sedan, $1,650°. 
52 SL Deluxe sedan, $1,100*, $1,090*. 
‘51 SL Deluxe sedan, $960*, $830; 
Special sedan, $800; FL Deluxe club 
coupe, $775*; sedan delivery, $500; Bel 
Air sedan, $690*, $730°, $655. '50 SL 
Deluxe sedan, $730*, $690*, $655; conv., 
$800*; club coupe, $570; FL Deluxe 
sedan, $680*; SL Special sedan, $610; 
Bel Air, $760. °49 SL Deluxe sedan, $600, 
$480. ’°48 FM club coupe, $340. 47 FM 
sedan, $175. 


CHRYSLER—’50 Imperial sedan, $850*. 


DeSOTO — '52 Fire Dome sedan, $1,140*. 
’51 Custom sedan, $935*, $880*. '49 Cus- 
tom sedan, $550. °48 Deluxe sedan, 
$300*. 

DODGE—’53 Coronet (8) club coupe, $1,- 
550*. '51 Coronet (6) sedan, $800*. '50 
Coronet (6) sedan, $560*. °49 Coronet 
(6) sedan, $290*; Wayfarer (6) s dan, 
$450. °47 Custom club coupe, $325; sedan, 
$250*. °46 Custom sedan, $290. 

FORD—’53 Custom (8) sedan, $1,410. '52 
Custom (8) sedan, $1,040; Main (8) 
sedan, $970. ‘51 Custom (8) sedan, 
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SERRE ae 


ependable cooling 
from a 
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conv., 
$620, Crest (8) sedan, $700*; Deluxe (6) 
sedan, $630. '49 Custom (8) sedan, $480, 
Ss 3 $370. '48 Custom (8) sedan, $370; Super 
oaaies Deluxe (8) sedan, $240. '47 Super De- 
ay 1 ses | luxe (8) sedan, $230, $180. 
' 


ependable source (7 Si Hi cas fee’ fea 
| @ : sedan, $680; station wagon, $1,050*. ’50 
zk eae Custom (8) sedan, $590,. $570; 


HUDSON—’49 Commodore (6) club coupe, 
$375*; Super (6) club coupe, $410. °48 
Super (6) sedan, $160. 


LINCOLN—’49 Cosmopolitan coupe, $350*. 

MERCURY — ’51 sedan, $890. '50 sedan, 
$680, °49 sedan, $500*, $300. '46 sedan, 
$270. 

NASH—’51 Rambler Custom station wagon, 
$650; conv., $555*. ‘50 Statesman sedan, 
$530". 

OLDSMOBILE—’50 (98) sedan, $770*. '46 
(66) sedan, $210*; (78) sedan, $220*. 


PACKARD — '50 sedan, $500. ‘47 sedan, 
$360*. 

| PLYMOUTH — '52 Cranbrook sedan, $900. 

’49 Special Deluxe sedan, $490, $350; 

station wagon, $590. °48 Deluxe sedan, 

$380. °46 Special Deluxe sedan, $240, 

$160. 


PONTIAC — '53 Chieftain (8) sedan, §$1,- 
835*. ‘51 Chieftain (8) sedan, $940; 
Chieftain (8) Deluxe sedan, $1,160*, $1,- 
100*; Chieftain (6) sedan, $860. ‘49 
sL (8) conv., $540*; Chieftain (8) sedan, 
$610*. '48 SL (8) conv., $280*. '47 SL 
(8) sedan, $300. '46 Torpedo (8) sedan, 
$150. 








STUDEBAKER — '53 Land Cruiser sedan 
$1,700*. 

| WILLYS — '49 Jeep, $570. '48 Jeep with 
plow, $700, $610, $600; Jeep, $450, °47 
Jeep, $340. 

MISCELLANEOUS —-'51 Henry J sedan, 
$300. 


* * * 


— Auctions in Brief — 
FLINT 


Flint Auto Auction, Sale every Wednes- 
day. (Dec 9) Sold 68.5 percent of cars 
offered. 

* * * 


HORSEHEADS, N, Y. 
Horseheads Auto Auction. Sale every Fri- 
|; day (Dec. 11) Prices getting lower as we 
| near the end of year. Real sharp cars, how- 
ever, are bringing top dollar. One-hundred 
| twenty-five cars offered for sale. 


’ EBENSBURG, PA. 


: Ebensburg Auto Auction. Sale every 

GENERAL MOTORS CORPORATION | Thursday. (Dec. 10) Prices and demand 

ae good. Rough offerings bringing junk prices 

LOCKPORT, NEW YORK : See only. Fifty-nine cars sold out of 90 offer- 
ings. 


tears ease - . ” nnn ee senate ceaeiaiibaistemnascinccatnenticedan 


HARRISON 


RADIATOR 


* * * 


MINNEAPOLIS 
Minneapolis Auto Auction. Sale very 
Monday, (Dec. 7) Late-model cars slightly 
lower this week, Sold 52 cars out of 102 
entries. 
* * * 


N. LITTLE ROCK, ARK. 
Arkansas Auto Auction, Sale every Tues- 
day. (Dec. 8) Sold 62 cars out of 119 
offerings. 
* o 


FARGO, N. D. 

Tri-State Auction Co. Sale every Thurs- 
day. (Dec. 10) Market holding steady on 
ese clean cars. Sold 52 cars out of 92 
entries. 














.to INCREASE 
SHOP PROFITS 
and assure customer 


atisfaction through 


better repair work 


That's why 70% of the units of this 
pe in use among car dealers are Sun built. 
e SuN Line is complete—offering scientific 
psting equipment of every size and type. 

is enables any car dealer, regardless of 
ize, to have the units that best fit his shop 
eeds. Newly engineered 6-12 volt equipment 
now available—or your present equipment, 
rough the Sun Modernization Plan, can be 
icRly converted to serve vehicles of both 
oltages. Talk to your nearest Sun Repre- 
tative or write direct to Sun. 


Lune 
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Three Models Added, Six Dropped . . 


‘Power’ Equipment 


(Continued from Page 10) 


| 
*54 Chevrolets Sivees 
| 


holes at each end. A cast alloy 
iron distributor drive gear re- 
places the former steel type to 
reduce wear on the camshaft. 
Another mechanical improve- 
ment in the Blue Flame “125” is 
| applied to prevent stalling follow- 
ing cold starts. To allow for heavy 
acceleration demands during warm 
up, the thermostatic spring in the 
automatic choke has been stiffened 


U.S. Action Ends 


‘Market Curb on 
Used Batteries 


WASHINGTON. — Attorney 
| General Herbert Brownell jr. last 
week announced the entry in the 
Federal Court in Kansas City of 
an antitrust consent judgment 
which ended restraints in the sale 
and distribution of used storage 
batteries and lead salvaged from 
them. 

At the same time, 24 parties to a 
companion criminal case pleaded 
“no defense.” The court accepted 
the pleas, and deferred sentencing 
to a later date. 

The Government had charged in 
civil and criminal antitrust pro- 
ceedings instituted Feb. 6, 1950, that 
the defendants had combined and 
agreed to fix the price at which 
used batteries and lead salvaged 
therefrom would be sold and to 
channel the sale of such batteries 
and salvaged lead so as to prevent 
competition from arising between 
new and rebuilt batteries. 

It was charged that the defend- 
ants, had agreed that the retail 
conspirators would sell used bat- 
teries (received as tradeins) only 
to the conspiring scrap metal 
companies; that the scrap metal 
companies agreed to destroy the 
batteries, extract the lead there- 
from, and sell such salvaged lead 
only to the defendant smelter, who 
had agreed to sell the refined sal- 
vaged lead only to manufacturers 
of the original batteries. 

The judgment dissolves Lead Dis- 
posal Co., the “clearing house” for 
the alleged conspiracy and restricts 
voting membership in the Assn. of 
American Battery Manufacturers 
to battery manufacturers. 

The Assn. of American Battery 
Manufacturers signed the consent 
decree but did not plead “no de- 
fense.” 

Cases are still pending against 
the defendants not consenting to 
the judgment. The criminal cases 
against individual defendants con- 
nected with defendant. companies 
| entering pleas was dismissed. 


Ward Gets Break 
On Fraud Term 


DEN VER. — Judge Lee Knous 
last week sentenced Fred Ward, 
former Hudson distributor, on a 
guilty plea to two Federal indict- 
ments charging mail fraud. He 
specified that the former million- 
aire auto dealer could serve the 
sentence concurrently with the sev- 
en-to-15 year term he now is serv- 
ing. 

“I’m happy to get the whole thing 
off my chest,” Ward said. “I’ve got 
it all figured out that with time off 
for good behavior I will be eligible 
for parole Dec. 8, 1957.” 

The maximum penalty for the 
mail fraud charges could have been 
a 30-year sentence and $15,000 in 
fines. But Judge Knous sentenced 
Ward to four years on each of 
three counts and fined him $1,500. 

The mail fraud charges stemmed 
from securing loans on mortgaged 
car stocks from out-of - the - city 
banks. 








Fabrics Firm Cuts Back 


LOWELL, Mass.—Massachusetts 
Mohair Plush Co., manufacturer of 
automotive fabrics and seat covers, 
has started to lay off employes for 
the first time since before World 
War II. Orders are reported lag- 
ging. 


and the vacuum piston increased 
in diameter. 
* ® + 


HE Blue Flame “115” engine has 

such features as full - pressure 
lubrication, aluminum pistons, in- 
sert-type connecting rod bearings 
and a more rigid crankshaft and 
connecting rods. Compression ratio 
is 7.5 to 1 


The new clutch assembly which 
Chevrolet has engineered for 
gearshift models is said to have 
smoother operation and greater 
reliability. In the previous design 
the pressure plate was driven 
from the clutch cover by three 
lugs. With the reengineering of 
the part, the lugs are replaced by 
three equally spaced, spring steel 
straps. The straps are riveted to 
the cover assembly and bolted to 
the pressure plate. Since the 
binding of the slots is now elimi- 
nated, the pressure plate always 
makes a full pressure contact 
with the driven plate for trans- 
fer of torque to the drive train. 


All gears in the Synchromesh 
now are shot-peened after harden- 
ing, and needle bearings have been 
introduced on the counter gear 
shaft. 

The new 30-inch muffler com- 
pares with the earlier 16-inch 
length on closed body models. 
Three chambers increase the range 
of vibration damping and minimize 
body resonance. 
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Convertible Limited to Bel Air Lines— 


The Two-Ten convertible has been dropped for 1954, 
model for the sun and breeze devotees. 


leaving only the Bel Air 





me 


Se et a ee in 


Four Models Available | in Two-Ten a a 


Besides this four-door sedan, other Two-Ten models are the two-door, club coupe 
and six- Passenger station wagon. 
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HERE ARE THE FEATURES you've WANTED 


v lightest weight — easiest to 
handle for “‘in-chassis"’ jobs. 





ee Complete SIZE coverage — 5 
models— Range: 1.375’ to 8” 


VAP Me ieelaiel lM ite 
Automatic reverse and motor 
power tool sharpener. 


WRITE TODAY FOR FULL 
SPECIFICATIONS AND PRICES 


ae 


for 38 years... 
builder of machine sce? (A 


Lowest priced of all—because 
of Lempco's exclusive design. 


Quick-locking Anchor. 


v 





Instant centering for fast, 
easy set-up. 


Voltage regulator—for vari- 
able speed. 









LEMPCO PRODUCTS, INC. 
Bedford, Ohio 


Gentlemen: Please send me all prices and infor- 
mation on BORING BARS. 


re 
ADDRESS. 


PR inneess 
y" THIS COUPON NOW FOR COMPLETE DETAILS 


> 
Zz 
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NUMBER of states which now 
require only that motorists 
drive at a reasonable and proper 
speed are considering the en- 
actment of definite statutory speed 


limits, 


In Illinois, State Public Safety 
Director Joseph D. 
recommended a speed limit of 65 
miles an hour for cars on state 


Bibb has 
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Slow! Speed Limits Ahead 


States With r" Definite Driving Curbs Mull 
Replacement of Existing Laws 


favors a 55-mile-an-hour limit at 
night for cars, a 40-mile-an-hour 
limit for trucks in daylight and 
35 after dark, 

Highway safety interests in 
Missouri are discussing the possi- 
bility of enacting more stringent 
speed limits. Present law requires 
that speeds be “reasonable and 


proper.” 


has announced that additional 
speed limits by zones in congested 
areas or dangerous points on the 
highways would be established as 
warranted by the state safety com- 
missioner. 

Oregon’s Gov. Paul L. Patterson 
has indicated that he will recom- 
mend enactment of a maximum 
speed limit law to the 1955 Oregon 
Legislature. Under consideration 
are separate day and night “speed 
ceilings.” 

* a * 


OV. PATTERSON said the 


Washington state program of 
strict enforcement of its 50-mile-an- 


ly and would provide significant 
study comparisons. 

Proposals for speed-limit-law 
revision may also be raised as an 
issue during the 1954 session of 
the Virginia Legislature. 

In Indiana, the Governor’s 
Traffic Safety Committee is con- 
sidering a proposal for a 40-mile 
speed limit for cities that may be 
recommended to the General As- 
sembly. Under consideration is a 
10-mile-an-hour increase in present 
20-mile and 30-mile zones to ex- 
pedite both city and highway 
traffic. State Director of Traffic 

Safety Joseph L. Lingo said that 


zones were established years ago 
and do not recognize modern con- 
ditions. 


The 1953 Indiana Legislature 
enacted a law establishing a 65- 
mile-an-hour “prima facie” speed 
limit, in contrast to the indicated 
future trend away from such laws. 


Andress Names Richards 


R. T. Andress, president of An- 
dress Motor Co., Shreveport, La., 
has announced the appointment of 
James E. Richards as general man- 
ager of the firm. Richards formerly 
was with Frank Kent Motor Co. 


highways. Bibb said he also Tennessee Gov. Frank Clement | hour limit would be watched close- | many of the Present: 30-mile speed (Ford), Fort Worth. 


New Passenger Car Registrations, 14 States for November, 1953-1952 





Car registrations by Lae are 
released here wookh as com- 
iled by R. L. Polk Teareeante- 
ives an state capitals. 


Chrysler 
Plymouth 
CHRYSLER 
TOTAL 
Cadillac 
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GM TOTAL 
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Allstate 
Studebaker 
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Foreign 
Miscellaneous 
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New Commercial Car Registrations, 11 States for November, 1953-1952 





oe | 18 
469} Il 


152 


ai 


oe 
271 

















199 
1120) 18755 4130| 33278 
1384} 12971 3784). 25857 


83518) 1171455 | 269004 | 336383| 2259110 
76752| 707762| 183658/223580| 1454042 


238| 
| 22371 
435 15585 


35506 | 235520/ 1195310 790 
763019) 262290 


204 
843 
31688 
59740 


6310 
4574 











907; 1957 


59161| 124506) 65287 
68888| 120154) 57014 


398| sis 


1388 
3539 














142042 
131224 


38717 
34352 


662 
1396 


2766 
4275 




















16865 | 4948670 
25363| 34377 14062 | 3454788 


Truck registrations by states are re- 
leased here weekly, as compiled by 
R. L. Polk representatives in state 
capitals. 


uck registrations by states are re- 
eased here weekly, as compiled by 
R. L. Polk representatives in state 
capitals. 
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Diamond-T 
Kenworth 
Peterbilt 
Studebaker 
Overland 


Willys- 


Arizona 
Delaware 
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Skylark sports car, 
on 


OADILLAO — Series 62—4-ar. sed., $3,- 
666.26; cl. cpe., $3,571.33; coupe deVille, 
$4,143.72. Spe- 


$3,994.57; conv., 
cial—4 


"53| 
"52| 


models, | $1,613.53 ; 


DeSOTO—Powermast 
$2,385.75 (8-pass., $3,281); cl. cpe., $2,- 
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Current Prices on New Cars 


optional at $189 on Windsor Deluxe.) 


er Six — 4-dr. sed., 


107.75. Fire Dome V-8 


‘stat. wag., 


ptional at $189 on ail ore. 


$2, 109; oar stat. wag., $2,228.50; 

4-dr. 2-seat stat. wag., to be announced; 
4-dr. 3-seat stat. =e. to be announced. 
V-8—4-dr. » $2,244.50; cl. ope., 

$2,223; spt. cpe., “onde 2s, conv., $2,- 
513.75; 2-dr. stat. ‘wag., $2,517; 4-dr. '2-seat 
stat. wag., to be announced; 4-dr. 3-seat 
stat. wag., to be announced. Royal V-8— 
4-dr. sed., $2,372.75; cl. cpe., $2,349; spt. 
cpe., $2,608; $2,632. (Gyro-Matic 


FORD—Mainline 6—4-dr. sed., $1,690.47; 
2-dr. =. Roy bus. cpe.. $1,537.33; 
stat. $2,018.90. Oustomline 6—4-dr. 
sed., 60; 2-dr. sed., $1,733.79; cl. 
cpe., S748. 43.29. Mainline 5 — 4-dr. sed., 
$1,766.00; 2-dr. sed., $1,717.20: bus. cpe., 
stat. wag., $2,095.07. Custom- 


line 8— 4-dr. sed., $1,858.35; 2-dr. sed., 
SAS: el. cpe., eee stat. wag., 
$2,266.76. Orestline 8—Victoria, : 
conv., $2,229.92; stat. wag., $2,408.24; 
(Pordomatic optional at $184 ‘on all mod- 
els.) 

HENRY J — Corsair Four — 2-dr. sed., 
$1,399. Corsair Deluxe Six — 2-dr. sed., 
$1,561.18. 

HUDSON—Jet—4-dr. sed., Vg 2-dr. 
— —— Super Jet—4-dr, sed., $1,- 


. $2,045.85. 

- aed $idsei1) Super "Wace 

™ ‘asp— 

4-dr. sed., $2,465.84; 2-dr. sed., $2,413.28; 

cl, cpe., $2,465.84; Hollywood, $2,704 

708.86; cl ope Bea Tao sal iy wood, a2. 
, cpe. . ’ 0) 

$2,987.75; conv., $3,287 (Hydra-Matic 

optional at $178.03 on a models in Jet 

Borg-Warner trans- 


ca automatic 
Seen comand a: GI1G08 a a clee 


models. ) 


KAISER — Carolina — 4-dr. sed., $2,-| Classic 98—4 


372.69; 2-dr. sed., $2,312.56. Deluxe—4-dr 

sed., $2,512.79; club sed. $2,450; tar. 
Erased; teh ona eR eenta Donan 
$3,923. 91. (Hydra-Matic standard on on Drag- 
on, aptional at $178.55 om other models.) 
LINCOLN — ~~ Etesetn—-+-@s. 020.. ORAER: 
hardtop cpe., $3,625. Lincoln Capri—4-dr. 


sed., $3,711; hardtop cpe., $3,869; conv., 
$4,030.50. (Hydra - Matic standard on all 
models. ) 


MERCURY — Custom — 4-dr. sed., $2,- 
250.50; 2-dr. sed., $2,193.50; sport cpe., 
$2,315. Monterey — 4-dr. sed., $2,332.50; 
hardtop, $2,451.50; Sun Valley, $2,581.50; 
conv., $2,609.50; stat. wag., $2,776. (Merc- 
O-Matic optional at $189.77 on all models.) 


NASH — Rambler Super—4-dr. sed., $1,- 

995; hardtop, $1,945; Suburban, $1,945. 
Rambler Custom—4-dr. sed., $2,175; hard- 
top, $2,095; conv., : 
$2,095. Statesman 
178; 2-dr. sed., . 
—4-dr. sed., $2,362; hardtop, $2,468. Am- 
bassador Super—4-dr. sed., $2.412; 2-dr. 
sed., $2,360. Ambassador Custom — 4-dr. 
sed., $2,595; hardtop, $2,730. (Hydra-Matic 
optional at $178.85 on all models.) 


OLDSMOBILE—Deluxe 88 —4-dr. sed., 


-dr. sed., $2,785.82; hardtop, 
$3,021.75; conv., $3.228.84; Fiesta sports 
car, $5,715. (Hydra-Matic standard on 
Fi optional at $178.35 on all other 
models. ) 


a em tenes tae tae 
| , er 

805. Clipper Deluxe — 4-dr. sed., $2,148; 
2-dr. sed., $2,691. Packard—Cavalier 4 


8285 33 
8276 | '52 
639| 797516 |'53 
1928| 679995 |'52 


ll States Reported 
To Date for Nov. 


Year 
To Date 


sed., £3,244; Mayfair hardtop, $3,278; 
conv. $3,486; Patrician 4-dr. sed., $3,740; 
Caribbean conv., $5,210; formal sed., $6, - 
531; executive sed., $6,900; corporation 
Hm., $7,100. (Ultramatic standard on Pa- 
trician and formal sed., optional at $199 
on all other models.) 


PLYMOUTH — Plaza 4-dr. sed., $1,765; 
cl. sed., $1,727.25; bus. cpe., $1, 617.50; 
stat. wag., $2,064. Savoy—4-dr. sed., $1,- 
872.50; cl. sed., $1,835; cl. cpe., $1, 842.50; 
spt. cpe., $2.06: conv., $2,220; ‘stat. wag.. 
$2,207.25. Belvedere—4-dr. sed., $1,953.25; 
-.¢ cpe., $2,145; conv., $2,301; stat. wag., 

(Hy-Drive optional at $145.80 on ail 
=a. ) 

STUDEBAKER — Champion Custom— 
4-dr. sed., $1,801.11; 2-dr. sed., $1,758.07. 
Champion Deluxe — 4-dr. sed., $1,918.18; 
2-dr. sed., $1,875.18; 5-pass. cpe., $1,- 
971.93; stat. wag., ‘s2, 187. 23, Champion 
Regal — 4-dr. sed., $2,026.29; 2-dr. sed., 
$1,983.29; 5-pass. cpe., $2,080.04; hardtop, 
$2,241.29; stat. wag., $2,295.33. Com- 
mander Deluxe —4-dr. sed., $2,179.13; 
2-dr. sed., $2,136.13; 5-pass. cpe., $2,- 
232.88; stat. wag., $2,447.88. Commander 
Regal—4-dr. sed., $2,287.23; 5-pass. cpe., 
$2,340.98; hardtop, $2,502.23; stat. wag., 
$2.555.98; Land Cruiser 4-dr. sed., $2,- 
438.28. (Automatic Drive optional at $216 
on Champion, $226.50 on Commander.) 


WILLYS — Aero Lark — 4-dr. sed., $1,- 
727.15; 2-dr. sed., $1,640.99. Aero Faleon—— 
4-dr. sed., $1,856.95; 2-dr. sed., $1,792.33. 
Aero Ace—4-dr. sed., $2,038.82; 2-dr. sed., 
$1,963.50. Aero Eagie—Hardtop epe., $2,- 
157.18. Station wagons — 4-cyl., $1, 862.70 
ae drive, $2,304.55); 6- -cyl., $1,- 
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Working Toward Better Position . . . 


Sales Slip, but Profits Hold 


(Continued from Page 1) 

alone has spruced up many deals 
and put more money in the till. 

Market observers believe the 
present trend toward a slight re- 
duction in volume and an improve- 
ment in profit marks December as 
a month of transition. 


HE consensus is that some time 

in January the market will 
enter its next phase: The profit on 
each deal will hold steady at its 
improved position, and the volume 
will pick up. 

This belief is based on several 
factors, but the 
most frequently cited: 

1. The holiday season, with its 
appeal to buy goods in other 
lines, will be past. 

2. All 1954 models will have been 
introduced. 

3. Confusion and hysteria of the 
53 cleanup will be over. 

* * * 


— average price of wholesale 
used cars slipped again last 
week—$12 to a record postwar low 
of $722. For the first time in 2% 
months, average prices were down 
for every model year. 

The decline in overall prices 
came on the heels of an increase 
in Automotive News’ index in 
the previous week when whole- 
sale prices had gained $4, the 
biggest weekly increase since 
Aug. 17. 

The new drop made the Decem- 
ber average of $722 compare with 
$755 for November and $803 for 
October. 

Biggest setback was suffered by 
68s, which fell $39. A drop of $12 
was registered for ’52s and ’47s; 

49s were down $11; ’50s were 
down $10; ’51s were down $7; ’46s 
were down $2 and ’48s fell $1. 
Despite the declines, ’46s and ’53s 
were still selling for more than 
they were two weeks ago. 

Reports from wholesale auctions 
said that clean cars were still 
bringing the top dollar. Rough 
units, however, bring only junk 
prices. 


* *~ * 

OMPARED with average prices 

of a month ago, current figures 
show dectines which may be 
ranked as follows: °’47s, 1.8 per- 
cent; ’53s, 3.4 percent; ’52s, 4.1 per- 
cent; ’51s, 5.0 percent; ’50s, 6.0 per- 
cent; '49s, 7.9 percent; ’48s, 8.8 per- 
cent, and ’46s, 9.2 percent. 

These figures indicate that ’47s 
and ’58s have been relatively 
strongest in the used-car market 
of the last four weeks. 

The price spread between model 
years, after last week’s adjust- 
ments, was as follows: ’53 to ’52, 
$737; °52 to ’51, $296; ’51 to ’50, 
$191; ’50 to ’49, $168; ’49 to ’48, $158; 
’48 to ’47, $50, and ’47 to °46, $53. 

* = * 


oe samplings of last 
week showed: 

Cleveland new-car sales for the 
week were 1,068, compared with 
1,213 for the previous week. Used- 
car sales were 1,301, compared with 
1,333. 

Akron new-car sales for the 
week were 306, compared with 
$82 the previous week, Used-car 


Walters Buys Out 
Oldsmobile Deal 


LANSING. — Frederick J. Wal- 
ters, formerly sales vice-president 
of Packard, has been appointed an 
Oldsmobile "dealer in Newark, N. J., 
and has bought out the business 
of Murphy Oldsmobile Co., it was 
announced last week by G. R. 
Jones, Oldsmobile general sales 
manager. 

The Murphy property at 75 First 
St., Newark, is one of the largest 
and best-equipped dealerships in 
the New York metropolitan area, 
according to Jones. Walters is 
president and treasurer of the 
dealership, now known as Fred 
Walters Oldsmobile. 

Walters joined Packard as sales 
vice-president in June, 1952. Prior 
to that, he was an executive of 
General Electric Co. and sales 
vice-president of Hotpoint, Inc. 

Walters began his automotive 
career as a retail salesman for a 
Cadillac dealership in New York in 
1927. He joined Oldsmobile in 1934. 
He left Oldsmobile in 1945 to join 
General Electrie. 


turnover was 577, an increase 
over the 506 of the previous 
week, 


New-car sales were down in Am- 
arillo, Tex., reaching 98, compared 
with 109 for the previous week. 


November sales, as compared 
with October totals, were down in 
Birmingham, Ala.; Toledo; Dallas; 


Houston; Minneapolis, and. New 
Orleans. : we : 

* ° * 
N DETROIT (Wayne County), | 


November new-car sales totaled 


12,663, compared with 16,639 for Oc- | 
following are |-— — —_—_—— 


tober, a decrease of 23.9 percent. 
Used-car sales also declined, with 
a turnover of 11,368 in November, 
compared with 12,753 for October. 
The drop was 10.9 percent. 


Ford outsold Chevrolet in Wayne 
County for the month, 4,627 to 2,441 
—almost two to one. 


In percent of total sales, Ford 
alone came within .03 of a per- 
centage point of selling as many 
cars in Wayne County as did all 
the GM _ divisions combined. 
Ford’s share of the market was 


41 


Dealer to Peddler in 6 Months 


- A FAST-MOVING market, sometimes it takes the reawakened 
eyes of a Rip Van Winkle to see just what has happened. 
This Rip is no myth, He is a dealer in a densely populated section 

OF aon as ee 

feel somewhat 


like Rip Van Winkle—when I went into the 


neath & balheven shoudl te be a 
six months later to find 


merchant. I came out 


® reputable me 
myself a peddler and a damned cheap one 


has gripped the dealers? Have they lost 
my 380 years of business, I have never 


seen anything like it.” 





lines combined totaled 386.58 per- 
cent. 

With Mercury and Lincoln added 
to the Ford market slice, Ford 


36.55, percent, while all the GM Motor Co. totted up an impressive | 


43.96 percent of the total Detroit 
market, Chrysler Corp. garnered 
15.24 percent, leaving the inde- 
pendents to split 4.22 percent of 
) the market among | themselves. 





“There must be a way!” I exploded. 
“Some way to keep new car owners 
coming back in for service! 

“T’d listened to a hundred crackpot 
suggestions, and gosh knows how 
many ‘sure-fire’, ‘can’t-miss’ schemes. 
But none of them seemed to do the 
trick for me. 

“Except one—that is... Fortu- 
nately for me, the Alemite man 
happened to walk in just at that mo- 
ment and began telling me about his 
11 Point Magnet Plan. He showed me 
that friction—the number one threat 


our service 
— does ¥ nail QA% ot your 


and parts 
overhead? 


Se Veda het, 


Many dealers over the country 

are doing just that with the Alemite 
Magnet Plan. Want the facts? Call your 
Alemite distributor. Or mail this coupon now! 


ALEM ITE 


to auto life—was the answer. That 
regular and proper lubrication was 
the way to build up that all important 
link with my customers. 

“Interested, but skeptical, I de- 
cided to give his idea a try. But at 
that point I'd still have bet my shirt 
against its working! 

“Well... I believe in giving credit 
where credit is due. You should see 
my place now! Thanks to the Magnet 
Plan I’m pulling ’em in like hungry 
trout! And not just for $1.50 grease 
jobs, either. More of everything —lu- 


today! 





City 


ACT NOW! JUDGE FOR YOURSELF! 


See how the Alemite “Magnet Plan” 
overhead—improve your trading position. No obligation. Mail coupon 


Address__________ 


brication, washes, polishing jobs, 
parts .. . total service volume in all 
departments is up 26%. Customer re- 
turns have increased 29%! No won- 
der the boys in my organization have 
switched from moanin’ the blues to 
singin’ the praises of the Magnet Plan! 

“And that terrific follow-up adver- 
tising Alemite gives us every two 
weeks in the SATURDAY EVENING POST 
and COLLIER’s keeps my place hum- 
min’ like a million dollar tune-up job! 
And it doesn’t cost me a cent!” 


can help you cover your fixed 


Alemite, Dept. C-123, 1826 Diversey Pkwy., Chicago 14, Illineis 


(0 Send us complete information on the “Magnet Plan” 
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Slow! Speed 





NUMBER of states which now 

require only that motorists 
drive at a reasonable and proper 
speed are considering the en- 
actment of definite statutory speed 
limits, 

In Illinois, State Public Safety 
Director Joseph D. Bibb has 


recommended a speed limit of 65 
miles an hour for cars on state 


highways. Bibb 


said he also 





Car registrations by states are 
releas oe weekly, as com- 
Hled by R. L. Polk representa- 
ives in state capitals. 


States With F Definite Driving Curbs Mull 
Replacement of Existing Laws 
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Limits Ahead 


favors a 55-mile-an-hour limit at 
night for cars, a 40-mile-an-hour 
limit for trucks in daylight and 
35 after dark, 

Highway safety interests in 
Missouri are discussing the possi- 


bility of enacting more stringent |: 


speed limits. Present law requires 
that speeds be “reasonable and 


proper.” 
Tennessee Gov. Frank Clement 


CHRYSLER 
TOTAL 








has announced that additional 
speed limits by zones in congested 
areas or dangerous points on the 
highways would be established as 
warranted by the state safety com- 
missioner. 

Oregon’s Gov. Paul L. Patterson 
has indicated that he will recom- 
mend enactment of a maximum 
speed limit law to the 1955 Oregon 
Legislature. Under consideration 
are separate day and night “speed 
ceilings.” 

* * * 


OV. PATTERSON said the 
Washington state program: of 
strict enforcement of its 50-mile-an- 
hour limit would be watched close- 


Cadillac 


ly and would provide significant 
study comparisons. 

Proposals for speed-limit-law 
revision may also be raised as an 
issue during the 1954 session of 
the Virginia Legislature. 

In Indiana, the Governor’s 
Traffic Safety Committee is con- 
sidering a proposal for a 40-mile 
speed limit for cities that may be 
recommended to the General As- 
sembly. Under consideration is a 
10-mile-an-hour increase in present 
20-mile and 30-mile zones to ex- 
pedite both city and highway 
traffic. State Director of Traffic 
Safety Joseph L. Lingo said that 
|many of the _Present 30-mile speed 


New Passenger Car Registrations, 14 States for November, 1953-1952 


K-F TOTAL 
Allstate 








zones were established years ago 
and do not recognize modern con- 
ditions. 

The 1953 Indiana Legislature 
enacted a law establishing a 65- 
mile-an-hour “prima facie” speed 
limit, in contrast to the indicated 
future trend away from such laws. 





Andress Names Richards 


R. T. Andress, president of An- 
dress Motor Co., Shreveport, La. 
has announced the appointment of 
James E. Richards as general man- 
ager of the firm. Richards formerly 
was with Frank Kent Motor Co. 
4 Ford), Fort Worth. 
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New Commercial Car Registrations, 11 States for November, 1953-1952 









Truck registrations by states are re- 

here weekly, as compiled by 
R. L. Polk representatives in state 
capitals. 





District of Columbia 








West Virginia 






Wyoming = 
il States oon ‘53 
To Date for Nov. ‘52 
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To Date *52| 
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standard on 

at $192.50 on all others.) 
OADILLAO — Series 62—4-ar. sed., $3,- 

666.26; cl. cpe., $3,571. i 

994.57; 67; conv., $4,143. 





* | —4-ar, 


* | $2,024.75; 






| zl | 








5 642 
iI 2| 2963 15} 943 
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optional at $189 on Windsor Deluxe.) 
DeSOTO—Powermaster Six — 4-dr. sed., 
$2,385.75 (8-pass., $3,281); cl. cpe., . 
364; stat. wag., $3,107.75. Fire Dome V-8 
sed., $2,673 (8-pass., $3,558.75); 
cl, cpe., $2,651.50; Sportsman, $2,922.50; 
conv., $3,144.25; stat. wasg., $3,381. 
optional at $189 on all models.) 


DODGE—Meadowbrook Six — ae sed., 


cl. $1,983. 
V-8—4-dr. sed., $2,175.75; 
154.25. Ooronet Six—4-dr, sed., Tiare 


cpe., $2,109; 2-dr. stat. wag., 
4-dr. 2-seat stat. wag., to be eine 
4-dr. 3-seat stat. wag., 


to be announced. 
Spe- | Coronet V-8—4-dr. sed., $2.24.50; cope, 


$2,223; spt. cpe., $2,380.25; conv., $2,- 
513.75; 2-dr. stat. ‘wag., $2,517; 4-dr. 2-seat 
stat, wag., to be announced; 4-dr. 3-seat 
stat. wag., to be announced, Royal V-8— 
4-dr. sed,, $2,372.75; cl. cpe., $2,349; spt. 
$2,503; conv., $2,632. ——- 
optional at $139. 20° on Meadowbrook 
and V-8. FowerMilte optional at $180 on all 
other models except station 
wagons. ) 


b mt. $1,690.47; 
537. 








International 





Kenworth 





7 
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Current Prices on New Cars 


line 8 — 4-dr. sed., $1,858.35; 2-dr. sed., 
yey el. cpe., $1,819.50; stat. wag., 
$2,266. Crestline 8—Victoria, $2,120.23; 
conv., "$2,220.02: stat. wag., = 
(Fordomatic optional at $184 on all mod- 
els.) 

HENRY J — Corsair Four — 2-dr. sed., 
Six — 2-dr. sed., 


HUDSON—Jet—4-dr. sed., iy 2-dr. 
utility, $1,836.75. Super Jet—4-dr, » $1,- 
954; 2-dr. sed., $1,932.75. aot eas 
sed., $2,056.60; 2-dr. sedan, $2,045.85. 
Wasp—4-dr. sed., $2,256.11; 2-dr. an. $2,- 
209.43; cl. cpe., $2,256.11. Super Wasp— 
4-dr. sed., $2,465.84; 2-dr. sed., $2,413.28; 
cl, cpe., "$2,465.84; Hollywood, $2,704; 
conv., $3,004.20. Hornet — 4-dr. sed., #2. 
768.86; cl cpe., $2,741.99; Ho 
$2,987.75; conv., $3,287.70. (Hydra-Matic 
optional at $178.03 on all models in Jet 
category. Borg-Warner automatic trans- 
ee at $178.03 on all other 
models. 


KAISER — Carolina — 4-dr. sed., S.- 
372.69; 2-dr. sed., 
sed., $2,512.79; 
| Saeed: ye $2,506.76, ——— 
$3,923.91. (Hydra-Matic standard on Deag- 
on, aptional at $178.55 on other — 

LINCOLN — Lincoln—4-dr. sed., pane: 
hardtop cpe., $3,625. Lincoln Capri—4-dr 


Peterbilt 
























Studebaker 
Overland 


Willys- 































sed., 513 hardtop cpe., $3,869; conv., 
$4,030. (Hydra - Matic standard on all 
models. - 

MERCURY — Custom — 4-dr. sed., $2,- 
250.50; 2-dr. sed., $2,193.50; sport cpe., 
$2,315. Monterey — 4-dr. sed., $2,332.50; 
hardtep, $2,451.50; Sun Valley, $2,581.50; 
conv., $2,609.50; stat. wag., $2,776. (Mere- 
0-Matic optional at $189.77 on all models.) 


NASH — Rambler Super—4-dr. sed., $1,- 
995; hardtop, $1,945; Suburban, $1,945. 
Rambler Custom—4-dr. sed., $2,175; hard- 
top, $2,095; conv., $2,125; stat. wag., 
$2,095. Statesman Super—4-dr. sed., $2,- 
178; 2-dr. sed., $2,130. Statesman Custom 
—4-dr. sed., $2,362; hardtop, $2,468. Am- 
bassador Super—4-dr. sed., $2.412; 2-dr. 
sed., $2,360. Ambassador Custom — 4-dr. 
sed., $2,595; hardtop, $2,730. (Hydra-Matic 
optional at $178.85 on all models.) 


OLDSMOBILE—Deluxe 88 — 4-dr. sed., 
$2,327.09; 2-dr. sed., $2,261.62. Super 88 

— 4-dr. sed., $2,461.71; 2-dr. sed., §$2,- 
395.25; hardtop, $2,673.39; conv., $2,852.59. 
Classic 98—4-dr. sed., $2,785.82; hardtop, 
$3,021.75; conv. $3,228.84; Fiesta sports 
car, $5,715. (Hydra-Matic standard on 
Fiesta, optional at $178.35 on all other 
models. ) 


PACKARD—Clipper—4-dr. sed., $2,598; 
2-dr. sed., $2,544; Sportster hardtop, $2,- 
805. Clipper Deluxe —4-dr. sed., $2,745; 
2-dr, sed., $2,691. Packard—Cavalier 4-dr. 





2791 |'53 
2888 | '52 


2143 [53 
2| 2167 |'52 





Truck registrations by states are re- 
leased here weekly, as compiled by 
R. L. Polk representatives in state 
capitals. 






620 |'53 Arizona 
| 614 |'52 
176 |'53 Delaware 
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District of Columbia 
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129 |'53 Nevada 
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New Hampshire 





North Carolina 
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sed., $3,244; Mayfair hardtop, $3.278; 
conv., $3,486; Patrician 4-dr. sed., $3,740; 
Caribbean conv., $5,210; formal sed., $6,- 
531; executive sed., $6,900; corporation 
lim., $7,100. (Ultramatic standard on Pa- 
trician and formal sed., optional at $199 
on all other models.) 


PLYMOUTH — Plaza 4-dr. sed., $1,765; 
cl. sed., $1,727.25; bus. cpe., $1, 617.50; 
stat. wag., aa Savoy—4-dr. sed., $1,- 
872.50; cl, $1,835; cl. cpe., $1,842.50; 
spt. cpe., $2.06: conv., $2,220; ‘stat. wag.. 
$2,207.25. Belvedere—4-dr. sed., $1,953.25; 
4 cpe., $2,145; conv., $2,301; stat. wag., 

(Hy-Drive optional at $145.80 on ail 
am. ) 

STUDEBAKER — Champion Custom— 
4-dr. sed., $1,801.11; 2-dr. sed., $1,758.07. 
Champion Deluxe — 4-dr. sed., $1,918.18; 
2-dr. sed., $1,875.18; 5-pass. cpe., $1,- 
971.93; stat. wag., $2,187.23. Champion 
Regal — 4-dr. sed., $2,026.29; 2-dr. sed., 
$1,983.29; 5-pass. cpe., $2,080.04; hardtop, 

. Com- 


$2,241.29; stat. wag., $2,295.33 
mander Deluxe —4-dr. sed., $2,179.13; 
2-dr. sed., $2,136.13; 5-pass. cpe., $2,- 


232.88; stat. wag., $2,447.88. Commander 
Regal—4-dr. sed., $2,287.23; 5-pass. cpe., 
$2,340.98; hardtop, $2,502.23; stat. wag., 
$2,555.98; Land Cruiser 4-dr. sed., $2,- 
438.28. (Automatic Drive optional at $216 
on Champion, $226.50 on Commander.) 


WILLYS — Aero Lark — 4-dr. sed., $1,- 
727.15; 2-dr. sed., $1,640.99. Aero Faleon— 
4-dr. sed., $1, 856.95; 2-dr. sed., $1,792.33. 
Aero Ace-—4-dr. sed., $2,038.82; 2-dr. sed., 
$1,963.50. Aero Eagie—Hardtop epe., $2,- 
157.18. Station wagons — 4-cyl., $1. 862. 70 
Gecetent drive, $2,304.55); 6-cyl., $1,- 
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Working Toward Better Position . . . 


Sales Slip, but Profits Hold 


(Continued from Page 1) 
alone has spruced up many deals 
and put more money in the till. 
Market observers believe the 
present trend toward a slight re- 
duction in volume and an improve- 
ment in profit marks December as 
a month of transition. 
+ 


IHE consensus is that some time 

in January the market will 
enter its next phase: The profit on 
each deal will hold steady at its 
improved position, and the volume 
will pick up. 

This belief is based on several 
factors, but the following are 
most frequently cited: 

1. The holiday season, with its 
appeal to buy goods in other 
lines, will be past. 

2. All 1954 models will have been 
introduced. 

3. Confusion and hysteria of the 
53 cleanup will be over. 

* * * 


1. average price of wholesale 
used cars slipped again last 
week—$12 to a record postwar low 
of $722. For the first time in 2% 
months, average prices were down 
for every model year. 

The decline in overall prices 
came on the heels of an increase 
in Automotive News’ index in 
the previous week when whole- 
sale prices had gained $4, the 
biggest weekly increase since 
Aug. 17. 

The new drop made the Decem- 
ber average of $722 compare with 
$755 for November and $803 for 
October. 

Biggest setback was suffered by 
58s, which fell $39. A drop of $12 
was registered for ’52s and ’47s; 

"49s were down $11; ’50s were 
down $10; 51s were down $7; ’46s 
were down $2 and ’48s fell $1. 
Despite the declines, 46s and ’53s 
were still selling for more than 
they were two weeks ago. 

Reports from wholesale auctions 
said that clean cars were sstill 
bringing the top dollar. Rough 
units, however, bring only junk 


) prices. 


+ * * 

——— with average prices 

of a month ago, current figures 
show declines which may be 
ranked as follows: ’47s, 1.8 per- 
cent; ’53s, 3.4 percent; ’52s, 4.1 per- 
cent; ’51s, 5.0 percent; ’50s, 6.0 per- 
cent; ’49s, 7.9 percent; ’48s, 8.8 per- 
cent, and ’46s, 9.2 percent. 

These figures indicate that ’47s 
and ’58s have been relatively 
strongest in the used-car market 
of the last four weeks. 

The price spread between model 
years, after last week’s adjust- 
ments, was as follows: °53 to ’52, 
$737; ’52 to ’51, $296; °51 to ’5O0, 
$191; 50 to ’49, $168; ’49 to ’48, $158; 
48 to ’47, $50, and "47 to °46, $53. 

a 


Renae samplings of last 
week showed: 

Cleveland new-car sales for the 
week were 1,068, compared with 
1,213 for the previous week. Used- 
car sales were 1,301, compared with 
1,333. | 
Akron new-car sales for the 
week were 306, compared with 
$82 the previous week, Used-car 


Walters Buys Out 
Oldsmobile Deal 


LANSING. — Frederick J. Wal- 
ters, formerly sales vice-president 
of Packard, has been appointed an 
Oldsmobile dealer in Newark, N. J.., 
and has bought out the business 
of Murphy Oldsmobile Co., it was 
announced last week by G. R. 
Jones, Oldsmobile general sales 
manager. 

The Murphy property at 75 First 
St., Newark, is one of the largest 
and best-equipped dealerships in 
the New York metropolitan area, 
according to Jones. Walters is 
president and treasurer of the 
dealership, now known as Fred 
Walters Oldsmobile. 

Walters joined Packard as sales 
vice-president in June, 1952. Prior 
to that, he was an executive of 
General Electric Co. and sales 
vice-president of Hotpoint, Inc. 

Walters began his automotive 
career as a retail salesman for a 
Cadillac dealership in New York in 
1927. He joined Oldsmobile in 1934. 
He left Oldsmobile in 1945 to join 
General Electric. 


turnover was 577, an increase 
over the 506 of the previous 
week, 


New-car sales were down in Am- 
arillo, Tex., reaching 98, compared 
with 109 for the previous week. 


November sales, as compared 
with October totals, were down in 
Birmingham, Ala.; Toledo; Dallas; 
Houston; Minneapolis, and New 
Orleans. ‘ , 


+ = . | 

N DETROIT (Wayne County), | 
November new-car sales totaled | 
12,663, compared with 16,639 for Oc- | 





tober, a decrease of 23.9 percent. 
Used-car sales also declined, with 
a turnover of 11,368 in November, 
compared with 12,753 for October. 


The drop was 10.9 percent. 


Ford outsold Chevrolet in Wayne 
County for the month, 4,627 to 2,441 


—almost two to one. 

In percent of total sales, Ford 
alone came within .08 of a per- 
centage point of selling as many 
cars in Wayne County as did all 
the GM _ divisions combined. 
Ford’s share of the market was 


36.55, percent, while all the GM 








Dealer to Peddler in 6 Months 


- A FAST-MOVING market, sometimes it takes the reawakened 
eyes of a Rip Van Winkle to see just what has happened. 

This Rip is no myth, He is a dealer in a densely populated section 
of the country, and he writes: 

“I feel somewhat like Rip Van Winkle—when I went into the 
hospital, I believed myself to be a reputable merchant. I came out 
oa later to find myself a peddler and a damned cheap one 
at 

“What kind of insanity has gripped the dealers? Have they lost 
all courage and faith? In my 380 years of business, I have never 
seen anything like it.” 












lines combined totaled 36.58 per- | 43.96 percent of the total Detroit 
cent. market, Chrysler Corp. garnered 
With Mercury and Lincoln added | 15.24 percent, leaving the inde- 
to the Ford market slice, Ford| pendents to split 4.22 percent of 


Motor Co. totted up an impressive! the market among themselves. 








— does your 


“There must be a way!” I exploded. 
“Some way to keep new car owners 
coming back in for service! 

“T’d listened to a hundred crackpot 
suggestions, and gosh knows how 
many ‘sure-fire’, ‘can’t-miss’ schemes. 
But none of them seemed to do the 
trick for me. 

“Except one—that is... Fortu- 
nately for me, the Alemite man 
happened to walk in just at that mo- 
ment and began telling me about his 
11 Point Magnet Plan. He showed me 
that friction—the number one threat 


service 

our 
and parts poy 84% -? 
overhead? 


Many dealers over the country 

are doing just that with the Alemite 
Magnet Plan. Want the facts? Call your 
Alemite distributor. Or mail this coupon now! 


ALEMITE 
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to auto life—was the answer. That 
regular and proper lubrication was 
the way to build up that all important 
link with my customers. 

“Interested, but skeptical, I de- 
cided to give his idea a try. But at 
that point I’d still have bet my shirt 
against its working! 

“Well... I believe in giving credit 
where credit is due. You should see 
my place now! Thanks to the Magnet 
Plan I’m pulling ’em in like hungry 
trout! And not just for $1.50 grease 
jobs, either. More of everything—lu- 


today! 





City 


ACT NOW! JUDGE FOR YOURSELF! 


See how the Alemite “Magnet Plan” can help you cover your fixed 
overhead—improve your trading position. No obligation. Mail coupon 
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brication, washes, polishing jobs, 
parts .. . total service volume in all 
departments is up 26%. Customer re- 
turns have increased 29%! No won- 
der the boys in my organization have 
switched from moanin’ the blues to 
singin’ the praises of the Magnet Plan! 

“And that terrific follow-up adver- 
tising Alemite gives us every two 
weeks in the SATURDAY EVENING POST 
and COLLIER’s keeps my place hum- 
min’ like a million dollar tune-up job! 
And it doesn’t cost me a cent!” 


Alemite, Dept. C-123, 1826 Diversey Pkwy., Chicago 14, Illineis 


(0 Send us complete information on the “Magnet Plan” 
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In First Quarter ... 
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Ford, Chevrolet Set 
For Peak Production 


(Continued from Page 1) 


schedule, but one high executive 
admitted it would approach that 
of 1953’s third quarter. 

In July, August and September 
this year, Ford division produced 


L. W. Smead T. H. Keating 


374,674 cars. If this goal is attained 
in the next three months, it would 
represent an increase of about 50 
percent over the 246,943 cars as- 
sembled in the first quarter of 
1953. 

+ * * 

L. W. Smead, Ford division 
general sales manager, told news- 
men he expects the industry to 
sell between 5.38 and 5.6 million 
new cars and 900,000 to one million 
new trucks in 1954. 

It was understood that only 2 
percent of Ford’s initial output 
will be devoted to the new Sky- 
liner model, but the percentage 
will go up sharply if it meets the 
same sales reception as Mer- 
cury’s new Sun Valley car. 

Smead said Ford dealer stocks of 
new cars are now at an 18-day 


supply, compared with a 31-day 
supply for the entire industry. On 
new trucks, he declared, Ford 
dealers have a 28-day supply con- 
trasted with a 59-day supply for 
the industry as a whole. 
” « * 

SED-CAR stocks in the hands of 

Ford dealers are even in better 
shape, Smead said, noting that the 
supply is 17 days compared with 
34 days for the entire industry. 

“On used trucks,” Smead assert- 
ed, “our dealers have a 21-day 

supply; the balance of the in- 
dustry a 43-day supply.” 

From these figures, Smead de- 
clared, “we think somebody made 
too many cars and trucks in the 
last half of this year, but we 
don’t think it was Ford.” 


Smead said “there has been a lot 
of talk about production in the last 
part of this year. Sure we made 
more cars and trucks the last part 
of 1953 than the first half. It 
doesn’t mean we built too many the 
last half; it simply means we 
didn’t build enough the first half. 


* * * 


_ industry pattern,” he 
pointed out, “is 55 percent the 
first half and 45 percent the last 
half. But we were stopped from 
doing that this year because of 
government controls in the first 
quarter and the long supplier 
strikes in the second quarter, The 
payoff as to production can be 


Idaho Dealers Name New Officers— 

At the 18th convention of the Idaho Automobile Dealers Assn. in Boise, new of- 
ficers and directors were named for the coming yeor. They are (seated, from left) 
David Edmark, Nampa; C. A. Gore, Twin Falls; L. F. Heagle, Hailey, president; Charles 


C. Adams, retiring president; Charles C. 


Adams, Lewiston; Clare Walker, Kellogg; 


William §. Freeland, Coeur d'Alene, vice-president, and Elmer Bidne, Moscow. Stand- 
ing: Lloyd Damon, Wallace; Burt A. Wackerli, Idaho Falls; E. C. Dissault, Pocatello; 
Jay Dye, Grangeville; Wade Brown, Sandpoint; J. V. Chamberlin jr., Weiser; Louis 
Stalker, Grace; James Berry, Buhl, and Leo J. Mason, Caldwell. 


found in dealer stocks and dealer 
profits.” 

After the troublesome first half, 
Smead said, “the third quarter was 
a period of high production and 
for our dealers a period of high 
profits. The fourth quarter of this 
year was more competitive and yet 
from our standpoint the volume 
was excellent and the dealers’ 
profits were good; and when I say 
profits, I mean profits.” 

Smead revealed that, following 


Exposition Paper Out 


NEW YORK.—A quarterly news- 
paper containing news and pictures 
of the First International Machine 
Tool Exposition is now being pub- 
lished. Free subscriptions are avail- 
able by writing to First Interna- 
tional Machine Tool Exposition, 132 
Fifty-fourth St., Brooklyn 32, N. Y. 
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FOOD MACHINERY & CHEMICAL CORPORATION 
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HEADLIGHT TESTER 


4, MICHIGAN 


GNERS © WHEEL BALANCERS @ TIRE 
DE-SKIDDERS © STEAM CLEANERS 


CUES 
id ALLIED TOOLS 


@ near-record sales of new cars in 
November (topped only by 1925), 
people thought that as 
soon as Dec. 1 came along, 
business would stop. But it isn’t 
true. Business has kept right on. 
In the first 10 days of December, 
Ford dealers sold more cars and 
trucks by over 4,000 units than 
has ever been sold in that period 
in the history of the company.” 

Smead revealed that for the first 
half Ford division had sold 16 per- 
cent of the industry’s new cars. At 
the end of July the figure was 18.6 
percent, in August 21.3, in Septem- 
ber 23.5 and in October 23.6, 

On new-truck sales, Ford’s first 
half percentage was 25 percent of 
the industry’s total. In July it 
moved up to 26.3, while by October 
the figure was 33.7 percent. 

s * 


_oracrae employment and 
national income to be at high 
levels in 1954, Smead pointed out 
that “today people have invested in 
automobiles over $28 billion. With 
the same kind of dollars that com- 
pares with $18 billion in 1939.” 

“In other words,” he said, “the 
people have invested in their trans- 
portation, with the same kind of 
dollars, 50 percent more today than 
they had in 1939. To us in the auto- 
mobile business that is very signifi- 
cant because people don’t pay out 
the entire price of a new car except 
in cases where they are just com- 
ing into the market. They take 
their old car and make the down 
Payment, so today people have 50 
percent more value with which to 
make the down payment. There are 
a lot of old cars on the road that 
need to be replaced, so the used-car 
business should be good. 

“So, if for no other reason, we 
think that represents a big op- 
portunity for the sales organization 
of the industry to do an outstand- 
ing selling job in 1954. 

“Now, there has been a lot of 
talk about credit. Well, here are 
the facts. Before the war, 8 per- 
cent of income was used for 
credit, and $3 percent of income 
for automobile credit. Now, today, 
in 1953, 8.5 percent of income goes 
for credit, and 4 percent for auto- 
mobile credit. Now, you may 
think that 3 percent before the 
war and 4 percent now for auto- 
mobile credit may be that we are 
getting too much credit, but when 
you analyze it, that isn’t true, be- 
cause more of the credit today is 
with people in higher income 
brackets, who have assets to back 
up this extension of credit. 

“Another reason why we feel so 
well about the credit situation is 
that before the war, there was 3 
percent delinquency in the auto- 
mobile loans. That was an average 
of about 3 percent across the board. 
In 1951, it was 18 percent delin- 
quency, and today it is only 1.3. So 
credit is only bad when people 
can’t pay for it,” Smead said. 


Auto Stocks 
Dee. 

16 
6156 
60% 
10% 
2% 


1953 

High Low 
96% 
6934 
17 

5% 
25% 
1156 
43% 


Chrysler 
GM 
Hudson 
21% 


Compiled from reports of trading on the 
American and New York Stock Exchanges. 


(and Men's Store) 
~ Advertising 
than any other 


Paper in 
Western New York 


WOMEN’S STORE 
LINEAGE 1952 


Daily 1,324,375 lines 
Sunday 665,562 lines 


ROP Full Color available 
both Daily & Sunday 


BUFFALO 
COURIER 
EXPRESS 


Western New York's 
Only Morning and Sunday Newspaper 


REPRESENTATIVES: 
SCOLARO, MEEKER & SCOTT 


SALES GRAPH 
CALENDAR 
Pe 


Records day-by- : 
day gains or losses against 
monthly quotas or comparatives. 
Graphs new cars, used cars, parts 
and service simultaneously. 
Daily picture of your operations 
at a glance. 
Simple and easy to use. 
Full 12 month calendar with large 
daily date and memo space. 
Used by hundreds of different lines 
of businesses. 
Ideal for sales, production and ad- 
ministrative managers. 

@ Size 20” x 30”. Folds easily for 
filing. 

FULL YEAR CONTROL PAD $2.85 Postpaid 


THORNTON CO. 


1043 PEACHTREE ST.. N.E. 
VErnon 4912 e ATLANTA, GA 
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Moses Says They Must Lead... 


Road Challenge to Makers 


(Continued from Page 2) 


termed by Moses a “modest mini- 
mum.” 

“The public must be induced to 
understand,” the speaker said, “the 
crucial place of the car in our daily 
lives, the investment of the indus- 
try and its many ramifications in 
men, management and money.” 

According to Moses, the great- 
est harm done to this program so 
far “has been the drive by selfish, 
narrow, parochial minds to re- 
turn the entire subject to the 
states and municipalities, to get 
the national government out of 
the picture and to assume that 


Virginia Dealers 
Name Members 
Of 4 Committees 


RICHMOND, Va.— Members of 
four committees have been named 
by the Automotive Trade Assn. of 
Virginia. They are: 

MemsBersHir — W. E. Dunnington, 
chairman; Eldridge Reams, John 
Hughes, Paul Freed and Paul Lau- 
ritzen. 

LecisLative—John Swanson, chair- 
man; Reams, Hughes, Freed, Lau- 
ritzen, Irvine Kline and Charles 
Beck. 

DeaLer-EMPLoYeE RELATIONS—J. R. 
Chapman, chairman; George 
Spinks, Harry Bendall, Seaborn J. 
Flournoy and E. J. Kerfoot. 

Finance—Paul Duckworth, chair- 
man; Chapman and Beck. 














Federal aid, advice, coordination 
and leadership are superfluous, 
that 48 states and thousands of 
municipalities can go it alone, in 
fact, that there is virtue and 
economy in disintegration.” 

Referring to pleas for retirement 
of the Federal Government from 
road building and for the repeal 
of Federal gas taxes, Moses asked: 

“What states will impose the 
taxes ‘relinquished by Washington? 
Surely more than half the states 
will not. There will be less road 
money. There will be no leader- 
ship and no nationwide system.” 

* * * 


OSES criticized the stand of the 
Automobile Manufacturers 
Assn, before the House Committee 
on Public Works, where it “played 
down the important part of public 
authorities in road construction, 
urged repeal of all Federal excise 
taxes on cars, tires, gas and oil 
and mixed the normal user taxes 
on gas and oil with the sales taxes 
on new cars, tires and accessories.” 
He also warned of the confusion 
that arises when one commission 
denounces Federal aid, while an- 
other is preparing Federal plans 
and support of a nationwide public 
works program to sustain industry 
and provide jobs when the first 
signs of an economic recession are 
noted. 

“If this confusion becomes more 
confounded,” Moses said, “we 
may before long expect a return 
to the futile policy of deliberately 
postponing needed highways and 
other improvements until we 


have a full-scale depression and 
having the work done by relief 
crews with long handled shovels 

and bags of cinders.” 

Moses also reminded his listeners 
that a far-flung continental net- 
work of modern highways, “na- 
tionally planned and aided and 
consistent with states rights and 
municipal home rule, is a strategic 
necessity in the military as well as 
the civilian sense, and from the 
social as well as the economic 
point of view. 

“When I say you here in the mid- 
west are the backbone of the coun- 
try,” Moses concluded, “I mean it 
in the geographical, the physical, 
the industrial and the much more 
subtle spiritual sense, You lead in 
cars. You should also provide lead- 
ership in roads.” 


Distributor in Pa. 
Appointed by K-W 


TOLEDO.—Appointment of Buyer 
Motors, Inc., at Pittsburgh distrib- 
utor of Kaiser-Willys, has been 
announced by Roy Abernethy, 
general sales manager of the 
Kaiser-Willys sales division. 

Headed by Samuel R. Ratner, a 
veteran of 33 years in the automo- 
bile business, the Buyers firm has 
handled Willys products since 1945. 

In addition to its retail operation, 
the company will serve Kaiser- 
Willys dealers in 25 counties in 
western Pennsylvania, plus Brooke, 
Hancock, Marshall and Ohio coun- 
ties in West Virginia. 








U. S. Tire Sales Aides Meet in Detroit— 


Nearly 100 members of the U. S. Tire sales staff from Detroit; Buffalo; Pittsburgh; 
Cincinnati; Grand Rapids, Mich.; Indianapolis, and Cleveland gathered in Detroit 
for a meeting of the firm's north central division. Shown are (front row, from left), 
John Baker, assistant district manager, Pittsburgh; M. Kirsch, assistant district manager, 
Cincinnati; W. M. Cook, Cleveland district manager; W. F. Brown, north central 
division manager, and John Carter, Detroit district manager. Back row: John Barrows, 
assistant district manager, Cincinnati; Gene Tower, Indianapolis district manager; Ed 
Swoik, Buffalo district manager; Elmer Clarkson, Grand Rapids district manager; Frank 
Johnson, Cincinnati district manager, and Russ Frye, assistant district manager, Detroit. 


License Receipts 


Climb in Denver 


DENVER.—Receipts of the Den- 
ver motor vehicle license bureau 
are running more than 7 percent 
ahead of last year, according to 
Maldon V. Adcock, director. 

Receipts for the first 11 months 


AMERICA’S NUMBER ONE MARKET. $U MEN (op 
leader in passenger car and truck registrations and automotive sales, 
The Times is first in advertising, first in circulation. 


THIS IS THE PAPER 


amounted to $3,364,495, compared 
with $3,141,931 at the end of No- 
vember, 1952. 

A total of 155,341 car license 
plates have been issued, as against 
147,708 at this time last year. 
License fee collections rose from 
$1,174,408 for the first 11 months of 
1952 to $1,247,773 at the end of last 
month. Specific ownership taxes de- 
clined from $1,973,827 to $1,855,595. 





FOR YOU 


For the first ten months of 1953, the Los Angeles - 


Times was first in its field in total automotive advertising. Actually, 


more of all advertising in the five-paper field. 


FIRST IN CIRCULATION 
(Daily and Sunday) 


In America’s primary automotive mar- 
ket, the Los Angeles Times is first by far 
in daily and Sunday circulation and in 
number of home-delivered subscribers. 


Represented by CRESMER AND WOODWARD, 
NEW YORK, CHICAGO, DETROIT, 
ATLANTA AND SAN FRANCISCO 


The Times led in 93 out of the 114 Media Records 
classifications including all the major categories: Total, 
Display, Retail, General and Classified advertising. This is 
the newspaper publishing a consistent 40% or 
















LICENSE PLATE 
FASTENERS 


AND OFF WITH 
QUARTER TURN 


on. 


Heavy %-inch bolt 

(with T-head and square 

shoulder) fastens license plate securely in 
place. Will not lose off. 

PLATED TO PREVENT RUST 
No. 51 Acorn Nut Type. 
No. 51W Wing Nut Type................... 
Dealer Cost 


(Packed 12 to Box) 


each .25 


Money-Back Guarantee 
IMMEDIATE DELIVERY 
If Your Jobber Cannot Furnish, Order Direct. 


Write today for free catalog of over 200 
Houser service items. 


HOUSER 
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ALL THIS @e 


LUXURIOUS OUTDOOR FUN 
AND THIS VILLA BY THE 
SEA FOR YOUR VACATION 
Enjoy fabulous Florida outdoor life 
in the sun—luxury style. New brick 
floor villas, tile bath, com- 
pletely furnished—$59.50 weekly. 2 
and 3 bedroom villas slight! 
Same rates year round. Right at the 
oe Ocean sandy beaten” 
resort a ments, shopping center, 
eeapeante! for children--bring them 
al Free car parking. PRIVATE 
NTRY CLUB privileges for all 
f, tennis, swimming pool, 
ining dancing. 


Extra Quality 
at No Extra Cost! 
CHROME NAME PLATES 
Die-cast and triple-plated. 


Original designs. Sketch submitted. 
Minimum quantities available. 


Write for FREE Sample and details. 


29th & McKean Sts. 
Phila. 45, Pa., Dept. A 


AUTO SHOW MANAGERS 
CAR DEALERS 
Unique Auto Turntable 


Superior Features and Better Construction 
Fit Any Car — MG To Cadillac 
SEND FOR CATALOGUE AND PRIC 

Unique Turntable & sow * are 


1895 Park Avenue 
(Phone TR. 6-2962) 


2 oe of 54-12”x 18” Pennents 
A eather Durafiim Only $6.00 
Money not satisfied. 
MYRLO COMPANY 

Cleveland 


2168 W. 25th 13, Obie 
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Car, Truck Output Estimates 


By Automotive News 


PASSENGER CARS 
(U. S PRODUCTION ONLY) 


Week 
Ended 
Dee. 19, 
1953 

20,650 
2,750 
1,900 
3,100 

12,900 

vee 24520 
. 15,500 
1,070 


Same 
Week, 
1952* 
34,154 

4,766 


9,736 
16,436 


Week 
Ended Dec., 
Dee, 12, 1953, 


To Date* 
22,327 62,273 
2,950 8,238 
7,367 
10,241 
36,427 
57,883 
34,778 


=" 


Dee.’ 20, oon 19, 
1962* 1953* 


914,872 1,227,020 
115,687 157,442 
93,849 126,681 
249,032 290,441 
456,304 652,456 
968,158 1,504,833 
749,357 1,155,572 
30,837 40,535 
187,964 308,726 
1,749,536 2,734,875 
312,200 477,629 
93,281 103,727 
856,505 1,432,612 
220,589 320,238 
266,961 400,659 
127,986 61,048 
72,856 20,623 
55,130 
1,491 
74,618 
148,255 
60,105 
161,471 


818 
2,333 
1,419 


6,656 
3,753 


85,929 265,591 4,206,492 6,000,408 





*Revised 


COMMERCIAL CARS 
(U. 8. PRODUCTION ONLY) 


271 
2,645 
331 


28,711 


Total Trucks, U. S..... 22,451 
Total Cars, Trucks, 


dan. 1 


1953, 

To Date* 1952* 
22,185 321,406 
208 
7,866 
2,811 
159,525 
1,599 
227,163 
115,220 
124,465 
10,356 
16,769 
57,230 
11,939 
107,367 
14,607 


262 
224 
5,946 
175 
7,514 
7,225 
6,268 
505 


' 5,546 
717 
57,760 1,178,531 1,169,218 


128,394 127,131 105,775 323,351 5,385,023 7,169,626 


7,550 6,912 


ara hed Gia nak Gain 


7,438 19,777 372,333 472,043 


130,944 134,048 113,218 343,128 5,757,356 7,641,669 


Miscellaneous 
Drive, Sterling, Nash, ete. 


includes Autocar, Corbitt, Marmon H., Brockway, Four-Wheel 


N.B.: All U. 8S. totals include cars and trucks for military orders. 


Auto Parts Group 
Elects Reinberger, 
Colyear, Lansdale 


DETROIT.—C. T. Reinberger was 
elected president of the National 
Automotive Parts Assn. at the 29th 
annual meeting of the — 
at the Sheraton-Cadillac Hotel last 
week. R. C. Colyear was elected 
vice-president and Henry Lansdale 
was re-elected vice-president and 
general manager. 

Reinberger is president of Auto- 
motive Parts Co., which owns and 
operates the NAPA Cleveland and 
Columbus warehouses. Colyear is 
president of Colyear Motor Sales 
Co., which owns and operates the 
NAPA warehouses on the Pacific 
Coast. 

Directors re-elected to the NAPA 
Board included L. C. Benson, NAPA 
Jacksonville warehouse; A. F. Bax- 
ter, NAPA Buffalo warehouse; R. 
W. Boozer, Boozer-Test Manage- 
ment Service; L. A. Boswell, NAPA 
Salt Lake City warehouse; H. W. 
Bradley, jr, NAPA Philadelphia 
warehouse; ; Carlyle Fra- 
ser, Genuine Parts Co.; R. J. Har- 
ris, NAPA Minneapolis warehouse; 
F. E. Nolen, Colyear Motor Sales 
Co., and Robert L. Turner, Genuine 
Parts Co. 

The NAPA Manufaeturers 

re-elected all office: 


vice-chairman, and R. W. Smith, 
Grapho Products Co., secretary- 
treasurer. 

The following directors were 
elected: O. W. Brown, Wisconsin 
Machinery & Mfg. Co.; John W. 
Craig. Automotive Products Corp.; 
8. F. "beeaee, Spicer Manufacturing 
division of Dana Corp.; J. E. Ech- 
lin, Echlin Manufacturing Co.; 
John L. Engels, DeKoven Manu- 
facturing Co.; > Z. Oswald, Clevite 
Service, Inc.; G. Z. Spencer, Trico 
Products thy and M. B. Terry, 
American Brakeblok division of 
American Brake Shoe Co. 


Berger Receives 


Geyer Ad Post 


DETROIT. — Election of E. W. 
Berger as vice-president of Geyer 
Advertising, Inc., was announced 

‘last week by B. 
B. Geyer, presi- 
dent. Berger re- 
signed as vice- 
president of the 
Kaiser - Willys 
sales division to 
take his new po- 
sition. 

Prior to joining 
K-F in 1950, 
Berger served for 
20 years in the 

merchan- 
nts 


As Output Rebounds... 


6 Millionth °53 Car 
=|Rolls Off the Line 


(Continued from Page 1) 


ing a bigger share of total out- 
put. Chevrolet has accounted for 
23.9 percent and Ford division 
19.3 percent. Last year the shares 
were 20.4 percent and 17.8 per- 
cent, respectively. This is a gain 
of 3.5 percentage points for Chev- 
rolet and L5 for Ford. 

This week and next, production 


NUCDA Reports 
Halt in Decline 
Of U. C. Market 


DETROIT. — A halt in the 
nation’s declining used-car sales 
picture was reflected by a National 
Used Car Dealers Assn. survey that 
showed monthly sales off just 4 


‘| percent as against Nov, 1, 1952. 


The cross-country survey also 
showed that dealer-member inven- 
tories were down 8 percent as of 
last Nov. 1, compared to Nov. 1, 
1952. 

Commenting on the check, 
NUCDA president R. W. Workman 
said that typical of the change in 
the sales picture is the report of 
the 10-state New England district, 
where sales for October reversed 
a long-standing downward trend 
and dealers made a 12 percent in- 
crease in Oct. sales as against a 
year ago. 

Workman also said that in virtu- 


,|ally every area independent used- 


car dealers, “mindful of compe- 
titive markets and the need to pro- 
vide customers with the best possi- 
ble winter transportation,” had 
screened inventories and were con- 
centrating on clean, late-model 
cars. Only the New England area 
showed inventories up. 

Here is the breakdown for the 
four regions in the NUCDA 
national survey for October: 

New ENcianp—Sales up 12.2 per- 
cent as against a year ago Oc- 
tober; inventories up 5.4 percent as 
of Nov. 1, compared to a year ago. 
States in the survey are Connecti- 
cut, Delaware, Maine, Massachu- 
setts, New Hampshire, New Jersey, 
New York, Pennsylvania, Rhode 
Island and Vermont. 

Miwest — October sales down 8.8 
percent; inventories down 7.5 per- 
cent, States are Illinois, Indiana, 
Iowa, Kansas, Michigan, Minne- 
sota, Missouri, Nebraska, North 
Dakota, South Dakota, Ohio and 
Wisconsin. 

SoutH — October sales down 9.8 
percent; inventories down 11.9 per- 
cent as of Nov. 1. Covered in the 
survey are Alabama, Arkansas, 
Florida, Georgia, Kentucky, Louis- 
iana, Maryland, Mississippi, North 
Carolina, Oklahoma, South Caro- 
lina, Tennessee, Texas, Virginia, |. 
West Virginia, and the District of 
Columbia. 

West — October sales down 11.6 
percent; inventories down 7.7 per- 
cent, States are Arizona, Califor- 
nia, Colorado, Idaho, Montana, 
Ne New Mexico, Oregon, 

Utah, Washington and Wyoming. 


Hosts at Fram Filter Clinics— 


will tumble because of Christmas 
and New Year’s Day and because 
four firms will be shut down until 
after the first of the year. No firm 
has scheduled Saturday work for 
the next two weeks. 

* * * 
LDSMOBILE, Cadillac, Nash 
and Studebaker all will be out 

of the production picture until Jan. 
4, Studebaker wi!l resume Jan. 5. 

Cadillac halted assemblies Dec. 
9 because of model changeover; 
Oldsmobile followed on Dec. 18 
for the same reason; Nash halted 
production Friday (Dec. 18) “to 
keep in step with the current 
market,” and Studebaker stopped 
last Friday for inventory. 

Car makers, which last week 
scheduled more car output than 
in the preceding week, included 
Ford, Lincoln - Mercury, Buick, 
Chevrolet, Hudson and Packard. 

* * a 


ea among the _ truck 
companies were Chevrolet, Dia- 
mond T, Dodge, Federal, Ford, 
International Harvester and Mack. 
Chrysler division and Dodge, 
which two weeks ago laid off em- 
ployes, last week were joined in 
layoffs by DeSoto, which laid off 

1,472 of its 10,300 workers. DeSoto 
also dropped its second shift. 
Dodge had given the word to 
5,000 of its 20,650 employes, and 
Chrysler to 1,500 of its 14,600. All 
these moves are for an indefinite 
period. 

In the same week that DeSoto 
laid off its employes and dropped 
the second shift, it surpassed its 
previous alltime production record 
of 126,664 cars, set in 1950. 

Another milestone set last week 
was the construction of the post- 
war period’s 10-millionth truck. 

* * a 


LET and Ford division 
both last week told their plans 
for boosting output in the first part 
of next year. 
Officials said Ford pn to 
make app many 
cars in the first cmeter a as in the 
third quarter of 1953. That would 
be a jump of about 50 percent 
over the first quarter of 1953, 

Chevrolet announced that it is 
stepning up to two-shift production 
in six assembly plants in January. 
Five plants are working two shifts 
at present. 

So far this year, U. 8. plants 
have made 6,000,408 cars and 1, 
169,218 trucks, against 4,206,492 cars 
and 1,178,531 trucks in the like 1952 
period. 


N¥sume Studebaker is due to re- 
sume truck production in Janu- 
. Half of Ford Motor Co.’s 
aha were to work last Saturday 
Kaiser output at Willow Run 
will be resumed within a week. 
Willys has been out of the car- 
production column for seven weeks 
and, the firm has not said when 
output will be resumed, 
. A wildcat strike forced Hud- 
son ‘to suspend assemblies Tuesday 
and Wednesday. 


Among those who showed visitors around at the open house in Fram Corp.'s 
Institute of Filter Research and Advanced Engineering in Dexter, Mich., were (from 
C Borden Chase and James — Beckett, research engineers; Charles L. ane 
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Passenger car registrations in Oregon 
and southwestern Washington outnumber 


Oregon 


census dwellings ... 
And in this prime market The Oregonian 


a market on wheels! 


is your leading sales medium. 


Largest circulation in Portland and 
throughout the full Market. First, too, 


in automotive advertising. 


CARS ommen > FOR SALES RESULTS... 


Place your advertising in Portland's 


THAN 
HOUSES! 


229,004 Daily 


largest newspaper. 


the Oregonian 


PORTLAND, OREGON 


289,542 Sunday 


Represented Nationally by 
Moloney, Regan & Schmitt, Inc. 


WATCH WHITE 
IN SIOUX CITY! 


@® CONDON MOTOR CO. Ba 





White Trucks are going places in 
Sioux City! And Condon Motor 
Company, progressive White 
Distributor in this busy Iowa 
city is going places, too! Here is 
their new Truck Headquarters 
on Highway 75—with 10,000 
square feet of modern truck sales 
and service facilities ready to 
serve this growing truck market. 
““We had to move to handle more 
business,” Charles H. Condon, 


Here's one of the White 
“3000” livestock hauling 
units sold by Condon Motor 
Co. More like this being 
delivered because White 
is right for more sales! 





i 


THE WHITE MOTOR COMPANY « Cleveland 1, Ohio 








manager, says. ‘‘Now we can 
accommodate ten trucks and 
three trailers at one time and 
have four acres of parking space 
and outdoor servicing. 

“We call it the round-house 
of the roadways” because truck- 
ers look to us for finest kind 
of servicing. Business is good 
and the White franchise is 
the best in the business, Mr. 
Condon says. 
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ONE OF THE NATION’S 
LARGEST AND MOST MODERN 
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Obituaries 


Everett G. Hoffman, 77; 


Pioneer Auto Dealer 


SEATTLE. — Everett George 
Hoffman, pioneer auto dealer who 
retired in 1945, died here recently 
after a long illness. He was 77. 


Mr. Hoffman, long active in af- 
fairs of the Seattle Automobile 
Dealers Assn., began his auto 
career in 1910 with Pierce-Arrow 
in New Haven, Conn. Seven years 
later he moved to Seattle as 
branch manager. He later became 
a dealer and handled Pierce-Arrow, 
Franklin and Willys. 


* * * 


James W, Oox 


BEAUMONT, Tex. — James W. Cox, 57, 
owner of Cox Motor Co., died recently. 
* 2° ®@ 


Sumner 8. Howard 


FLINT.—Sumner 8. Howard, since 1947 
manager of national account sales at 
AC Spark Plug of General Motors, 
died after several months’ iliness. Mr. 
Howard joined AC in 1919 as service man- 
ager, and held that post until his promo- 
tion in 1947. 





Announcing Six New Manuals Featuring 


AUTOMOTIVE 
SALESMANSHIP | 


By W. K. 
Dean of cceaaeoloes toes teed Sales Trainers 
- P A LIFETIME OF EXPERIENCE 
b aid AT A PRACTION OF ITS REAL VALUE. 

W. K. BRAASCH 

FOR THE FIRST TIME, WE ARE OFFERING A COMPLETE AND DETAILED COURSE 
IN AUTOMOTIVE SALES TRAINING. OUR SIX NEW MANUALS CONTAIN ALL 
OF THE PIELD-TESTED SALES PRINCIPLES WHICH WE HAVE USED SUCCESS- 
FULLY IN TRAINING OVER 50,000 AUTOMOBILE SALESMEN. 


TRY AT OUR RISK 


Meney back if not satisfied 
ORDER THESE SPECIALIZED MANUALS TODAY! 


Please send me the follewing NEW MANUALS: 
$2.00 
each 
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S—agaey Ways to 
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Charlies R. Bonnett 


ST. PETERSBURG, Filia. — Charlies R. 
Bonnett, former owner of Bonnett Oldsmo- 
bile Co. (now Bert Smith Oldsmobile, Inc.), 
died Nov. 30. 





Stanley Arthur Dwight 


GRAND RAPIDS, Mich. — Stanley Ar- 
thur Dwight, 79, one of Grand Rapids’ 
first auto dealers who made an early at- 


CHROME* CRAFT 
EMBLEMS 


tempt to market an auto of his own design, 
dies Dec. 14. He retired from business 20 
years ago. 

a . + 


Arthur Duthie Gorrie 


TORONTO. — Arthur Duthie Gorrie, 75, 
cne of Carada’s earliest auto dealers, died 
Dec. 13. He founded A. D. Gorrie & Co 
(Chevrolet-Oldsmobile) in 1917, and was 
president until his retirement in 1936. 
From 1915 to 1917, he was a of the 
Ford Motor Co. branch here 

. © * 


Carl Arthur Holth 


DETROIT. — Carl Arthur Holth, 51, as- 
sistant secretary and credit manager of 
Nash-Kelvinator Corp., died Dec. 14 of a 
heart attack while flying in an airliner near 
Grand Island, ote The plane made an 
emergency landing in an unsuccessful at- 
tempt to save his life. 

e Scotchlite Ads 


[Ba = 


Harvey A. Wills 
AVENUE 


Advertising Em- 
blems Made. Permanent, At- 

tractive, Legible, Chrome Plated, Individual 

and Distinctive Designs made by Douglas Crafts- 
men. Write for Free Sample Without Obligation. 
- Some Sales Territories Open for Top Salesmen. 


Finest 





DOUGLAS ALSO 
MANUFACTURES 


Rear Deck Plates 


DOUGLAS CO. C 


MINNESOTA 


BROUGHTON, Pa.—Harvey A. Wills, of 
Wills Motor Co. (Chrysler - Plymouth), 
Horning & Curry Roads, Broughton, died 
Dec. 9. 

e © * 
Will M. Seiler 
SWEETWATER, Tenn. — Will M. Seiler 


SOUTH bd MINNEAPOLIS 4 


he also was ep of Seiler Brothers, 
Inc., a 1} pany here, and co- 
owner of Loudon Builders Supply Co. 
* ¢ - 
James R. Perry 


Toa Va. — James R. Perry, 
28, ral manager of H. P. Motors here, 
died eee. 7 in a Washington hospital. 


Letterbox 


(Continued from Page 4) 
experienced in the postwar era. 
Our top 20 salesmen averaged $1,- 
418.71 each for the month.—Carson 
E. Boons, vice-president, J. E. Co- 
berly, Inc. (Lincoln-Mercury), Los 
Angeles. 


Eprror’s Nore: Both Automotive 
News and Lincoln-Mercury’s pub- 
lic relations department (which 
gave us the wrong figure) are 
sorry over Coberly’s embarrass- 
ment. A recheck by L-M confirms 
Coberly’s record sale of 386 new 
Mercurys, Lincolns and English 
Fords in September—which made 
the Coberly dealership No. 1 in 
the nation. 

” * 2 
Keep Smiling 

Referring to Mr. E, R. Breech 
and his Hollywood speech, I would 
like to compliment him for his 
honesty and forthrightness. He re- 
viewed many things that most 
dealers already know. 

He wants no part of a dealer who 
wishes to use part of his time en- 
joying life. He rapped the dealers; 
he rapped the dealer organizations, 
he chided the dealers; he lashed 
out at dealer Associations. 

Tll bet my bottom dollar that 
he came from a long line of mule 
skinners. 

I have been repairing and sell- 
ing automobiles sinoe 1908. I have 
seen many factories and dealers 
come and go. For 20 years I have 
been a Studebaker dealer and it 
has been a friendly, profitable ex- 
perience. I can guarantee you that 
the Studebaker Corp. will never 
slap a dealer down if they catch 
him with a smile on his face or 
enjoying life a little—Franx Hart- 
sock, Warsaw, Ind. 


CUSTOMER CONTROL Inc. 


LONG ISLAND CITY 1, N. Y. 
NADA — BOOTH 114 — MIAMI, FLORIDA 














New Officers for Maryland Dealers— 


The Automobile Trade Assn. of Maryland has elected officers for the coming year. 
They are (from left), Thomas J. O'Donnell, secretary-treasurer; F. Colston Young, presi- 
dent; Mark R. Chenowith, vice-president, and J. Cavendish Darrell, general manager. 





Handling Charge Up... 


Prices on °54s Held 
By Chevrolet, Pontiac 


(Continued from Page 1) 


base, two inches longer than that 
of other Pontiacs. 

Convertible coupes of both 
Chevrolet and Pontiac are now 
available in only the highest- 
priced series, several other open- 
top models having been discon- 
tinued. 

The increase in makeready fees 
announced by the two divisions is 
expected to have little effect on the 
prices charged by dealers. 


As’ QUOTED by the manufactur- 
ers, the delivery and handling 
charge is, in effect, merely a yard- 
stick for computing a car’s ad- 
vertised-delivered price. The 
dealer is usually free to fix his new- 
car preparation fee at whatever he 
considers a reasonable margin. 
Chevrolet’s suggested delivery 
and handling charge now is $25, 
up from $15, and Pontiac’s is $35, 
up from $23. Pontiac said its 
owner service now would include 
a courtesy inspection at any time 
during the warranty period and a 
2,000-mile check covering more 
items than ever before, 
Price-leader among Chevrolet’s 
1954 models is the utility sedan, a 
new body style, at $1,539, including 


Dodge Starts Shipping 
4-Door Station Wagons 

DETROIT. — Dodge has begun 
shipping to dealers its new four- 
door Sierra station wagons. 

The new models have a 119- 
inch wheelbase. Previously, only 
two-door station wagons with a 
114-inch wheelbase were avail- 
able. 

Advertised - delivered prices of 
the Sierra models are: Coronet 6 
two-seat, $2,719.25; Coronet 6 
three-seat, $2,790.25; Coronet V-8 
two-seat, $2,960.25, and Coronet 
V-8 three-seat, $3,031.25, Power- 
Flite is optional on all Sierras at 
$189. 








provision for Federal tax and de- 
livery and handling charge. The 
division’s lowest-priced four-door 
sedan is the One-Fifty at $1,680. 

Dropped from the One- Fifty 
series were the business coupe, 
which last season sold for $1,524, 
and the club coupe, which was 
$1,620. SS 


NEW model in the Two-Ten 
group is a club coupe dubbed 
the “Delray.” Carrying special styl- 
ing refinements, it is priced at $1,- 
782. A club coupe formerly selling 
for $1,726 has been discontinued. 
Other models eliminated from 
the Two-Ten series were the 
hardtop coupe, which for 1953 
was priced at $1,967, and the con- 
vertible, tagged at $2,093. 

Counterparts of both these sports 
models are still to be found in the 
top-drawer Bel Air series, with the 
hardtop priced at $2,061 and the 
convertible at $2,185—last season’s 
prices with $10 added to delivery 
and ‘handling. 

The Townsman eight - passenger 
station wagon was shifted from the 
Two-Ten to the Bel Air series, with 
the $10 markup raising it to $2,283. 


steering, formerly $177.55, ' 


now is offered as nal 
equipment on all Chevrolet models 


at $134.50, including Federal tax. 
Powerglide transmission remains at 
$178.35, but availability of this 
option has been extended to in- 
clude the One-Fifty series as well 
as higher-priced models. 

With the $12 boost in delivery 
and handling, Pontiac’s price- 
leader, the Chieftain 6 Special 
two-door sedan, now is $2,026.64. 
In the same series is a four-door 
at $1,968.36, 

The prices of paint-finish station 
wagons have been revised as fol- 
lows (decal grain finish continues 
to be an extra-cost option): 

” * x 


SS 6 Special two-seat, 
$2,364, down $85.61; Chieftain 6 
Special three-seat, $2,419, down 
$86.15; Chieftain 6 Deluxe two-seat, 
$2,504, down $85.61; Chieftain 8 
Special two-seat, $2,439, down 
$85.61; Chieftain 8 Special three- 
seat, $2,494, down $86.15, and the 
Chieftain 8 Deluxe, $2,579, down 
$84.61. ; 

The Star Chief Deluxe converti- 
ble, Pontiac’s only open-top 
model, is priced at $2,630. Dis- 
continued were convertibles 
which for 1953 bore tags of $2,- 
444.21 and $2,517.66, 

Pontiac’s ‘new price for power 
steering is $134.40, compared with 
$177.40 last season. Hydra-Matic is 
unchanged at $178.35. 

Power brakes are $35.50 extra; 
the Comfort Control mechanically 
adjustable seat, $39.80, and electric 
front-window lifts, $49.50. The price 
of Pontiac’s new air-conditioning 
unit was not immediately available. 


pousovns is a complete list 
of Chevrolet’s advertised - de- 
livered prices for 1954: 

One-Firty—Four-door sedan, $1,- 
680; two-door sedan, $1,623; utility 
sedan, $1,539; six-passenger station 
wagon, $2,020. 

Two-Ten—Four-door sedan, $1,- 
771; two-door sedan, $1,717; club 
coupe, $1,782; six- passenger 
station wagon, $2,133. 

Bet Am—Four-door sedan, $1,884; 
two-door sedan, $1,830; hardtop, 
$2,061; convertible, $2,185; eight- 
passenger station wagon, $2,283. 

Corvette—Convertible, $3,523 (in- 
cludes Powerglide). 

* et ” 

ONTIAC’S advertised - delivered 

prices are: 

CurertTain 6 SpeciaL — Four-door 
sedan, $2,026.64; two-door sedan, 
$1,968.36; two-seat station wagon, 
$2,364; three-seat station wagon, 
$2,419. 

Cumrrain 6 DeLuxe — Four-door 
sedan, $2,130.53; two-door sedan, 
$2,072.28; two-seat station wagon, 
$2,504. 

Chieftain 8 Special—Four-door 
sedan, $2,101.62; two-door sedan, 
$2,043.45; two-seat station wagon, 
$2,439; three-seat station wagon, 
$2,494. 

Curtain 8 DeLuxe — Four-door 
sedan, $2,205.51; two-door sedan, 
$2,148.32; two-seat station wagon, 
$2,579. , 

Star Cur 8 — Deluxe four-door 
sedan, $2,301; Custom four-door 

sedan, $2,394; Deluxe convertible, 
$2,630. 

Cataurinas — Chieftain 6 Deluxe, 
$2,316.30; Chieftain 6 Custom, $2,- 
382.43; Chieftain 8 Deluxe, $2,391.99; 
Chieftain 8 Custom, $2,458; Star 
Chief 8 Custom, $2,557. 
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GM Service Reps Study °54 Olds 


LANSING. — Eighty - nine;last week for Oldsmobile’s annual 
members of the Oldsmobile field| product training program. 


service organization, as well as 


The five-day meeting was de- 


representatives of other General | voted to indoctrinating the service 
Motors divisions, were in Lansing| personnel with the new features 


| 


CLASSIFIED WANT AD DEPARTMENT 





of the 1954 Oldsmobile, which wiil 


be introduced to the public in 
January. 
Elmer FE, Kohl, Oldsmobile’s 


general service manager, was in 
charge of the sessions. 


Reaching an estimated 150,000 readers engaged in all branches of the automotive industry from Maine 
to California. RATES: TWENTY CENTS (20c) PER WORD FOR EACH INSERTION. POSITION WANTED ADS, 
10¢ PER WORD. PAYMENT IN ADVANCE OF INSERTION REQUIRED. Ads may be signed with full name 


and address at regular rates. Add One Dollar ($1) per 


Tet teal-l. 


cols 


use of a box number, in care 


of Automotive News. Replies to Box Number ads: are forwarded to the advertiser, unopened, the same 


day received. Display ads: $11.20 per column inch, per 


OF PUBLICATION DATE 


insertion. 


CLOSING: SIX DAYS 


IN ADVANCE 


WANT AD DEPT., AUTOMOTIVE NEWS, 2666 PENOBSCOT BUILDING, DETROIT 26, MICH. 
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HELP WANTED 


A-1 SALES MANAGER. $15,000 to $20,000 
salary and bonus annually with future 
opportunity to become general manager. 
This is an unusual opportunity for a man 
who can assume the complete responsi- 
bility of the new car sales department 
and successfully direct it. With GM 
dealer, long established, located in one of 
the largest cities in the southeast. We 
expect to sell 600 to 800 new cars in 
1954 which means volume with a reason- 
able profit in one of the most competitive 
automobile markets in the country. If 
you are a man that can accomplish this 
job successfully, this is one of the best 
opportunities for you to locate in one of 
the friendliest, healthiest, and most pro- 
gressive cities in the south, permanently. 
Do not reply unless your record proves 
your ability to qualify in every respect. 
All replies will be held strictly confiden- 
tial. Please furnish complete background 
and information in your first letter. Box 
3299, c/o Automotive News, Detroit 26. 





WANTED AUTO AUCTIONEER 


Splendid opportunity for experienced auto 
auctioneer to work for a cooperative project 
being set up by several large dealerships in 
a large eastern city. Please write full details 
of experience. Box 3316, c/o Automotive 
News, Detroit 26. 





COMBINATION SALESMAN. Aggressive, 
resourceful young man between age of 
25 and 35 who can sell new and used 
cars and needs at least $500 per month. 
Must be interested in advancement and 
be willing to move, if mecessary, to 
either of our several nearby large dealer- 
ships in the heart of the Gold Coast of 
Florida. Family man preferred. Only 
highest caliber type men need apply. Un- 
usually fine opportunity for right man to 
move up as: fast as he is able. Example: 
one of our salesmen has become a gen- 
eral manager after three years, first as 
salesman then as used car manager and 
new car sales manager—and only 28 
years old. Send receht photo and com- 
plete employment record for past ten 
years, or since last school attended, to 
P. O. Box 638, Fort Lauderdale, Fla. 





SALES ENGINEERS 
$7,500 to $25,000 


We have a number of immediate openings 
with tep-rated national concerns for men 
experienced at MANUFACTURING level in 
sales of equipment to the Original and Re- 
placement Automotive Trade. Submit a re- 
sume of your background and interests in 
complete confidence to: Miss Ruth A. Cook, 
Vice President, Executive Sales Division. 


EMPLOYMENT COUNSEL, 
INC. 


Room 500-K, 7 W. Madison, Chicago 2, Ill. 





FXPERIENCED AUTOMOTIVE parts and 
accessory salesmen to call on new car 
dealers. Territories available western 
Pennsylvania, Ohio, West Virginia, Flor- 
ida. Two years outside sales experience 
in automotive selling absolutely required. 
Drawing account allowed. This is an op- 
portunity to earn $8,000 to $10,000 or 
more yearly. Write, giving complete sales 
experience and business references in 
strict confidence. Box 3318, c/o Auto- 
motive News, Detroit 26. 


COMPLETE PROTECTION GIVEN 
AUTOMOTIVE NEWS’ READERS 


Automotive News will not divulge the 


name of any classified advertiser using a 
box number. For our readers who wish to 
protect their identity when answering box 
number ads, we suggest you send your 


replies direct to Classi Manager, Auto- 
motive News. Enclose a note listing the 
concerns which you would not want your 
letter to reach. Your reply will be de- 
stroyed if the advertiser is one you have 
mentioned; otherwise it will be forwarded 
immediately to the advertiser. 


HELP WANTED 
DeSOTO - PLYMOUTH DEALER in south 
Georgia town of 25,000 population has 
good proposition for sales minded person 
who can take charge of new and used 
car sales and show a profit. Box 3298, 
c/o Automotive News, Detroit 26. 





SALES MANAGER OR general manager, 
married, 27 


47 years old, b years’ ex- 
perience with General Motors, Chrysler, 


Nash and Kaiser-Frazer dealerships. 
Three years sales manager for large 
Kaiser-Frazer dealership, 2% years 


general manager for large Nash dealer 
Post-war; supervised large sales force. 
Owned and operated Olds - Cadillac 
dealership at a profit for 17 years pre- 
war. Salary and incentive. Box 3289, 
c/o Automotive News, Detroit 26, 


ATTENTION FLORIDA DEALERS. Sales 
manager,*seven years with same dealer 
(Dodge), in Cleveland, Ohio area, Want 
similar position in Florida, either small 
or large deal with ‘‘Big 3’’ franchise. 
Thoroughly know operational costs. Col- 
lege graduate, friendly personality. Can 
get top performance from _ salesmen. 
Available, 2 weeks’ notice. Am familiar 
with Florida market. Box 3312, c/o 
Automotive News, Detroit 26. 


GENERAL OR SALES MANAGER. Ten 
years’ Ford experience. Doubled volume 
all departments last three years as 
general manager principle city dealer- 
ship. Can direct and train men. Can 
operate dealership. Good merchandiser. 
Will make you money. Excellent dealer 
or factory references. 36 years old, 
family man, dependable, enthusiastic, 
good appearance. Prefers to locate any- 
where west coast for right opportunity. 
— ee c/o Automotive News, De- 
troit 5 


FORD PARTS MANAGER. Now employed 
in Chicago. Eighteen years’ experience 
in one dealership. Would like to locate 
southwest Texas, New Mexico or southern 
Calif. Box 3313, c/o Automotive News, 
Detroit 26. 


GENERAL OR SALES MANAGER— 
Twenty-five years’ experience in all 
phases service and sales. Three years’ 
factory representative. Forty three years 
of age, married. Living in Bergen county 
of New Jersey. Excellent bank and trade 
references. Will relocate. Box 3314, c/o 
Automotive News, Detroit 26. 


TRUCK MANAGER, twenty years with 
major heavy duty factory branch, experi- 
enced in all phases of retail truck mer- 
chandising; also experienced Ford Hull- 
Dobbs operation as truck and fleet 
manager, Best teferences as to ability 
and character. Box 3280, c/o Automotive 
News. Detroit 26. 


SERVICE MANAGER or partner Ford- 
Lincoln or Mercury. Fully qualified by 
years of experience and training. Prefer 





middie west. Can invest. Best of 
references. Box 3273, c/o Automotive 
News, Detroit 26. 


AGENT—20 YEARS’ experience in automo- 
tive field wholesale and retail, desires 
position as manufacturers agent in re- 
lated field. Prefer southwest territory. 
Excellent references available. Box 3302, 
c/o Automotive News, Detroit 26. 


POSITION WANTED 


SOUTH FLORIDA DEALERS. You can 
have a young family man now employed 
as general manager of 600 car franchise 
who also has experience in office and 
sales management and is willing to ac- 
cept any position in south Florida offer- 
ing better than average compensation. 
The title isn’t important, but the 
character and financial position of the 
dealership must be excellent. Reply Box 
3279, c/o Automotive News, Detroit 26. 


SUCCESSFUL AND EXPERIENCED gen- 
eral manager in Chevrolet dealership in- 
terested in making part investment in 
Chevrolet or Ford franchise and operat- 
ing entire business, completely and profit- 
ably. Also interested in outright purchase 
of Ford or Chevrolet dealership of 100 to 
200 car contract. (No real estate.) Have 
factory approval, Box 3300, c/o Automo- 
tive News, Detroit 26. 


OPPORTUNITY FOR RETIREMENT. 
Available — Automobile manager willing 
to invest after trial period. New and 
used car experience. With present em- 
ployer four years. Age 39, married, will- 
ing to relocate. Seven years with Ford— 
seven years with Buick including general 
sales manager of Buick agency with 56 
salesmen under my supervision. Am hard 
worker with proven results. Box 3264, 
c/o Automotive News, Detroit 26. 


GM SERVICE MANAGER desires position 
with aggressive dealer. Married, college 
education. Capable of taking complete 
charge of service operation. Address 859 
E. Granada Ct., Ontario, Calif. 


PARTS MANAGER—20 years’ experience. 
Chrysler products both wholesale and re- 
tail. Presently employed, references ex- 
changed. Box 3301, c/o Automotive 
News, Detroit 26. 


AUTOMOBILE SALESMAN desires to re- 
locate in Miami, Fla., or area. Have five 
years’ Chevrolet experience, Will furnish 
photo. References. What have you to 
offer? Box 3303, c/o Automotive News, 
Detroit 26. 


BUSINESS MANAGER. Accountant with 
diversified large dealer and GM business 
management experience. Qualified to as- 
sume responsibility of all finance, ac- 
counting and office activities, prepare 
daily operating control, assist general 
manager in analysis of financial state- 
ment and management. University gradu- 
ate. Box 3304, c/o Automotive News, 
Detroit 26. 


GENERAL MANAGER who can _ handle 
every department at a profit. Will take 
over agency and pull it thru on profit 
sharing basis. If you know now is the 
time to separate the boys from the men, 
admit it. Write P. O. Box 148, Atlanta 
1, Ga. 


OFFICE MANAGER AND ACCOUNTANT 
with Ford dealer. Desires relocation in 
Florida. Widely experienced in auto ac- 
counting and other businesses. Box 3305, 
c/o Automotive News, Detroit 26. 


SALES MANAGER. Age 38. Operated own 
successful volume dealership. Fourteen 
years experience. Aggressive. hard hit- 
ting, top closer. Thorough knowledge of 
all operations. Excellent used car mer- 
chandiser. Best references. Box 3306, 
c/o Automotive News, Detroit 26. 


DEALERSHIPS AVAILABLE 


FLORIDA DEALERSHIP handling Stude- 
baker, 100 to 150 cars per year. Town 
10,000 population. Large trade area of 
citrus and other industries. Most modern 
complete service facilities. Profitable since 
1938, Inventory parts and equipment, ap- 
proximately $20,000. Lease or buy excel- 
lent building. If desired, buy or lease 
new ranch type home. Owner taking 
larger dealership, same “make car. Box 
3309, c/o Automotive News, Detroit 26. 














HELP WANTED 


FIELD 


SALES 


REPRESENTATIVE 


Leading automobile manufacturer offers immediate opportunity 


for man experienced in contacting dealer organizations for the 


purpose of promoting national programs involving product mer- 


chandising and effective dealer management. 


Please furnish complete personal data, business experi- 
ence and attach a recent photograph. 


Box 3317, c/o Automotive News, Detroit 26. 








DEALERSHIPS AVAILABLE 


_ lity to handle deal. Terms: 

Factory approval—reason for selling, am 
buying large volume deal and must move 
fast. All genuine replies meeting above 

r be answered im- 

c/o Automotive 


DEALERSHIP FOR SALE. Will also con- 
sider investment by capable operating 
manager who would eventually take vd 
tis- 


entire business. Now handling N: 

cellent location. Well established. 
factory lease of modern building, 125 car 
franchise in 200,000 trading area — 20 
miles from Boston. Purchase price: parts, 
accessories and equipment =: Reason 
for selling, other interests. Box 3285, c/o 
Automotive News, Detroit 26. 


DEALERSHIP NOW HANDLING FORD, 
in Estes Park where there are beautiful 
mountains, lakes and streams, where 
. pressures of high powered business are 
forgotten. Car Rentals in conjunction 
lucrative New 





Estes Park, Colorado. 
DEALERSHIP AVAILABLE, One of ‘‘Big 



















































cap 3’’—no trucks, One million dollar volume 
loyed yearly. City of 65,000 population. No 
chise used cars or accounts to buy. Sell at 
and inventory with excellent lease on building 
» ac- and used car lot. Reason for selling, dis- 
offer- solve partnership. Box 3308, c/o Automo- 
“an tive News, Detroit 26. 
' the JAVAILABLE — FINE DEALERSHIP 
Box handling Dodge-Plymouth in St. Louis 
t 26. area. More than 600 new units per 
gen- year. Almost new, modern building— 
p in- completely equip) service department. 
it in Low parts inventory, used car inven- 
erat- tory optional. Less than $50,000 will 
rofit- handle. All inquiries confidential. Box 
chase 3283, c/o Automotive News, Detroit 26. 
00 to [DEALERSHIPS HANDLING NASH in 
Have Philadelphia. Two separate deals. Will 
omo- sell one or both. Deals will go for less 
than inventory. Present owner has pur- 
INT. chased bigger deal and will rent or sell 
illing real estate. Big service volume. ‘‘Irish’’ 
and J. Jack Fisher, 6311 Germantown Ave., 
em- Philadelphia, Pa. Phone — Tennessee 
will- 9-6300. 
ord— 
neral 
nh 56 |WHEN BUYING or SELLING 
3264, an 
ition | AUTOMOBILE DEALERSHIP 
—_ Consult a Specialist 
plete 
| 859 LEO J. KLEM 
<3 412 Fisher Bidg. Detroit 2, Mich. 
d re- 
ate FOR SALE. Dealership handling Pontiac, 
including inventory of saleable parts and 
accessories also nice service garage with 
> re- good business located in good growing 
} five industrial town. Reason for selling is 
rnish personal. Address Box 3315, c/o Auto- 
: to motive News, Detroit 26. 
ews, (Re Fone ag a ge ageemm ara eg RE Sea 
DEALERSHIP, HANDLING DeSoto- 
= Plymouth, for sale. Gulf coast indus- 
iene trial resort area. Industrial payroll 
over $2,000,000 monthly. Approximately 
ase 150 units. Real estate leased. Parts 
pare and equipment approximately $18,000. 
camat No used cars, accounts receivable to 
tate- buy. Owner selling out to take larger 
an. deal, Box 3296, c/o Automotive News, 
sae Detroit 26. 
_____ |@ONNECTICUT DEALERSHIP, located on 
dle State Highway 44 one block from R.R. 
take station. No property or used cars to buy. 
rofit Long lease, very low rental, heat fur- 
the nished, brick building. Excellent location. 
men, 75 car franchise, Factory approval neces- 
anta sary. Box 3310, c/o Automotive News, 
Detroit 26. 
ANT AUTO SALES.. 1952 sales $166,000; Kaiser- 
n in Frazer agency; fully equipped; living 
_ac- quarters above; small eastern town; 
305, priced with property. Apple Co., Brokers, 
Cleveland, Ohio, 
own 
teen DEALERSHIP WANTED 
hy FORMER DEALER WANTS Buick-Olds- 
caine mobile — or Pontiac dealership or com- 
306 bination in Wisconsin, Iowa or Minne- 
° sota. Also would consider buying interest 
sieiits in good dealership, Replies confidential. 
Bex 3272, c/o Automotive News, Detroit 
ude- 
own 
, of 
— WANTED 
ap Well established Ford or GM dealership 
ase tontracting 400 or more units annvally, 
4 in medium-sized city. | have excellent fi- 


fancial qualifications, factory approval 
and live desire to expand. Replies filling 
tbove specifications will merit immediate, 
personal attention and held in strict con- 
fidence. Box 3275, c/o Automotive News, 
Detroit 26. 





WANTED—FORD OR CHEVROLET deal- 
ership in Chicago area, Former volume 
Ford dealer. Graduate Ford merchandise 
school. $50,000 available for purchase all 
or part interest. Many fleet contacts. 
Write or wire Box 3307, c/o Automotive 
News, Detroit 26. 





motive News, Detroit 26. 


cel 

CHEVROLET FRANCHISE in East. About 
100 car. Confidential. Harold Tietbohl, 
Cobleskill, N. ¥. Phone 800, 








WANTED AUTO AGENCIES 


We have qualified buyers for all size auto 
fgencies throughout the United States. All 
, Teplies held in strictest confidence. 


DAVID JARET CO. 


Established Over 29 Y: 
150 Montague * ae Brooklyn 2, N. Y. 


Sn tnt 
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BUSINESS OPPORTUNITIES 
AUTOMOTIVE PROPERTY FOR LEASE. 


over and begin operating immediately. 
Will sell shop equipment, parts and signs 
a very reasonable figure. Building 
70’ x 135’, adjoining lot 100’ x 135’. Lo- 
cated on the best automotive thorough- 
fare in St. Louis. Write or wire Roy 
— 5220 Natural Bridge, St. Louis, 
0. 





FABULOUS SOUTHERN FLORIDA 
Motel with 30 exceptionally large and deluxe 
units, swimming pool. Restaurant and cocktail 
lounge leased for ——" per year plus all 
licenses. In city. Close to ocean. For sale 
at below cost by absentee owner. Price $295,- 
000 with $100,000 cash down. 

HARRY G. ELMORE, JR., REALTOR 
Motel and Hotel Broker 
942 Edgewood Avenue Jacksonville, Florida 





DEALER SERVICES 


INVENTORY SERVICE 
Parts and Accessories Depts. 
Full-time experts. No aon yy — ae 





confidential and unbiased 
Also special buy-sell service. Experienced 
ization — in business since 1939. Free 


on request. Call or write for service details. 


Automotive Inventory Service Co. 
10040 Freeland Detroit 7 Mich. WE 3-6449 








INVENTORY SERVICE 
Parts Accessories 

Large and Small Dealerships 
Inventories taken, price extended and sum- 
marized within 24 hours. Expert partsmen 
do all the work. Accurate, unbiased and 
confidential. Inventories accepted by all ac- 
countants and by the government. 

ALLIED INVENTORY co., INC. 

Chicago 49, Ill. 





sories. Top type personnel, organized 
up-to-date records. Model, 


procedures, 
year breakdown for Ford, Chevrolet, 
L-M and MoPar dealers. Fast 


eastern half U.S.A. Talbot's aruoneny 
Service, 124 8. Woodward, Birmingham, 
Mich. Midwest 4-5355 or 4-8460. 


CARS FOR SALE 
FOR SALE. PRICE (dealer’s invoice). 28 


new, 1953 Fords — mainline, customline 
and’ crestline models — tudors, fordors, 
club coupes, Victoria and convertibles. 
Also 1—F-800—144” tractor unit. Ready 
for the road. Phone Knox 221, Knox, Pa. 





SOMETHING NEW 
USED CARS DELIVERED 


We have for sale a nice selection of 
fleet leased 1952 Chevrolets, Fords and 
Plymouths in all Aody styles. These cars 
can be delivered to your door regardiess 
of location. Phone or write for informa- 
tion: 


Robinson Auto Rental, Inc. 
229 S. Hanson St. Philadelphia, Pa. 
1. E. Spatig, Used Car 
Sherwood 8-1500 





ATTENTION DEALERS !! 


SPECIALIZING IN THE SALE OF 
EX-TAXIS 


Excellent Bodies - Good Motors - 
Upholstery New 


BUY NOW — LOWEST PRICES EVER 
1950-1951 


Plymouths — Fords — Chevrolets 
1 to 500 


MORRIS FREEDMAN 


S4th & LINDBERGH BOULEVARD 
PHILADELPHIA 43, PA. 
SARATOGA 17-2300 SHERWOOD 7-1700 


Heaters 








DEALERS SAY 
Our greatest dollar values are at 
CARL MARKER'S 
FORT WAYNE 
AUTO AUCTION 
Oldest in the Mid-West 
One of the Nation's Best 
Sale Every Tuesday 
12:30 P. M. 
OPEN ALL NIGHT MONDAY 


Phone E 1254 Phone E 5209 
324 West Main Street, Fort Wayne, Indiana 


We Guarantee Checks 
Dealers Only 








ATTENTION DEALERS!!! 
200 Fine Cars and Trucks Whole- 
sale, reconditioned and ready for 
sale—Tow Bar Service— Storage 


Phone us for motel reservations 


N. Northwest Chevrolet Co. 
Woodward at 13 Mile Royal Oak, Mich. 
Lincoin 5-1100 
“Home of Michigan's Finest Automobiles" 








AUTO AUCTION 
TIM ANSPACH 
“Midway,” Stop 20 
Albany- ectady Road 
ALBANY, N. Y. 
(For Dealers Only) 


EVERY MONDAY ...12 NOON 
Member of N.U.C.D.A. and N.A.A.P.A. 











All Metal Station Wagons 
Any Quanti ut No 
Taxis or Wrecks 
CALL OR WRITE 


BOB REILLY MOTORS 
880 Broad Street Newark, New Jersey 
MA. 4-9766 





PARTS FOR SALE 
asa @ae we & 


22 FREE 


GM ILLUSTRATED 
PARTS 
CATALOG! 


largest Wholesale Stocks 
of GM Parts For 

© Buick 

© Cadillac 

® Oldsmobile 

® Pontiac 

© Chevrolet 
One day service. Special cash allow- 
ance on Phone Orders. All Shipments 
C.0.D. 


GORDON BUICK 


(formerly Robertson Buick) 

1000 S. WABASH AVENUE 
Chicago 5, Illinois WAbash 2-1030 
asa 


GM PARTS 


Shipped Anywhere 
Same Day 


GMC PARTS 





Phone—Wire—Write 
FRANKLIN-WEBER PONTIAC 


6101-25 N. Clark St. Chicago 26 
Direct Phone—AM 2-7117 





PRECISION REBUILT 


HYDRA-MATIC 
TRANSMISSIONS 


DYNAMOMETER TESTED 


Performance guaranteed equivalent to 
a new unit 


Complete stock Hydra-Matics for all cars 
OLDS and PONTIAC 1940-1948 — $99.50 
exchange. Catalog sent on request. 
SHIPPED ANYWHERE — SAME DAY 
Write—Phone—Wire 


Ace Automotive Products 








5416 N. Broadway Gites 40, Illinois 
Phone: Longbeach | 
Open Accounts to Rated "aioe 
GENUINE 
STUDEBAKER 
PARTS 


® Large Complete Stock 
© Ship Anywhere—Same Day 


NORTHSIDE MOTORS 
4232-42 Natural Bridge 
St. Louis 7, Mo. 
LU. 4860 








Genuine Oldsmobile Parts 

Largest Olds parts wholesalers in the middie 

west. Shipments made promptly. 
GREBE OLDS 


3400 S. Kingshighway 
Fianders 08600 St. Louis 9, Mo. 





BUSES FOR SALE 


tion. Charles Marucco, 8 


SCHOOL BUSES. Available once again! 
2 International R-173, 54 passenger; 3 
Chevrolet 6802, 54 passenger. 1 Ford 
B700, 54 or 60 passenger. Transit Sales 
and Service, Inc., 23 South St., Danbury, 
Conn, Tel. 3-4437, Frank T. Mee, Jr. 





TRUCKS FOR SALE 


AUTOMOBILE HAULAWAY-—33 foot, me- 
chanical handling trailer; Chevrolet trac- 
tor, 1950 with heavy duty motor. In first 
class condition. Fox and Goes, Inc., 1635 
8. Jefferson, Saginaw, Mich. 

TRUCKS WANTED 

WANTED—Heavy duty wrecker with equip- 
ment only, or mounted on truck. Wm, F. 
Deibert, Inc., 543 N. 15th St., Allentown, 
Pa., Tel. HE 2-2083. 


SHOP EQUIPMENT FOR SALE 


CLAYTON DYNAMOMETER, passenger 
car model, inertia flywheel, reference fuel 
system, good condition—$1,900. Offer or 
trade. Allied Equipment Sales, Box 904, 
Jacksonville, Fila. 

SHOP EQUIPMENT WANTED 

NEON OLDSMOBILE SIGN wanted. 15’ 
letters or larger, Horizontal preferred. 
rg ° P. O. Box 568, Far Rockaway 

1, N. ¥. 


INTERESTED IN BUYING dynamometer 
in good shape. Include serial number. 
Box 3311, c/o Automotive News, De- 
troit 26. 


MISCELLANEOUS 


e 7 e 
Going to Miami 
RENT A NEW CAR 
Credit Privileges 
Extended to All 
Dealers 
Low Rates — Full Insurance 


Wire Collect — We Will Meet 
You On Arrival Anytime, 
Day or Night 


MORSE AUTO RENTALS 
7726 NE 2nd AVE. 
MIAMI, FLA. 

PH. 7-0011 


Our New Model 


TOW BARS 


Cannot Be Matched 
At Any Price 
Write Today For 
Ilastrated Catalog 
FACTORY SALES DIVISION 
PILOT DISTRIBUTING CO. 
BATTLE CREEK 9, MICH. 
Phone WO 2-5257 All Dept's. 
“Leaders In The Industry” 
Since 1939 
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DODGE V8 SPECIAL TOOLS at substan- 
tial savings. Parts and shop equipment, 





tires, furniture— complete automobile 
line!’ Lao Leo Rocca, Inc., 4301 Connecticut 

Oy nhe “fy Washington, D. C. Bmer- 
om 





ENGINE REBUILDING — Crankshaft 

John P. Hughes 

Co., Ine., 800 Commerce St., 
Virginia. 


1.C.C. DEMANDS 


Controlled Steering 
On All Hook-Ups 
. .. also Safety Chains 


BE SAFE — BUY 


Automatic BraKiné 


The ORIGINAL "YELLOW" 


Tow Bar. The ONLY Unit 
That Gives You A Full Floating 
WRIST ACTION Ride and Tow 
on all type roads at all times 


COMPLETE with 
Guide Cables and $61 45 
BRAKE HOOK-UP .......... 


Meets ALL 1.C.C. Requirements! 


WITH BRAKE pry ag 


ONLY .. . $514 cuss 


Meets 1.C.C. Strength ncestiaanaa 

STEEL (low Bar) CARRYING 

CASE with 4 Whoels & Handles $1 3.95 
(Add 55¢ for Padlock with 2 keys) 


—SPECIAL— 


Protecto Covers (Tailor Made) ....$6.95 


QUICK-TOW, Bumper- 
to-Rumper Tow Rar... . 
CASE-LOT 6 UNITS, only . . 


ein $42.50 


TRI-KING 3-Point Hook- 
(Folding "“V" Type) 


$19.50 


- $17.50 


Up Intra-State Tow Bar 


All Prices include 8% Fed. Excise Tax 


TOW BAR SALES CO. 
Exclusive Factory Distributors 
AS NEAR AS YOUR PHONE 
DE 2-0700 AN 3-8888 DO 3-8373 BU 8-7466 
40 So. Clinton St., Chicago 6, lil. 





BROOKPARK AUTO AUCTION 


13315 BROOKPARK RD. 


CLEVELAND, OHIO 


EVERY TUESDAY NOON 
ALWAYS OVER 100 CARS TO CHOOSE FROM 


Phone Winton 1-9911 
RAY AUSTIN—————AUCTIONEERS————JOE. E. JOHNSON 


Tony. Foos, 


Local Mgr. 





New Subscription Order 


Send Automotive News to Address Below 


for One Year $8 [_] 
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The tarot pack shown 
here has been used by 
fortunetellers since the 


Middle Ages. 


Whats in the cards for the future ? 


(And who'll build the tires for it?) 


You don’t have to ask a fortuneteller to find out how tough 
competition ‘is in the automotive field today! In the tire busi- 
ness, for example, it isn’t enough to know what your competi- 
tors are up to—you have to stay ahead of tomorrow’s advances 
in automobile design as well! 

Just think of the predictions that have come true for the 
American motorist in the last few years: higher compression 
engines, power brakes, power steering, automatic drives! Even 
air conditioning has become a reality. 

All these advances add much to the motorist’s safety and 
comfort, but they put an extra burden on his tires as well. 
And there’s no way to foretell what added demands will be 
made on them in the future! 


Well, if you’ll pardon our patting ourselves on the back, 


> 


aT 
PAMIILG 


VSG 


AAAs 


Goodyear has managed to more than keep up. In fact, today’s 
De Luxe Super-Cushion tires are delivering ever-increasing 
safety and mileage in spite of all the extra demands being put 
on them. The cost of driving a thousand miles on Goodyears 
today is less than half what it was in 1926! 

Is it any wonder then, that car makers are putting more 
Super-Cushions by Goodyear on the new, advanced cars than 
any other kind of tire? Or that car owners, too, are buying more 
Super-Cushions than any other low-pressure tire? 

Yes, this year, as in every year for 38 consecutive years, 
more people ride on Goodyear tires than on any other kind. 

This preference for Goodyear speaks for itself. It assures 
customer confidence when a new car is delivered on De Luxe 


Super-Cushions. Goodyear, Akron 16, Ohio. 


De Luxe Super fice cushion by 


~~ 
er 
_ 


™ x s 
$ Super-Cushion, T. M.—The Goodyear Tire & Rubber Company, Akron, Cle 


Goo 








